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37 Years devoted to Progress in Oilheating and Airconditioning 
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Integral with outlet elbow, piston as- 
sembly works in dashpot with metered 
orifice to upstream. This maintains hy- 
draulic balance for easy opening against 
working or static pressure, gives ‘soft’ 
closing action. 


PRESSURE BEHIND PISTON 
BALANCES FORCE BEHIND VALVE 


ELBOW, 
PISTON, 
DASHPOT 
ASSEMBLY 


ORIFICE 
BLEED TO 
UPSTREAM 
P 

RESSURE OUTLET 





VALVE 


mre-y 


UPSTREAM PRESSURE 
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New hydraulically balanced shutoff valve shown on Brodie 120 gpm Model B-51C Tank 
Truck Meter with Brodimatic Printing Quantro!. For larger capacity pump operations, 
the same effect is obtained by Brodie Shockfree Valves with appropriate meter models. 


on BRODIE Tank Truck Meters 


NEW BALANCED OUTLET VALVE ALWAYS OPENS FREELY 


e not subject to hydraulic lock in closed systems 
¢ opens easily under full operating pressure 


e cushioned closing reduces shutoff shock 


The new Brodie Balanced Valve opens easily 


orifice to the dashpot also has a cushioning effect 
against pressure created by the most modern on closing action to minimize shutoff shock. 
pumps and cannot be locked shut by pressure The new assembly is standard on all Model 
trapped between it and a check valve in the B-41C and B-51C Meters. Whatever your me- 
pump inlet line. By a simple dashpot design, tering problem, get in touch with your Brodie 
upstream pressure is applied to a piston to bal- Metering Specialist —as near as your phone. 


ance the pressure across the valve. A metered 809-R 


RALPH N. BRODIE COMPANY «; san Leandro, California, U. $. A. 


CABLE ADDRESS: ““BRODICO"™ 
MT. VERNON, N.Y. DALLAS 7, TEXAS SEATTLE 9, WASH, 
550 So. Columbus Ave. 167 Parkhouse St. 221-9th Ave. N. 
CHICAGO OFFICE: LOS ANGELES 22, CALIF, 


1227 Circle Ave., Forest Park, Ill. 5401 Sheila Street 


REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES 
IN ALL PRINCIPAL CITIES 





HOW SUNDSTRAND FUEL UNITS BACK UP YOUR BURNERS 


Reliability is the 
Difference 


The overwhelming preference for Sundstrand fuel 
units is wrapped up in one word—reliability. Let's 
take a look inside a Sundstrand fuel unit and see just 
three of the quality features that add up to quiet, 
clean, trouble-free performance: the Rota-Roll pump- 
ing assembly that eliminates ‘‘gear whine’’ while 
delivering oil under uniform pressure, foamless, and 
free of turbulence; the combination of a hydraulically 
balanced valve and seep-proof bronze-on-neoprene 
valve cutoff to prevent after-drip and resultant car- 
bonization; and the large, fine-mesh, monel metal 
strainer designed to keep all dirt away from burner 
nozzle. Naturally, there are more details to the com- 
plete story but they only re-enforce the conclusion 
that for unmatched reliability it pays to specify 
Sundstrand, first in fuel units. 


WINTON HYDRAULIC DIVISION 


of Sundstrand Machine Too! Co., 2210 Harrison Ave., Rockford, Ill_—Eastern Sales Office: 89 

Summit Ave., Summit, N. J. Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; in 

Sweden by Sundstrand Hydraulic AB Stockholm; in Paris, France by R. S. Stokvis, et Fils, S. A., 
20-22 Rue Des Petits-Hotels 





“We find the SUN-RAY 
OIL-FIRED WATER HEATER 


to be eminently satisfactory on every point 


77 





PATRICK F. 
CAPUTO 





SUN-RAY 

FULLY AUTOMATIC 
OIL-FIRED 

WATER HEATER 





@ 4% times the recovery rate of gas water heaters 
@ 8'4 times the recovery rate of electric water heaters 


Up to 180 gallons per hour —100°F. temperature rise 15 YEAR WARRANTEE 
ON COPPER MODELS 


COPPER MODELS—30, 45 and 65 gallon sizes 
10 YEAR WARRANTEE 
GLASS LINED MODELS—30, 50 and 70 gallon sizes ON GLASS LINED MODELS 


SUN-RAY BURNER MANUFACTURING CORP. — ~ (com sommy 


139-24 QUEENS BOULEVARD - JAMAICA 35, N. Y. 
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Among other things 


This 1s the month that we tak long hard look at th 
ulburner service department. Oilheating dealers from all 
over the nation helped us prepare the study on page 51 
Another kind group sent us material on their service con 
tracts so that we could examine that facet of th 

Bert Dunphy traveled up to New England t 
how the Robert W. Fawcett & Son Co. handles its service 
problems. A unique part of their set up is that the service 
men seldom come into the office 


business 


find out 


radio 
71 
gets 


two-way 
assignments with no waste of time, see | 
Ruth Mudge on the cover who by radi 
where they are needed most and fastest 

Not to be overlooked in an issue devoted to service is 
the world’s most famous serviceman, “Sparky.” Technical 
Editor Schulz demonstrates how he tests stack controls 
on page 74. The man who can make the customer happiest 


manages 
That's 


men 


or maddest is the serviceman and his role is discussed by 
Burton H. Mason on page 66 





." \ BALTIMORE SPEECH a 
wo, Cities Service Vi 
Tom McGarey had a parti 
timistic note for the future 
ing, based on a developm: 
don’t often call to mind. At 
in his speech McGarey 

about the new 41,000 mil 


This 


project to pre vide One Va 


highway program 

Iny 

sti p 

ocean and from Canada t 
With such go 

fh lights it 


system of roads permitt 


automobile trathe f1 


uld be véry 


man to live 30 miles from his 
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a Tew exceptions 
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ind contusion 
that 
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This moven 
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are modern 


homes in the open 


with automat 
most always oil heat 
There Sa good chan n 
dustry’s share of the new 
ket five years from now 
siderably stronger 


MeGuarey 


families the greatest challeng 


than it 


sees in this m 


rarest Opportunity that could | 


tueloil 


T" COLD WINTER has 
utility companies a littl 


Most of their heating 


ined for all in the 


budget payment plans and th 


be coming up for adjustment 
time you read this 
New York 


type 


son. of has been 
cartoon 


acter thinks his thermometer 
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th 
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custom 


Consolidate 


ads in which th 
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Oilheating has provided a happy and 
prosperous existence for quite a lot of 
men that we know. Sometimes it is 
Florida for a mid-winter break provid- 
ing they don't have to suffer too much 
for lack of good reading. Frank Wymbs 
who distributes Hev-E-Oij burners in 
the East was caught by the photog- 
rapher at his favorite occupation on the 
sands of The Breakers at Paim Beach. 


May 


been “unduly influenced by an emo 
tional approach to the question rather 


We are likewise 


as to the true 


a factual one 
doubtful 


than 
motives be 
hind their action.” 

In other words, the school officials 
are accusing the oilmen of being opin 
ionated in favor of their own product 
which, of course, is very unwarranted 

ESIDENTIAI 


\IRCONDITIONING has 


been moving a little slower than 


most of us had hoped, but it is refresh 


ing to get s on the 
Cloud Wampler, 


Chairman of Carrier Cory 


some new figur 
growth up to now 
Says th it 


it the 


start of this year there 


were 
uircondi 
48.000. 


centrally 
tioned. This is 1Y¥40 of th 


00 single family residen 


0,000 homes 


He also said that another 3,400,000 


had one Or More room alr miditic ners 


In apartment buildings which have 


me 6,000,000 dwelling units there 
tre about 300.000 of 
tioned with central 


r 9OO,000 with 
A" WINKLER send 
‘ racing chart 


came 
Gulf 


ran very well at first 


ninth ice at Sti 

badly in the lat 
The next day the 

Miami Herald showed ~* 


picking the mare to wi 


Very 


It a pr ssibl 
didn’t learn what |] 
hat, but on that last 
it appears the horse wa 


name d 


ees CENTENARY YEAR 
oil industry will get 

amount of publicity all over th 
the 


growing 
coun 
try as months progress. It is a 
grand opportunity for fueloil men to 
get in a word for our industry before 
their luncheon clubs or wherever they 
can get a group of people to listen 

The hardest part is mposing a 
good speech, With that in mind Ralph 
Hartell, communications director, Na 
Fueloil Council, has prepared 
a good talk Write him a note and 
hell send you a copy. The address 


424 Madison Ave., N. Y. 17, N. Y 
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Announccug THE SCULLY 
FUEL OIL DRIVERS’ CONTEST 


— with 25 prizes for the best 
endings for this sentence: 














“SCULLY products help my customers, my company, and me 
because een a _ . 














YOU CAN WRITE ABOUT ANY ONE, OR ALL THREE, OF THESE SCULLY PRODUCTS 


What has the VENTALARM® Signal What has the UNIFIL® System done What do you feel are the benefits 

mecnt to you in relieving tension, for you in allowing faster pumping of the SCULLY Nozzle in comparison 

in making your deliveries easier speeds safely, in eliminating 

and faster, in eliminating spills? misdeliveries and by making 
the carrying of tools and fittings 
unnecessary? 


CONTEST RULES 


Finish the statement about Scully products in 100 @ It is not necessary to buy anything 
additional words or less. Place your name and the test. Any fuel oil driver who wishes additional in 
name of the oil company for whom you work, and the formation about the Scully products described here 
company’s address at the bottom of the page. Indi- can have 
cate number of years you have been an oil truck 
driver. Place in envelope, and mail to Scully Signal 
Company. 


with conventional type nozzles? 


ente! this con- 


such information by writing the company 

op Any driver may submit as many entries as he wishes 
However, each entry must be mailed in a separate 
envelope. 

Contest is open to anyone in the U. S. A. who reg- 

ularly drives a fuel oil truck. Because this is a drivers’ 

contest, entries from others will not be considered. 

Entries must be postmarked before midnight June 

15, 1959, to be considered. Ist PRIZE 

Impartial judges, not connected with Scully Signal 2nd PRIZE 

Company, will award prizes based upon sincerity of " 

statement and originality. Decision of the judges is 3rd PRIZE ... 

final 1 ntrie ll be re ‘d. All entries will 

inal, and no entries wl yc returned, ¢ entries Wi 

be acknowledged. 4th PRIZE ... 

All entries become the unrestricted property of Sth - 10th PRIZES 


Scully Signal Company. 11th - 25th PRIZES 


Mail your entry on or before June 15, 1959 to 
SCULLY SIGNAL COMPANY 


178 Green Street - Melrose 7C, Massachusetts 
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by Jim Collins 
WASHINGTON—The heavy f 
public-utility control of gas producer 
prices is falling fast, but it ren 
be seen how long this appt 
Federal regulation will last 
Examiner Zwerdling of t Feder 
Power Commission has ruled tl 
Phillips Case, that the « mM} 
titled to an increase of $14 million 
Its interstate sales of natural ( 
the 1954 test year), but tl far 
than Phillips had asked I 
smaller increase is bottom 
ting back exploration and development 
costs advanced by Phillips (t 
30% of its total oil-gas ) n 
nating any credit for th 
allowance, and by allowin 
9.25 return on the company st 
of-service,” instead of  twi that 
amount 
In setting up his formula for Phil 
lips, the FPC examiner can It witl 
a system-wide rate for Phillips of 
11.66 cents per thousand cul f 
on its sales to the interstate gas pi 


lines, and froze the price at that level 
until further notice by the Comm 
rease abdov 


sion. Presumably, every in 


that amount, on its sales 


In Ut! irs 


after 1954, will have to be justifi 
on the basis of higher costs 

Of course, the case is, by no means 
settled. The company will seek a full 
hearing by the FPC and, if its decision 
yoes against the company, in th 
courts. Since Phillips had based its 
case on its “costs,” it is somewhat 


limited in its attack on rdling’s 


aW i 
decision. But, the company, and thx 


industry as a whole, is expected t 


battle hard against basing producers 
prices for gas on the actual taxes paid 
without allowance for depletion. In 
fact, it has been this point which has 
been most emphasized by producer 


groups, in attacking the decision and 





1 by Con 


gain for legislatior 


public-utility 


I 
mtr But. tl hances f I i gas bill 


International Oil in Turmoil 
I mor talk I rT if 
rdinate Western Hemis 
ti IM Of tions, in order 
t il situation. If some 
Compact tween the 
a. 8 nd Venezuela uld 
ri | ft I believe th 
vervsupply probl of the 
t several rs would be much ri 
[ vould not, of irse, deal 
probdiem of ive refiner 
th | S rticularls 
[ in I nt tl 
I DT roblem 
Imports Appeals Pile | p 
M ppeals fror Irrent 
porters tinue to pil 
re the Import Appeals Board 
t of them destined to be 1 
ther be u t pplicant 
ning histor 8 or was 
f ict importer 957. In 
t Appeals Board is hemmed 
r it can not consider appeals at 
} ither the President's procla 
t r the oil import regulations 
S-11 May Be Amended 
9 t ntitrust subcommittee ay 
rov f the bill to bar “good faith” 
ll defense t pr liscrimina 
har under the Robinson-Pat 
Law toregon lusion (be 
majority of this group has al 
I ndorsed the measure). but it 
reasingly doubtful that the full 
iry committee will OK it, as the 
tands. Senator Kefauver (D.., 
Tenn.), sponsor of the bill. has ad 
tted to close associates that the 


n ire may have to be amended to 
t it to the Senate floor for action 
So, it may be amended to limit its ap 


plication to the food, drugs and cos 
; industries, just as was done two 
years ago. The danger, however. is 
it may be broadened again on the 


floor to cover oil and others 


Canadian Gas Imports Foreseen 


[Three competing gas pipeline com- 


panies whose applications were all 





tossed out by FPC in a “comparative” 


case several months ago, have now 
filed again to serve areas in the upper 


Midwest. One by Midwestern involves 
Chances now 
1. FPC said 
look with 


present 


Canadian gas imports 
ippear good for approva 


before it would favor on 


this. Since the ipplications 
appear to be 


likely that they will be approved. Mid 


non-competitive, it 1s 
western’s case involves imports of up 
wards of 100 million feet 

Meanwhile, 
firms now are 
hold off large 


Canada and the 


a day 
West Coast 


battling vigorously t 


some 


“imports” of gas trom 
southwest, and con 
struction of power lines by private 
mpanies to take power from govern 
If the gas 


nd electricity are permitted to b 


ment dams on the Colorado 


dumped” in California, the compa 
nies are fearful their residual market 
will be non-existent, in a few years 
making heavy fuel oil a drug on th 


market and the likelihood much great 
er of large shipments of residual to 
the East Coast. 

Act 


\merican 


GSA Applies Buy 


The military has 
down its imports of products to about 
41,000 B/D during this year, 


agreed to hold 
ind now 
Administration 
Buy Ameri 
il products 


the General Services 


has decided to apply th 
can” Act in purchasing 
if domestic prices do not exceed 106% 
(or 112 in labor surplus areas) of 
the foreign prices (including tariff and 
delivery). A loophole, hi 
permit GSA t 


stantial amounts of residual, originat 


wever, May 


continue Duying sub 


ing in the Caribbean One proviso 1n 


the new rule provides for commingled 


] 


oil to be considered “foreign” if 50% 


or more “of the cost” of a finished 


product is “foreign.” 


Depletion to be Attacked 


Senate opponents of the oil deple 
tion allowance have vowed to call for 
a roll-call vote on an amendment to 
reduce this to 15%, at the first oppor 
tunity. A tax bill will reach the Sen 
ate sometime this summer, to extend 
corporate and excise tax rates. It seems 
likely the depletion amendment will 
be defeated—but the debate and after 
math probably will do the Industry 


no good 
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A new name in 
automatic controls 













4 TH This may be the first time you have seen the a il iN 
1 lh re mt Signet Controls trademark, but you will see it | + lg 
| \ many, many times again. It is a symbol you TTT] Hin 


———_ 


will come to know as the stamp of quality on i 
fine controls for heating and air conditioning. Mies ]) 


SIGNET CONTROLS 


3205 S. E. 13th Avenue e Portland 2, Oregon 
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No. 2 Heating Oil (Including No. 3 & PS200) 


Price per gallon as of April 15, 1959 


Tank Tank Tank Tank 





Ca Wage Car Wagon 
Portland, Me 10.9 15.5 Charleston, S. C 11.0 14.2 
Bostor 10.8 15.3 Chicago 10.75% 15.1 
Providence 10.8 15.0 Detroit 11.5 16.1 
Hartford 11.05 15.1 Cleveland 12.1° 15.6 
New Haver 10.7 15.2 Minneapolis 11.179 15.6 
Syracuse 12.0 v3 St. Louis 11.1 15.4 
Albany 10.9 14.9 Indianapolis 11.49 cs 
New York 10.7 14.6 Milwaukee 11.75 16.0 
Newark 10.7 14.7 Des Moines £4.25 15.4 
Philadelphia 10.7 14.8 San Francisco 12.05 14.8 
[a7 . > . .e% 
iitimore ortiand, € ié.s on 
Baltimor 10 15.0 Portland, Ore 12.10 l 
W ton, N. ( 11. 14.6 Seattle 12.20 c.2 . 
W ashingtor 11.0 15.3 Spokane 13.8 16.8 
Richmond a 14.7 Los Angeles 12.08 14.3 
Tank ag prices shown are for maximum one-time delivery discounts 
Delivered ‘ 
DEGREE DAY TABLE 
ITS OFTEN SAID that when fueloil ONE MONTH ONLY SEASON TO DATI 
prices go up we can’t keep it out of the March Percent Sept. thru Mar. Percent 
, \ il N 1959 Cha t lormal 1958 1959 Chang 
papers, but when they go down almost Normal 
no one mentions it because there is n hte SF 101 r 2.1 —— fr! 6045 5842 6414 6.1 
404 461 422 4.5 Atlanta AP 2673 3156 2679 0.2 
feeling ot pressure either in news 676 6354 691 2 9 Baltimore AP 4289 3782+ 4443 76 
sense or industry attitudes. You'll B49 796 862 Ls Boston (East) AP 4972 4613 5252 5.6 
, 4) 740 LO50 5.8 Buffalo AP 5769 5656 6026 45 
notice in the price table that each ot 449 559 482 + 7.3 Charlotte NC AP 3004 3429 3087 2.8 
the 1$ Bast Coast markets got a half 868 890 853 1.7 Chicago AP 5516 5498 5669 2.8 
64 60 02 8.8 Cincinnati CO 4110 4620 4553 + 10.8 
cent drop at both wholesale and retail Q7 4+ 9()7 Q77 i »2 Cleveland AP 5196¢ 5237 5354 20 
levels since our last published report 58 4 259 Dallas AP 2197 2476 2303 4.8 
x j 84 9 841] 2 Denver AP 5240 4922 496 5.4 
This had little or no public ity, Dut it RAR 22 277 ) Des Moines AP 5745 5969 5897 2.6 
was quite logical because the stocks ) 883 945 1.9 Detroit AP 5527 5465 5778 4.5 
; »39 J29F 1031fT 8 Grand Rapids CO 5602 6005 6300f 12.5 
have been building up while tl | 27 848 928 , «es tt AD $365 5323 SOL 
mand was going down 1 13 886 [2-9 Helena AP 6898 6290 6753 2 
. 84 234 163 11.4 Houston AP 1352 1601 1411 : 4.4 
Aside from the East Coast tl nly 897 2()3 i 40 Indianapolis AP 4973 §297 5259 58 
other changes in the table are for few 666 828 569 1 4.¢ pegs — AP 4477 4666 4284 4.3 
; 2 4¢ 49 76.9 os Angeles CO 1235 795 674 45 4 
Midwest cities where only th tank r "54 627 26 Louisville AP 4055 442] 4135 20 
car price went down. The retail level 1S 7% 50 6.8 Milwaukee AP 5972 6284 6595 0.4 
8 156 16 M nneapolis AP 6919 6367 6844 ] 
stayed the Same SO Margins Wer! In r 26 143 is 4 New Orleans CO 1156 1535 1271 99 
creased. Chicago ts off a quarter cent 3 763 768 2.0 New York CO 4423 4340 4616 4.4 
s 3 8 04 790 49 Omaha AP 5559 5579 5521 (0.7 
as 1S Milwaukee; St Louis is down .3 A¢ 124 677 15 Philadelphia CO 4061 45134 4375 n 77 
Last year there was a lot tft com 518 779 6.0 Pittsburgh CO 4496 4808 4725 ? 5.1 
: 567 1053 y ia Portland, Me. AP 6406 5725 6737 ‘ : pe 
plaint about prices going up so fast as 515 54 520 ' l Portland. Ore. CO 3500 2999 3136 10.4 
we got into the heating season, but of 874 816 879 6 Providence AP 5213 4851 542 + 4.0 
| 166 727 597 i &, Roanoke, Va. AP 3782 4264 3827 + 1.2 
course, they had fallen extra low in th ¢ 9 596t 2 Q St Louis CO 4098 4485 4408t } ”'¢ 
spring and early summer because of 4 195 722 2.6 Salt Lake City AP 5099 4879 4563 10.5 
TI am ; 317 359 209 34.1 San Francisco CO 1996 1763 1437 28.0 
surpluses le present primary tOcK ; 46 13206 \ 0.3 Sault Ste. Marie AP 7671 7098 793] 24 
levels do not look too healthy ay’ tusé 5 539 575 T 3.0 Seattle CO 3595 3031 3340 74 
’ , ) 897 914 t 1. Toledo AP 5522 5601 5856 + 6 
oe y¢ . » mil a hat nah 7% 
there is 12% more No, 2 oil at that 619 601 ) Washington AP 3923 4122 29007 04 
level than we had a year ago, and thers ‘ 
" : ( pared with norn +City Office Airport Office 
are only 3% more oilburners in oy irae ania 
eration. It looks like we are heading a , 
al "ile Distillate Fueloils Secondary Stocks 
ee another soft spring PRIMARY STOCKS* Percent of Bulk Capacity 
W t chec ked the sect ndary or deal (Thousand of Barre ) 
. ' East of Rockies March Sept Marcl 
é¢ mocks foc March 31 and we doead : ; ein Wee? 
im April 1 April 11 ; a sie 
year. The dealer storage capacity East - 59 1952 1959 2h.) 1958 
? , : Filled 
> 2 > pha f ] ] . 
of the Rockies was 27.5% filled on East Coast 29,225 23,196 New England 26.0 379 30.3 
that date compared with 27.76 on Midwest 21,089 2( 498 Mid-Atlantic 32.0 72.9 32.8 
: Gult ( ist 15. 58 5.102 r 49 r0 9 
that date a year earlier. We also show ‘ South Atlantic 42.8 42.8 29.3 
, > in a: TOTAL EAST COAST 31.4 70.1 31.8 
in the table the stocks of last Septem Tota 65,924 98,726 : p tee 
: ; _ Filled Midwest 18 69.6 15.3 
+r 30 > _— = 
yer OU, when storage was well hiled American Petroleum Institute FAST OF ROCKIES 27 § 69 9 26.7 
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The card 


Quick, easy, handy, compact —that’s the way they describe the 
Mosler Revo-File at the office of the Windsor Fuel Company of 
Mineola, New York. 

Owner Joseph Leo Grande says, ‘“Revo-File is for us: 


( Ich Wi 


it’s the 
iy to file and find service records and degree-day cards. 
Adding new cards to Revo-File is fast and easy, too; you just 
drop them in. 
*“Revo-File mobility is another really Handy feature; anyone 
can use this file right at his desk. And its compact design uses 
only a fraction of the space our old pull-out files needed.” 
The Revo-File story is the same all over the country. There’s 
st no other active-card file that is so efficient, so convenient, 
so downright practical. Find out how Revo-File can work for 
vou. Fill out this coupon and mail it today. 


THE MOSLER 


stems Division, 3820 Fifth 


SAFE CO. 


York 1, N.Y. 


¢ es Avenue, New 





> FA OUT! Exclusive patented Revo-File belt 
tra erfectly in place, protects against 


into Revo-File 








NO ATTACHMENTS! No hole punching! 


attached to drum. Just drop your p 


Cards not 


esent card 


The Mosler Safe Co., 


Dept. FO-559, 
| an intere Led 
Mosler Revo-File 
I am interested ! 
Revo-File 

NAMI 

COMPANY 


ADDRESS 


CITY 


NO EFFORT! 
drum. Re 


models 


Carda come to clerks th 


Revo-File Systems D 0 
120 Fifth Ave., New York 1, N.) 


FREE office trial of Mosler 


ZONE rA 


o-File available in manual and elec 
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t juarter are: New Homes, ‘38 on every item except boiler units 
this year and 49,000 last year; Dealer Stocks: At the close of 
Xeplacements of old oilheating jobs March, the dealers were holding ap 
46,147 in this year’s first quarter proximately 69,825 domestic oilburn 
8,412 last year. Conversions from ers and units. This compares with 64, 
r fuels are estimated at 34,442 this 484 the previous month and with 79, 
1 29.718 last year 787 on the same date a year earlier 
O ting dealers in March in The current stocks were divided 
pproximately 969 separate Separate burners, 29,326; Boiler-burn 
r heaters with pressure burners er units, 13,267; and Furnace-burner 
¢ entral cooling systems units, 27,232 
The table on oilheating factory ship Factory stocks at the end of Janu . 













ments is interesting this month, It ap ary were 35,264 compared with 355, 
ill ] plies to January, the latest available 520 a year earlier 
Oilheating eee | 
I reating lata and shows a plus comparison with Tank Stocks: Tank stocks are con - 
Trends 
FACTORY SHIPMENTS 
ILHEATING INSTALLATIONS al DOMESTIC OILBURNERS & UNITS=— 
, DOMESTIC GAS BURNERS ----<-= 
mestic burners and units, 1 TA Te] m4 aa 
March are estimated at 38,831 or 12% ith } i i Pt 
He me ; got 
higher than the revised figure of 34 ie ion Te 1 
952 in the same month last year. T ‘ : } a 





March installations Wer livided 
New Homes, 11,977; Re placement f 


~agmaast 














old Oilheating, 12,243; and Conver 
sions from other fuels, 14,6 
In comparing the first quarter of 
this year with last we are showin N DE IN N N DEC JAN FEBMAR APRMAY JUN 
only a 1% rise because of adjustn - 17.96 7. 1958 1959 


made to last year’s monthl 


Shipments of Ojilburners and Units 
























In our April issue we publ 1 our (Including Exports) 
final estimates for 1958 installations Adjusted to includ manutacturers other than those reporting ¢ 
based on year end reports fron \ Census Bureau, Furrom & Om Heat's estimates of shipments are 
as ‘ 7 4 ‘ > i aii v 
' JANUARY TWELVE MONTHS 
eral government and industry sour eicai Pes 
The total installations proved ; 1958 Change 1958 1957 Chang 
] t B » 27.806 i ge hele ltt tel 4 417 hs 
considerably above our earlier estimat Boiler Unit hots ae 72 ‘ 
) B er p + ¢ > 26.5 47.409 ¢ 49 21.¢ 
and also our monthly totals that had e Unit 1.93 9.257 + 73 152.446 8.947 7 
' All Domest 12.62 39.970 + 6¢ 577 > ( 55 5 
been reported in each month in t =~ a +4 9.97 6.6 572.412 603.8 
ercia 2,42 2,338 + 38 36.225 43 598 169 
magazine. The result is that our est Tota 45.049 42.308 6.5 608,637 647.4 6.( 
mate for the first quarter of last year 
after being revised upward sh 
952 installations made and in tl n 
quarter this year we estimat . ) 
By types of installation mpat A ee ee ee - 
Minimum Retail Prices: 
Key Dealers | “°(PoT™ - oh ee k 
gorsnn Pseede Peden 
Mar. Avg i \ NLS 4 
° — 
Separate Burners $317 $ : 
Boiler Burners 728 T - - be 
Furnace Burners 606 ys pero | 
| aa 
Price Index: Separate Burners : rT 
1947-49 is 100°, vith | Chat). tt “7 
WHOLESALI ws ~40 
March 94.7 Six montl 6" { | 
February 95.9 Yea r¢ 
“ a & x =- S&S > ls 
A 4 ad = a < 4 
RETAIL = SS ae oe = > o 
March 92.7. Six months a )3 1957 1956 1959 . 
February 92.7 Yea 2.8 
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IMMEDIATE: 
SERVICE 


ANYWHERE in U.S. & Canada. Scovill’s nation- 
wide facilities provide the industry’s fastest 
service on fuel oil and gas pump couplings! 
Only Scovill with its country-wide network of sales 
offices and warehousing facilities is equipped to 
give you such fast... efficient service. All orders 
for fuel oil and gas pump couplings received by 
Scovill are shipped promptly. And the sizes you 
want are always immediately available. That’s 
because Scovill makes and stocks a complete range 


—from *,” to 3” in fuel oil couplings. . 
standard sizes in gas pump couplings. 


and all 


The largest—and finest—sales and service force 
in the industry is ready to consult with you any- 
time, anywhere when you specify Scovill couplings. 
And—because you can buy direct from Scovill—you 
save up to 14 the former cost of oil and gas pump 
couplings. Get complete details now. Write: 
Scovill Manufacturing Company, Hose Coupling 
Department, Waterbury 20, Connecticut. 





Hose couplings by SCOVILL 


Main office: 99 Mill Street, Waterbury, Connecticut Cleveland: 4635 W. 160th Street Los Angeles: 6464 E. Flotilla Street Houston: 2323 University Bivd. 


San Francisco: 434 Brannan Street 


Toronto: 334 King Street, East 
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HEATING PRODUCTS 


fy Simon 


INCINERATOR 
for gas-fired 
and fuel-liess 


Heating Products designed, engineered and 
developed by Steinen are your assurance of consistent uniform 
quality. If you are looking for a dependable source, Steinen 
is a good name to remember for heating accessory requirements. 
Write today for free Heating Products catalog “FH 5” 
WM. STEINEN MEG. Co.® 


HEATING PRODUCTS DIVISION 
43 Bruen Street, Newark, New Jersey 





siderably up this month. On March 31 
dealers were holding 31,430 of them 
while at the close of February they 
held 21,875. Last year on March 31 
they had 36,267. 





Special Study This Month 

Upon requests from a lot of 
dealers, our special study this 
month consisted of getting in a 
lot of service contracts to ana- 
lyze as a feature article in an- 


other part of this issue 











Oilheating Permits* 


MAR Ist 3 MOS 
1959 1958 1959 
Albany, N. Y 1¢ | 
Baltimore, Md 44 76 
Bridgeport, Conn 158 
Columbus, O 2 
Detroit, Mich 
Elizabeth, N. J 
Freeport, 1. ae 4 
Hartford, Conn 
Irvington, N. J 
Meriden, Conn 
Milwaukee, Wis 
Minneapolis, Minn 
Montclair, N. a 
Morristown, N. J 
Mt Vernon, N. Y 
Newark, N. J 
New Bedford, Mass 
New Haven, Conn 
New Rochelle, N Y 
Brooklyn-Queens 
M’h'n, Bx, Rich 
Norfolk, Va. 
Omaha, Neb. 
Orange, N. J 
Passaic, N. J. 
Paterson, N. J 
Philadelphia, Pa.** 
Portland, Me. 
Portland, Ore 
Poughkeepsie, N. Y 
Providence, R. I 
Richmond, Va 
Roanoke, Va 
Rochester, N. Y. 
Rockville Centre, N. Y 
Salem, Mass 
St. Louis, Mo 
St. Paul, Minn 
Schenectady, N. Y 
Spokane, Wash 
Springfield, Mass 
Stamford, Conn. 
Washington, D. C 
White Plains, N. Y 
Wilmington, Del 
Worcester, Mass 
Yonkers, N. Y 
Totals 


Percent Change 


Permits are not total sales ir 
ket since none are reported from suburban 
areas, which normally account for 20% t 
60% of total sales in each market: nor aré 
they an accurate index where enforcement 
is lax. Rightly used, however, they are a 
useful working index 

**Courtesy of “Philadelphia Inquirer.” 


May 
1959 





~ 
¥ 


1YOU SELL MORE BECAUSE... 
| YOU HAVE MORE TO SELL | 


WITH THE JOHN WOOD FULL LINE 


lus 


HEATIN 


EQUIPMENT 


Ee 




































John Wood helps you expand your business by selling the 
complete heating package — both house heating and water 
heating. You can supply the right furnace and water heater 
combination for every home heating need. You get the big 
economies of one source buying backed by John Wood’s 
nationally-known reputation for quality. 





Heater and Tank Division 


Conshohocken, Pennsyltvania + Chicago, Iilinois 


L JOHN WOOD COMPANY ©) 
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QUICK COUPLERS 
=—E 


Names in the News 


en named 


lewly-cre. ( Mar 


HOLDS TIGHT 


The Fastest, Gafest, 
Curest Coupling Known 


John Martin 


Is; also the group 


e control of sales territories, 

es and stock levels. In 

innouncements White-Rodgers 
Chuck Martin and James I 
scRenridge as representatives 1n the 
ld Sales Organization. Martin will 
in Denver, Breckenridge 

Louis Il] Also Le mard 

1 sales engineer in the 

irea and Kenneth W 

iles engineer in the San Fran 


LT 


M. Griebel 
cutive for th 
Div., Wm 
n Mtg. Ce : 


= 


BRONZE * ALUMINUM » MONEL 
STAINLESS STEEL + SEMI-STEEL 


ALL STYLES OF ADAP- 
TORS FITIN ALL STYLES 
OF COUPLERS OF THE 
SAME SIZE. 
Perfectly tight, no leak 
connection in seconds 
Kamloks couple and un 
couple instantly regardless 
of “hook-up”. 
Write for Free Bulletin F-10R 


OPW CORPORATION 


2723 Colerain Ave., Cincinnati 25, Ohio 
Phone: Kirby 1-5400 
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several weeks now has returned to his 
home in Marblehead, Mass. He says, 
‘There’s nothing for me to do but wait 
until the Doctor says I can return to 
work.” In the meantime, Fred Beck- 
on April 13 
to take over until Ivan gets back. Fred 


has vacated the presidency of his 


with returned to Boston 


“Bums” Association, formed in retire 
ment in Lake Worth, Fla.. 


this temporary assignment 


to take on 


C. H. Buckley has been named dis 
trict manager in New Jersey and 
Brenton P. Lowe a sales representa 
tive in New Jersey for Hartol Petro 
leum Corp., New York 20, N. Y. 
Buckley has been associated with Har 
tol for 30 years and will supervise the 
company’s operations in the Jersey 
area from headquarters in Newark 
Lowe, who has had considerable ex 
perience as a wholesale representative 


also will work out of Newark 


John W. Wallace, Jr. has been ap 
pointed sales manager, Cleveland sales 
ofhce, Plumbing & Heating Division, 
American-Standard. He _ replaces 
George W. Palmer who has been pri 
moted to manager of sales coordination 


in New York 


Davis has been named 
radio sales, M« 


torola Communications & Electronics. 


Robert F 


manager, two-way 


Inc., Chicago. His territory encom 
State Midwe st area Eric 


Goleas has taken Davis’ former posi 


passes a 13 


tion of regional manager in northern 
Hlinois, northeastern Indiana, e: 

Wisconsin and Michigan’s Upper 
Davis has been with Me 


torola for 12 years in sales 


Peninsula 
ind sales 
management positions Goleas has 
been with the firm 10 years. the last 


three as zone manager in Chicag 


Goleas 














METER 
PRINTED 
TICKETS 


During 5 years of severe service— 


“Our MACK has 


“Five years ago, we assigned our first Mack tanker 
to our most difficult route; over Storm King Moun- 
tain to the U.S. Military Academy at West Point. 
Not only has the Mack turned up on time, every 
time, but over-all operating costs have been con- 
sistently low—and still are,’’ says President Jerome 
S. Affron of Affron Fuel Oil, Inc., in upstate 
New York. 

“That’s why, when Mack introduced its ‘“‘N”’ 
model COE, with its excellent maneuverability, 
visibility and driving ease, we were glad to wel- 
come another Mack to our fleet.” 


never failed us” 


It’s worth repeating: You get more work out of 
Macks because more work goes into Macks. Ask 
any Mack user. Your Mack branch or distributor 
will gladly furnish names. Ask them today. Mack 
Trucks, Inc., Plainfield, N. J. In Canada: Mack 
Trucks of Canada, Ltd. 


MAC K 


FEe_R ST NAME FOR 


TRUCKS 





’ * . 
mila Junior. 
THE JOB'S A CINCH WITH SERVICESAVERS" 


How right you are, Old Timer. There’s no 
need to go into a pout when one of those tight 
vestibule jobs comes up cramped quarters 


are no problem with ServiceSavers. 


Turn it sideways... upside down... it falls 

in place without a change in piping. ServiceSaver’s 
slotted hub and ability to work in any position 
cuts installation time to the minimum. And don’t 
worry about clearance for removing the cover: 
THAT COVER NEVER HAS TO COME OFF! 
ServiceSaver’s rotary filter eliminates screen 


strainers and cleaning problems forever! 


Webster ServiceSavers in the handy Universal Replacement 
Packages (one contains two single stage and the 

other, two 2-stage) replace over 140 fuel units in current use. 
See your wholesaler. 


HEATING DIVISION 


WEBSTER W ELECTRIC 


J RACINE -WIS 


th year 


. . » Names in the News 


Clancy W. Pollock has been ap 
pointed sales manager for the aircon 
ditioning prod- 
ucts of National- 

U. S. Radiator 
Corp., Johnstown 
Corp Johns- 
town, Pa. He for- 
merly was jman 
wer of sales and 
engineering of 
the firm’s Dtayer 
Hanson Division in Los Angeles. He 
is a registered professional engineer in 
California and the author of several 


tec hnical papers on airconditi ning 


R. J. McCrory, Jr. is acting as rep 
resentative in the Pittsburgh area for 
L. J. Wing Mfg. Co., Linden, N. J 
George L. Comfort, ]71 associated 

of Wing equip 


ment in western Pennsylvania, eastern 


with him in the sale 


Ohio counties, northeastern Maryland 
and northeastern West Virginia 
Emmett | Fallon Jy \ 

dvertising and sales promotio 

iger for the past two-and-a-] 

has become distributor sales manager 

for Jefferson Electric Co., Bellwood 

Ill. His former experience covers eight 
of sales for Fairbanks, Mors 





Meet Larry Alles 





This 1s Larry Alles Mi lw ‘st ZAC 
vertising Manager for FUELOIL & On 
HEAT. He 
vraduate 
University of Ih 
nois and_ befor 

ning 

nsumer Rela 

ns Department 

International 
Harvester, Next 
he was a publisher's repres 
four years, during whicl 
t number of trad 
such fields as_ stati 
vorking, woodworking 

ndling, purchasing, heating 

onditioning and the rubber industry 

Larry makes hi headquarters 
Chicago at 228 North LaSalle St 


s 








UST released: 


TiukWay _ FC oil burner for OEM’s 


Here’s the first and only completely integrated oil burner for your residential 
furnace or boiler package. No larger than the basic “F’’ Model Burner, Nu-Way’s 
new FC Burner, firing 0.50 to 4.50 g.p.h., can be completely factory-wired because 
primary safety relay and flame detector are in the burner. No longer do you 

have to ask the installer to complete, properly assemble and wire the burner 

and its safety components in the field. And Nu-Way will “tailor” this 

burner to the performance standards you’ve set for your units. 

Write Dept. FO-559 for details .. . NOW! 


completely 
integrated 
components! 


Primary safety relay and flame detector 
mounted in the burner 


Flame detector feels the flame 
at the flame 


Safety no longer dependent 
on remote stack element 


Responds faster to burner igni- 
tion and flame failure 


Costly B-X wiring streamlined 
Simplified in-plant wiring for OEM's 


Simplified wiring if burner installed in the field 





roe TL A leap concone TION 
Heating Equipment Rock Island, Illinois 


Sn SK US ABOUT Oundsteand ALL-ELECTRIC BURNERS 








“Our Ford Super Duties average 5 to 5% 
miles per gallon pulling 6400 gallons” 


says Sam Browder, Vice President 


Harriman Oi! Company Inc., Harriman, Tennessee 


“Our two Ford F-1000 tractors pulling 6400- 
gallon semi-trailers haul a million gallons of 
gasoline a month from the pipeline to our com- 
mercial accounts. We also have some smaller 
Fords that do an excellent job for us around our 
plants and when it comes to over-the-road hauls, 
nothing can beat the economy and performance 
of these two Ford Super Duties 


“We didn't realize how expensive our other 
tractors were to operate until we replaced them 
with Fords about a year ago. Our gas consump- 
tion with the 477-cubic inch Ford V-S's is run- 
ning 5 to 5% miles per gallon compared to only 4 
miles per gallon with the 450-cubic inch sixes we 
had before. Many of the routes in our territory 
include grades up to 20% and the F-1000's are 


climbing them at least one gear higher than the 
tractors they replaced. This not only gives us 
better mileage but keeps our engine speeds down 
for longer life. 

“We have over 70,000 miles on each tractor 


and the only expense weve had has been the 


usual plugs and points plus an occasional tune- 


up. Our drivers are real Ford boosters, too! One 
of them told me recently that his unit was getting 
better mileage every day. Both agree that the 
Fords are easier to handle, easier to drive, more 
comfortable and not as tiring on a long trip. 
These tractors have built up such a reputation 
that our men can't leave the keys in the cabs be- 
cause the other bulk drivers would run around 
the block to try them out.” 

















NOW ! CERTIFIED PROOF ! 


FORD TRUCKS COST LESS 


‘69 Ford Pickups 
beat average mile- 


age of other leading 
makes by 25.2 % in 
Economy Showdown U.S.A. 


Here at last is certified proof of the 
differences in gas mileage between six- 
cylinder pickups . . . evidence that you 
can use in your operation. 

It was compiled by America’s fore- 
most independent automotive research 


firm after testing 1959 six-cylinder, %- 


Now! During Dividend Days at your Ford Dealer’s...Go FORD-ward for Savings 


LESS TO OWN...LESS TO RUN... 


ton pickups of the six leading makes. 
All trucks were bought from dealers— 
just as you would. 

The tests paralleled every kind of 
driving — high speeds and low, open 
highways and city traffic, even door-to- 
door delivery. And in every test, ’59 
Ford Sixes delivered more miles per 
gallon than any other make. Here are 
the actual percentages: 

"59 FORD PICKUP SIXES GAVE 
42.6%, better mileage than make ‘‘D"’ 
31.1% better mileage than make “!"’ 
25.2% better mileage than make ‘C’’ 
22.0%, better mileage than make ‘‘S” 

9.4% better mileage than make ‘‘G”’ 

Taken together, Ford got 25.2% more 


miles per gallon than the average of all 
other leading pickups! 


. LAST LONGER, TOO! 


What's the secret of Ford’s economy? 
First, of all pickup sixes, only the Ford 
Six has modern Short Stroke design 
which reduces friction and requires less 
fuel. Second, to this modern engine, 
Ford has added a new economy carbu- 
retor to meter fuel more precisely in 
both high- and low-speed ranges. 

See your Ford Dealer for the full 
report of Economy Showdown U.S.A. 
and get the whole story firsthand. 


All tests 
conducted and results 


CERTIFIED 


by America’s foremost 
independent automotive 
research organization* 
"NAME AVAILABLE ON REQUEST 
Send inquiry to P.O. Box 2687, Ford Division 
Ford Motor Co., Detroit 31, Michigan 





QUALITY is our business | OHI of New England luncheon Meeting 
— reviews Past and forecasts Future 


AND ONLY 
VO SPEAKERS at the April 2 an- ment policy to insure continuance } 
nual oilheat luncheon of the an oilheating customer; all replac 
GIVES YOU ALL THREE — t Institut New England, hel ment oilburners must give the customet 


tl il ( Jost 1, revie -d CTe. sed efhic ency < d sl Ww a return 
lL FLEXIBLE COUPLINGS ler Hilton, I increa iciency an retur 


ind forecast the future of 0% on the investment 
To further this last p 


R. Loizeaux. Sr.. national chair has instituted what he calls 


Distribution Division, Oil-Heat tion Proof,” whereby he has set up 
America and president, T revolving fund to finance burner re 
zeaux Fuel Co., Plainfield, N. J., placements, He hopes to add 10% 
| his * Thirty. two Years in the the yearly profit to the fund as the 
‘Leonard S. Marshman, plan develops. The money accumu 
‘holesale Planning Dept., lated is made available to the sales dk 


xplored the topic, partment as a fund to pay for replac 
Reaular Set Screw : x = , 
Splined d e go from her ing oilburners for Loizeaux customers 


Jaw | ’ 
nstitute held a ae. : ee 
Te 8 le MOK « the mechanics 
Only Guardian gives you these features— ed dit ‘Heresa brief look at echar 
\ wi 8 Cw > - . sto , C10 e ne 
@ ROLL SPINNING—Exclusive process joins all of the plan. The customer signs a co1 
i —whi n final op- - 
three components at one time hile nal op seach For the replacement ob 
erating alignment nad 
BRAIDED RUBBER—Ground to absolute true con } ned one ¢ terms to fill un out no money at all ti ntinue his 
centricity. Furnished in BUNA-N TUBE and NEO E ) 
PRENE COVER. Lateral and angular alignment | expired terms were Verner Anderson, present monthly payments, which 
requirements fully met are: ; eckes “a ) 
ONE-PIECE DESIGN—Minimizes assembly and 1101 il & Oil Co.; Richard Berry, had been making under a budget 
handling costs. Made to exact lengths required ansil Miller F, 


he pays 


rancis Coan, easy payment program, whether | 
Over 5,000,000 Guardian couplings are on ; k ; 
criginal equipment. This is your assurance of oan. Bros William I MacNeil 


had been using gas or oil. The cus 
highest quality and universal acceptance in the 
field. 


man Grain & Coal C tomer’s fuel consumption is lower b 


= nN) j Py ( echi ( - } ree cause > ro 7 “o > ‘ rn ( se a es 
2. OIL TANK VALVES aaa dies r tl iuse the repl cement burt r oper te 
Allen, Wm. H much more efficiently, hence his fuel 
No. 1910 B prs . Sons. Inc.: Charles Andrias, oil costs drop. The surplus accounted 
Check These Superior seorge W. Pickering Co.; Edward for by fuel savings is used t 
Guardian Features— 
@ Metal-to-metal seating . , ’ 
@ Highest quality machined bar glia Oil C Dav , 
stock ‘ 4 r’s: Lester Godwin. General Oil ment out of savings 


s Oil Co.. George Corsiglia, burse the revolving fund and in tim 


id G, Fanning, the customer pays for the replace 


@ Greater wall and body strength 

@ Fusible linkage available in ali designs 1o.; Archie Gould, Gibbs Oil Co.; Loizeaux cited two jobs already 

@ Valve desi i r j | 
esigns for every type of installation ym Hacker. Ballard Oil & I gpt Co.; 


done, one of which will amortize i 
3. QUIK JOINT rve A. Lagace, Lagace Service Oil just under three-and-a-half years, th 
W. W. Macurda, Tenney Coal other in about five years 
Nelson, Avon Coal © Marshman in his talk reviewed th 
necting steel pipe er Noyes, Henry M events within the Fuel Oil Committe: 
Babak tia. tle Co.; C. B. Stone, C. B. Stone, of the American Petroleum Institut 
2,685,460 Sweatland, L. W. Sweat a led to the formation of the N 
@ Eliminates threading of pipe. rge Wingate, F.S. Win ional Fueloil Council and the estab 


@ Decreases cathodic corrosicn and electrolysis KA lishment of an oilheating resi arch pr 
@ Guaranteed for pressure up to 2000 P.S.! 
@ Allows 7° angular deflection F d i ; 
@ ULL. approved for oil and gas. n 1 the fuel busin in the fuel the Fuel Oil Committee, devoted t 


Steel ompression : y onc 


| 
fittings for con 1 Tolt 
il 


vered his wide experi gram, again within the framework of 


isin il business since 1927—and concluded improving fueloil burning equipment 
tor free Ne with the observation that good oil and developing new uses for fueloil 
descriptive \4 ‘ A ts L. measence “ T = . 1° 
literature. (e} ArT ae e Key to keeping (“The National Fueloil Council 
id some story appears in detail in the Marcel 
1959 issue, page 33. Progress in the 
research project is covered in the April 

ll-inclusive 1959 issue, page 50.) 
PRODUCTS CORP automatic renewal claus annual Marshman praised these two ver 

. 1 

ee ea re a te ane wivetnes cnmeta 
CouPUNG DIvenen k using instruments: tures, but warned against complac 


reducing customer's oil ency. He said, “Our promotion and 
Dept. F-59 1215 East Second Street be aratn tn enlace earcl Forte 
MICHIGAN CITY, INDIANA consu on; effective burner replace research efforts are most important, 
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A FULL LINE OF “‘SHELL HEAD’’ BURNERS 


Visit us at the NEW ENGLAND OIL HEAT SHOW 
Boston, June 2-5 — Statler Hilton Hotel — Booths 237-238 


ENGINEERING that's RIGHT 
and PRICE that's RIGHT... 
U.S.-Carlin gives you BOTH! 


“<s 


Uy S-CARLIN F 
OIL BURNERS 


ENGINEERED TO INSTALL RIGHT — For domestic instal- 


lations in most popular makes of boilers and furnaces, 
U.S.-Carlin has developed a series of practical flanges 
and mounting plates which permit easy, exact posi- 
tioning of the burner and provide rigid, three-point 
suspension. Where space problems exist, a choice of 
tube lengths simplifies installation. The line also in- 
cludes a wide selection of pedestal models for floor- 
mounted jobs. Recommended combustion chamber 
dimensions furnished for all firing rates. 


ENGINEERED TO OPERATE RIGHT — Advanced design 


principles and precise attention to every detail of 
manufacture keep U.S.-Carlin far ahead in perform- 
ance. With either distillate or catalytic fuels, opera- 
tion is quiet, clean, and exceptionally low-cost. 
Generous use of heat- and corrosion-resistant alloys 
guards against deterioration and speeds cleaning. 


Ask to have your name added to our mailing 


Figures’, a quarterly publication with helpful engin 


PEDESTAL OR FLANGE MOUNTED MODELS 





MID-WEST REPRESENTATION 


list of oil 


b 


ELECTRONIC CONTROLS, FACTORY MOUNTED 


purner 


New-type “Wide-arc” electrodes and counterbored 
porcelain insulators assure positive starting even dur- 
ing reduced voltage periods. 


ENGINEERED TO SERVICE RIGHT — Best-quality materi- 


als and components, machined and assembled by vet- 
eran oil burner men, keep calls for repairs and service 
few and far between. When cleaning and adjustments 
are needed, they are made with a minimum of time 
and effort. For instance, the entire combustion head 
and electrode assembly can be removed or replaced 
in less than two minutes. And remember when knotty 
service problems arise a U.S.-Carlin field engineer is 
always available for fast help. 


Get the complete story on U.S.-Carlin ... the oil 
burners that are engineered right — and priced right 
— for profitable selling. Contact your wholesaler or 
write us today. 
contrac $s who receive acts ° 


tors and dealer 


eering data to make your job easier and earn you more profit 


CAPACITIES UP TO 20.00 6.P.H. 





BE 


OUTSELLS 


CAUSE 


IT EXCELS 


THE CARLIN COMPANY . veiirnen erica: aun. 


COMPLETE BURNER stocks AT CHICAGO 


U.S.- Carlin burners are listed by Underwriters’ Laboratories, Inc. and approved under U.S. Government Commercial Standard CS75-56 where applicable. 


dloil 
oilheagy 
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faster delivery, less maintenance, greater safety 
when you equip your delivery trucks with 


ardmore By.) Vt) ee ei 
in any capacity for product delivery 


@ It’s a proved fact that an 
Ardmore Hydraulic Drive Sys- 
tem for product pump and hose 
reel drive lowers your operating 
costs and increases your profits 
For any product pump, delivered 
gallonage per minute is greater, 
more deliveries are made per 
day. There is less wear on truck 
engine and transmission since the 
Ardmore system operates under 
relatively low pressure... and at 
zero pressure by-pass when not 
under load. The Ardmore system 
itself is virtually maintenance free 
because it is inherently self-lubri 
cating. Combined with hydraulic 
hose reel drive you obtain overall 
maximum safety in product han 
dling. Installation is far easier 
than with mechanical drives since 
connections are made with flex- 
ible hydraulic hose. Systems are 
also easily transferred from old 
to new chassis. 

ARDMORE IS A PATENTED SYSTEM 
The Ardmore design is exclusive 
under U.S. Patent No. 2,816,767 
Only Ardmore can give you 
Ardmore performance features 
For Ardmore exclusive advan 
tages, be sure you have a com 
plete Ardmore Hydraulic Drive 
System. 


engineered 
for dependable quality 
superior performance 


4. ARDMORE 
HYDRAULIC 
HOSE REEL 


on Ptx 


— 


3 ARDMORE 
CONTROL 
2. ARDMORE VALVE 
HYDRAULIC HYDRAULI 
MOTOR FOR i MOTOR FOR 
PRODUCT : SYSTEM DRIVE 
PUMP DRIVE 


1. ARDMORE 


GUARANTEED FOR PERFORMANCE! 
Ardmore Hydraulic Drive Systems are 
100% guaranteed for performance as 
specified . . . PROVIDING the system 
contains all Ardmore components. There’s 
an Ardmore system for every delivery 
need for fuel oil, diesel fuel, aviation 
gasoline and related liquids. Your 
inquiry is cordially invited. 


ARDMORE PRODUCTS 
1831 Shermer Road ¢ Northbrook, Illinois 
Telephone: CRestwood 2-5000 


but they are not a panacea. We must 
be able to back up our claims and per 
form in the manner that the customer 
deserves and has a right to expect. We 
must stop selling fueloil and start sell 
ing customers.” 

“As we put ourselves in the cus 
tomer’s shoes we then realize that what 
he wants from us is heating comfort, 
not fueloil. He wants a high-quality, 
trouble-free oil, of course, but beyond 
that he wants reliable, automatic de 
liveries; efhcient burner maintenance, 
reasonably-priced; and then a plan for 
spreading his payments in equal quan 
tities over the season. Saying it an 
other way, Mr. Customer wants his 
oil supplier to take the undivided re 
sponsibility for his heating comfort.” 


Reduce Costs 


Emphasizing that the oilheating in 
dustry is only as strong as its weakest 
distributor, Marshman said that “fuel 
oil men should be investigating every 
possibility to reduce our costs of doing 
business. We must adopt modern 
rder that we 
may lower this cost, the costliest of our 


methods of delivery in 


operation. This means not only tight 
fill systems and whistling devices, but. 
in addition, the proper truck size 
proper equipment on the truck and 
high gallonage output per truck 
“And modern methods should be 
New tech 


niques 1n weather watching contre ls 


applied in our offices, toc 


and machine billing and accounting 
these should be the order of the day 
with even the smallest distributors.” 
About the future, Marshman de 
clared: ““We can each decide for our 
selves. If we cooperate in industry ef 
forts to promote oilheating at large: if 
we analyze the deficiencies in our op 
erations and up-grade our perform 
ance; if we see to it that we are pr 
viding our customers with the com 
plete package of heating comfort; if 
we adopt modern methods and tech 
niques of delivery, storage and han 
dling and office procedures, thereby 
lowering our costs of doing business 
and then if we apply some good, old 
fashioned salesmanship in selling burn 
ers and creating new fueloil customers 
then I say that the road ahead will 
be an interesting and successful one 


for us all.” 
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YOU CAN'T KEEP A FUEL CUSTOMER UNDER WRAPS! 


With a Burroughs Sensimatic account- degree-day accounting—economical provides a short cut to increased 
ing machine at work on your degree- delivery routes, maximum fuel per dealer profits. 

day accounting, you know your stop, far fewer emergency calls. 

customers are going to get fuel before Because along with accuracy and Our representative can show you how 
they run out—that they’ll stay warm simplicity of operation, it brings the Sensimatic accounting can streamline 
and 


ta 


/ your customers! all-important savings of speed. It cuts your operation, regardless of its size. 

work load and costly man-hours. It Call our nearby branch office or write 
The Sensimatic is your most efficient gets statements out fast, helps make to Burroughs Division, Burroughs 
way of cashing in on the benefits of revenue come in sooner. Above all, it Corporation, Detroit 32, Michigan. 


HOW TO REDUCE COSTS IN 18 MINUTES! ASK TO SEE OUR FILM “BREAK-THROUGH FOR PROFIT” 


== a. 





Burroughs 


Burroughs 
Corporation 


“NEW DIMENSIONS 


in electronics and data proces t ystems’ 


Burroughs and Sensimatic—T M's 











MODERNIZE YOUR 


OLD INSTALLATIONS 


with the 


SCULLY VENTALARM® 


Whistling 
Tank Fill 
Signal 

Type LC 


“FILL ONLY WHILE 
THE WHISTLE BLOW 


Quick compression fitting with 
bayonette lock eliminates pipe 
threading, permits installation 
in 10 minutes or less. VENT 
ALARM Signal Type LC fit- 


tings available for all size vents 


VENTALARM Signals on both 
old and new tanks are saving 
thousands of dollars every year 
for individual companies and 
millions of dollars for the 


industry. 


Write for VENTALARM Si 


specifications and price 


The VENTALARM Signal on) 


ts made only bj 


¢ * SCULLY 
> SIGNAL 


COMPANY 


176 GREEN STREET 
MELROSE 76, MASSACHUSETTS 


IN CANADA: E. S. Gallagher Sa 


10 Hafis Rd., Toront 


The term “VENTALARM” is a registered t 
and is applicable solely to liquid level indic 
manufactured by the Scully Signal ¢ 


26 


ESPA annual Meeting elects Officers: 
hears Talks on Promotion and Imports 


Otis H. Ellis, general counsel, Na 
1 the annual meeting tional Oil Jobbers Council, also spoke 
te Petroleum Ass at this luncheon on the general topic 
Hotel Astor, N “ork. of “The Washington Legislative 
Scene.” The following day Russell B 


Brown, general counsel, Independent 


LY SESSIONS and topical speakers 


Petroleum Association of America, 
discussed “Percentage Depletion.” 

W. D. Nelson, Gulf Oil Corp., als 

spoke at the April luncheon, dis 

cussing some of the plans and pr 

pbel Bruc grams that will be undertaken to ob 
mett Corp.; William serve the petroleum industry's cen 
n OU C tennial celebration. H lescribed in 
me detail the variety of material and 
suggestions available from the Public 

Affairs Committee, American Pett 
leum Institute, 30 West 70th St., New 
York 20, N. Y 


Naden speaks at Banquet 

At the banquet on April 7 the prin 
speaker was William Nader 
C 


president, Esso Standard Oil O. 
He observed that Government 1 
greater threat tl 
en: new, mandat 
imports he described as a first sti 
ould lead to further F 
tions. If higher prices sh 
the controls on imports 
next proposal likely will 
ment price contre ls 
Specifically on heating 
remarked, “This is an ar 
ompetition. Natural gas is 
ompetitor. However, tl 
son to retreat in pant 


s not invincible. What « 


mphasiz 


long already.” 

laden continued by 

s for the effectiven 
Fueloil Council’s progran 
ing oilheating. And, h 


nee 1n th resear hy 


API t impr 


Irman 


Council.” 
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WATTS 
No. 174A 





























ENGINEERING DESIGN 


The most advanced design in A.S.M.E. rated pressure 
relief protection for hot water boilers is the new Double- 
Safe design of Watts Valves. 

These are water pressure relief valves with an emer- 
gency steam rated pressure safety relief feature. They 
will discharge excessive water pressure created by thermal 
expansion and also excessive steam pressure in the event 
of emergency temperature conditions. 


Be on the safe side with 


; Ratings, and Application In- 
formation on Watts A.S.M.E. 
Rated Valves, see your whole- 
saler or send for Bulletin 
F-ASME. 


Protection and Control Specialties 








Double-Safe Design N 
chanical guides—not diaphragm 
/ operated. 


Water Seal — Provides precise 
alignment of seal to disc and 
eliminates need of hazardous 
mechanical guides which can 
stick or freeze a valve shut from 
lime or corrosion. Seal also pro 
tects spring working parts from 
water or steam during relief 


Stickage-free Disc-to-Metal Seat 
ing heat resisting, stickage 
proof silicone disc material 


Pop Action Operation—A!! Watts 
A.S.M.E. rated relief valves op 
erate by pressure exerted di 
rectly against the disc to pop 
the valve wide open for steam 
relief. The full rate of discharge 
s immediately reached at the 
set Opening pressure and does 
not depend on further pressure 
accumulation as in some other 
designs 


+A AS 


ee cate 





N ASME PRESSURE SA 


FETY RELIEF VALVES ! 


FULL SELECTION OF SIZES 


Watts offers the most complete line of boiler safety relief 
valves with the 174A Series and 74A-740 (expanded 
outlet) Series. Designed to meet the smallest or largest 
requirements for pressure protection from one line of 
valves, Watts A.S.M.E. Rated Relief Valves furnish com- 
plete protection for the great majority of hot water 
heating and supply boilers with a single valve. 

Watts Regulator Company + Lawrence, Massachusetts 


For complete Specifications, 



































...no wonder I’m sold on my EXCLUSIVE 





SUNHEAT FRANCHISE 


“Put yourself in my picture: a vacation 
in Florida, money in the bank. Then 
you'll find it easy to understand why 
I’m so happy about the deal I’ve got. 


“T really have it made as a SUNHEAT 
distributor. First, I have an exclusive 
heating-oil franchise. Don’t have to bump 
heads with any other SUNHEAT dis- 
tributor. Don’t have to nosedive profits 
to build volume. Your territory’s all 
yours... to beef up and profit from. No 
tricks. No minimum gallonage. The 
Sunoco people help you protect your 
profit margin. 


“You have a real edge on your competi- 


LEARN how Sun gets new franchises off to 
a fast start. Write today for information. 
Or visit our booth at the Boston Statler 
Hilton, during the Eastern Exposition of 
Oil Heat and Air Conditioning, June 2-5. 


FUEL OIL 


tors, because SUNHEAT is a great 
seller. It’s a blended heating oil 
specially made for home heating. Must 
be good! 


“Another thing to think about is this: 
Sunoco is always selling for you. They’re 
spending millions of dollars right now in 
advertising . . . to keep the name Sunoco 
on people’s minds. Makes it easier to 
sell SUNHEAT. 

“Why, Sunoco even supplies me with 
my own individual advertising program. 
Pays half the cost of running it, too. 
“You can’t beat a set-up like this, 


“T know.”’ 


DEPARTMENT 


SUN OIL COMPANY 


Philadelphia 3, Pa. 


* 4 
MADE BY THE ORIGINATORS OF CUSTOM-BLENDED BLUE SUNOCO GASOLINES + i 
| | 
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ARE YOU 
GETTING 


PUSH-BUTTON 


SAVINGS? 


SEE HOW THE 
ELECTROFILE 


Automatic 
DEGREE-DAY SYSTEM 


Saves Time... 
Cuts Costs... 
Ups Profits... 


FOR FUEL OIL 
DISTRIBUTORS! 


One demonstration will show you how 
this revolutionary ELECTROFILE degree 
day system puts the magic and speed of 
electricity at your finger-tips to save you 
time, work and money. Nominal in first 
cost, this comprehensive system quickly 
pays for itself through savings on deliv- 
eries, office procedure and in every phase 
of its operation—as proved in more than 
160 degree-day installations. 


Contact our nearest office for details 
and personal demonstration! 


ELECTROFILE Division 
— 


b Systeme JOHNSON FARE BOX COMPANY 
A BOWSER Subsidiary 


4643 N. Ravenswood Ave., Chicago 40, III. 
Phone: LOngbeach 1-0217 


DISTRICT FIELD OFFICES 


NEW YORK 17: 420 Lexington Ave 

DALLAS 19: 1706 Hinton St 

CLEVELAND 11: 4209 W. 150th St 

SAN FRANCISCO 3: 468 Ninth St 

BOSTON: 25 Southwest Park, Westwood 
(Boston Suburb) 


Sales and Service Offices in Other Cities Listed 
Under BOWSER, Inc. 


See the Electrofile Exhibit Booth #139 
New England OHI Show 
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IOMA annual 
Blickensderfer 


(* PRIL 14 the Independent Oil 
Men’s Association of New Eng 
lat nvened at the Statler Hilton 

Boston, for the 35th annual con 


gram started with a lunch 
ich Wilfred H. Hall, execu 
retary, presented citations to 


r, William O'Meara and 


Gardn 


im Institute 
March 1959 


1 
unell 

Apt Fuel Oil Committee is 
virile and effective indus 


Apts Division of Mar 


f the indus 
sponsibility for en 
supporting united 
marketing level: 
Encourage good business prac 
eliminate duplications; 


Widen local participation base; 


Convention 
and fueloil Forums 


features 


c, Study and improve customer serv 
ices; 

5. Research is called for with proper 
direction and funds so that oilheating 
may be fully competitive as to equip 
ment applications, including aircondi 
tioning 

Following the luncheon two forums 
were held, one, conducted by Otis 
Ellis, general counsel, National Oil 
Jobbers Council covered problems en 
gasoline jobbers. Thi 
ther dealt with fueloil operations 

Arthur DeBlois, Jr., DeBlois Oil 
Co.. Pawtucket. R. L., covered the first 


ountered by 


fueloil subject, “How incentive Plans 


can increase delivery Efficiency 


Incentives and Efficiency 


results of his com 


He desc ribed th 
pany’s program, under which during 
the past winter the firm delivered in 


il with thr 


30% more fuel 


>xcess Of 
less men and three less trucks than th 
year before 

He contributed rmatio 
his company and its fueloil de 
livery records before ntive plan 
was introduced: It’s 
gasoline & TBA busi 
No. 2 oil business t 

gree-day deliveries 

1 275 tank is 

5.000 retail No. 2 


approximately an 
from the plant, encom] 
metropolitan Rhode Island 
Fueloil drivers work 50!) 
week. with a guaranteed base p 
ranging from $80 to $85, plus over 
time and bonuses. Standardized on 3, 
fuel delivery 


100 gal units, 


close to 600 gals. per hi 
during the winter months of 
ber, January, February and March; the 
balance of the year this dropped t 
460 gals. Pump speeds averaged 5 
gpm 

A year ago DeBlois did a six-month 
study of his delivery set-up and con 
cluded that it compared favorably with 
other well run organizations of com 


parable size. But, noting that labor 
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costs alone amounted to more than 
40 points per gal., DeBlois felt it was 
necessary to improve; he was striving 
to improve driver efhciency without 
increasing delivery costs, 

He believed that straight guarantees 
would not work and substituted an 
incentive plan combining all the ad- 

es of the guaranteed 50/7 hour 

-ekly pay and enabling the driver to 

id by the hour or by gallons de- 


ichever was higher in any 


card still is made out for 
plus an additional record 
lates daily gallonage de- 
are computed on this 

n this basis: 17 points 

n of gasoline delivered, 
ich gallon of No. 5 de 
ints for each gallon of 
sel or No. 2 oil, $5 per 

; to bulk plant. In addi 
vut for night or Sun 

ceive $5 for Sunday 


for week-days plus the 


Selling the Plan 


stressed the extreme im 
lling this plan to the 
r a complete explanation, 
vith the driver’s wages 

h ways for a given week 
out the same, some were 
ge basis, but it 
without question that 


ut out enough gallonage 


rter peri ds, if they 


s DeBlois explained 
d output in gallons of 
third last winter with 
rucks and men. Actual sav 
were nil, he admitted, 
re compensating savings 
rating costs: in effect, De 
were taking a payroll 
s and dividing the same 
ng 12 drivers. But, their 
were pretty well pegged 
instead of 40 

nd portion of the fueloil 
s devoted to salesmen’s com 
beginning with Charles H 
Buckley & Scott, who dis 

issed his company’s program 
Buckley & Scott formerly paid sales 


weekly salary, plus 6% 


KEEPS A TIGHT GRIP ON THE 


PROFIT END 


OF YOUR 


SAVES MONEY! 


More profit for Fuel Oil Dealers with the 
I 

new Johnson Fil-Quik System! Locks 
tight! Fills Quick! Saves dollars! 


Takes a big cut out of overhead by reduc- 
ing labor and trucking costs, by economiz- 
ing on equipment, by saving hours of time 


every day. 


Made by the manufacturers of interna- 
tionally famous Johnson Fuel Demand 
Meters, FIL-QUIK is the new, dependable, 
simple, safe and profitable way to fill fuel 


oil tanks QUICKER! 


Mail coupon below for free booklet “The 


Fil-Quik way to more profits in Fuel Oil”. 


olunon 


FIL-QUIK SYSTEMS 


DIVISION OF OAKLEY and OLDFIELD 
Home Heating Specialists for over 50 Years 


329 S. Pitcher St., Kalamazoo, Michigan 


MAIL THIS COUPON TODAY 


FOR FREE BOOKLET “THE FIL-QUIK 
WAY TO MORE PROFITS IN FUEL OIL” 


HOSE! 


SAVES TIME! SAVES OVERHEAD! 


“THE FIL-QUIK WAY 
TO MORE PROFITS 
IN FUEL OIL" 


SEND FOR 
FREE 
BOOKLET 
TODAY! 


JOHNSON FIL-QUIK DIVISION 
DEPT. H-5 

329 S. PITCHER ST. 
KALAMAZOO, MICH. 


Gentlemen: 

Please send copy of “THE FiL- 
QUIK WAY to More Profits in Fuel 
Oil" to: 

COMPANY 
STREET ADDRESS 


CITY AND STATE 


ATTENTION OF 








this 
one 
IS all 


you 
need... 


DEL A TYPE “W” NOZZLE 


elavan’s type “W” is the industry's only all purpose nozzle. It’s all 
Del ty] W tl lust | pur] 


youll need on small burner jobs—may be used in any burner (from 
1.35 GPH) regardless of air pattern. This means you 


50 GPH thru 

can eliminate the practice of trying two o1 three nozzle patterns 
to get a good fire. This one quality nozzle insures good performance 
Only Delavan uses a brass body with stainless steel metering parts 
Brass conducts heat away from the nozzle faster during burner or 
eration. This helps reduce build up of varnishes that clogs the nozzle, 
distorts the spray. Stainless steel in the orifice and distributor pro 
vides durability in those parts where wear might be a factor 


Simplify vour nozzle replacement problems install the industry’s 
only all purpose nozzle — the Delavan Type “W”. Try an assort 
ment today. 


From the world’s largest nozzle manufacturer 


aioe, Aa 


Canadian Representative: Ontor Limited 
12 Leswyn Road, P. O. Box 608, Station 
Toronto i0, Ontario, Canada 


fe DES MOINES, IOWA 


Mane acl wung G, amppany. 


May 


commission on equipment sales, $6 for 
an oil account and $12 for an oil and 
service contract. He outlined reasons 
why the company decided on a pro 
gram to increase the net number of 
new oil accounts added each year and 
to sign new customers who would stay 
with the company longer. An analysis 
of lost accounts pointed to the desir 
ability of a “Plan Customer” program 

In the company’s opinion their Plan 
Customer is a homeowner who buys 
oil from Buckley & Scott, who has a 
service contract and who pays by the 
A Non-plan Customer, of 


course, would be one who would not 


month 


qualify on all three points 
A new schedule of commissions « 
established 
Plan 
Customer 
$40 
45 
5( 

Success of the plan was indicated 
from figures Downey quoted which 
showed that in 1956 a total of 32% 
ft new accounts signed oil and servic 
contracts; this percentage dropped 


28% in 1957, but increased to 43% 


in 1958 

Another objective of Buckley & 
Scott’s planning was to increase equip 
ment sales or at least to maintain them 
Results were gratifying, Downey d 
clared, in spite of the recession-hin 
dered selling last year. The salesmen 
get 15% sales commission on the sell 
ing price on anything they sell in th 
equipment line from the price sheet 

A companion program encourages 
employees to turn in leads. These are 
good for 90 days and employee 
gets a 2% commission on equipment 
sales and $5 for an oil account. Both 
ire deducted from the salesmen’s com 
mission 

Final speaker on the program was 
J. Harold Davies, Pickering Co., whi 
outlined his company’s compensation 
plans for three types of salesmen 

The first is the salesman who han 
dles both oilheating equipment and 
fueloil. Davies explained that they de 
termine in advance what percentage 
of income will be set aside for sales 
commissions. Then it is determined 
what each man can be expected to con 
tribute in the way of sales. Next, still 


in advance, gross profit is computed on 
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NOW! 
PRICES 


You Can 


QUOTE 


WITH 


CONFIDENCE! 








2, 3 or 5 H.P. Air Cooled Condensing 
Unit has top ratings for outstanding 
performance. Underwriters’ Listed for 
outdoor installation, with construction 
of 16-gauge zine Coated Steel. Upward 
Air Discharge, which can be converted 
to horizontal discharge with Accessory 
Plenum-Grille, where desirable. 


AIR COOLED UNITS 


Plenum Type Evaporator Coil has unique round or oval 
design that affords increased cooling area in reduced space, 
with more efficient drainage. Compact size provides easier 
installation above furnace. Sizes, matched to 2, 3 or 5 H.P. 
Condensing Unit, provide exceptional performance. 

Inexpensive Accessory Plenum provides slide-in installa- 
tion, or fo* future addition of the coil. 


Counterflow Evaporator Coil, which 
has ingenious moisture collectors for 
effective condensate removal, is easily 
installed under counterflow furnace . . . 
peak performance with 2 or 3 H. P. 
Condensing Unit. 

Accessory Enameled Casing provides 
slide-in installation, or for future addi- 
tion of the coil. 


Evaporator Coil for 
Combination Year 
"Round Unit fits in- 
to space provided 
within furnace cas- 
ing. Sizes for 2,3 or 
5 H. P. Condensing 


Unit are available. densing Unit. 





Duct Type Evaporator 
Coil is a compact unit 
that is housed in its own 
insulated, enameled cas- 
ing having flanged Duct 
Connections. Sizes are 
available for 2, 3 or 5 H.P. 
Condensing Unit. 


Blower-Coil Unit com- 
bines Blower and Evapo- 


rator into a compact, adaptable Air Handling 
Unit. Sizes are available for 3 or 5 H. P. Con- 


Accessory Plenum-Grilles are available for 
either intake or discharge of air directly to room. 


ONCRIEF 


ADVANCED AIR CONDITIONING 


WATER “y | 








COOLED | 
UNITS 





~~ 
3 or 5 Ton Water Cooled 
Add-On Unit provides 
high capacity cooling 


The Year "Round Air Con- 
ditioning Unit is an unex- 








celled combination of 2, 


3 or 5 Tons of Cooling 
with Gas or Oil Heating 
in a single, compact unit. 
The Water Cooled Circuit 
slides completely within 
the furnace casing. When 
Air Cooled, only the Evap- 
orator Coil is installed. 


when installed in combi- 
nation with Furnace, or 
as separate Summer Air 
Conditioner. 

An Accessory Plenum- 
Grille for air discharge 
directly into the room is 
now available for the 3 
Ton Unit. 





For a rewarding 
experience, see 
your Moncrief 
Wholesaler for 
new prices 

and catalogs. 
You'll learn that 
premium cooling 
does not cost 
too much — if 
it is Moncrief! 


PREMIUM Year ‘Round Air Conditioning is MONCRIEF HEATING .. . plus MONCRIEF COOLING! 


4 
| | } } Gas Fired and 
r = Oil Fired Winter 
| Air Conditioners 
... Plenum Type 
| Evaporator Coil 


Fired Basement 


i 


Gas or Oil 


Type Winter 
Air Condi- 
tioners ... 

Plenum Type 
Evaporator 


Coil ae 


Gas Fired and |) “ 
Oil Fired = 
Counterflow 
Units... 
Counterflow 
Evaporator 


= fan AAT 


Gas Fired and Oil Fired 
Horizontal Furnaces 
... Duct Type 
Evaporator Coil 


i Heaters 
5 Sizes 


Gas Conversion 
Burners 


THE HENRY FURNACE COMPANY «¢ Medina, Ohio 


HEATING AND AIR CONDITIONING UNITS 


ap 


/MONCRIEF| 


FITTINGS 





4 the dollar volume that each man will 
do. Finally, he gets a salary based on 
these computations plus a commission 


on the basis of 15% of gross profit. 


Davies pointed out that to work this 

ay y 9 plan the dealer must estimate the man’s 
-< ability and then provide him th« 

means and facilities to achieve the goal 


set for him. 

Davies observed that his company 
expects each salesman to average 75 
pieces of equipment sold a year. Based 
on the more than $50,000 that this 
totals in gross sales, including about 
$15,000 profit, the man is paid 50% 
of the gross profit in salary and com 


_ 


mission. This totals $7,500 and repre 
sents 15% of the gross sales, In addi 
tion to the $1,500 average that tl 
salesmen realize in fueloil commission, 
Pickering’s men average about $9,00( 
The second type of salesman em 
MOLDED AND ployed by the Pickering Co. sells fuel 
BRAIDED oil only. Again Davies described a plat 
which involved determining in ad 
vance how much the company is pré 
pared to pay in fueloil commissions 
BROWN “SYNPLASTIC’’® COVER and from it determine the salesman’s 
potential income. Then pay him a per 
centage of that as salary and pay th 


remainder in commission as he brings 


“LONG-LIFE” FUEL OIL HOSE is built to assure quicker, lower-cost de- 
liveries and additional savings through longer service before replacement. 
Complements new tight-fill systems. The new Man 
Light weight and extremely flexible— easier to carry outand re-reel—more 
stops per truck per day—more oil delivered—less work for the driver. 
Tough, wear-and-weather-resistant “Synplastic’® cover. Sizes 1", 1%", 
13%", 1%", in maximum lengths of 175 feet. 


in the fueloil business 


The third salesman is the new man 
who, Davies pointed out, simply has 
to be subsidized and paid a larg 
amount originally for the business hi 
brings in. Davies’ plan is to determin 
Mail Coupon for Complete Information the least amount that you want to of 
fer a new salesman; assume this to h« 


Goodall Rubber Company Date $5,000. Then determine the least num 
Whitehead Rd., Trenton 4, N. J. 


(_] Send Catalog and Prices of “LONG-LIFE” Fuel Oil Hose. 


_] Have Representative call from nearest Branch. 








ber of oil accounts that would induce 
you to keep the man on permanently 


Davies considers 100 accounts as 
Company 





minimum. On the basis of the $5 ,00' 
Address. 








salary, this works out at $50 an a 
City. 














count. This is a lot of money, Davies 





admitted, but when you consider each 


"tHE j ‘ fueloil account in the light of a mini 


it’s GOODALL, it MUST be Good!” 


mum of ten years association, the pix 

ture brightens considerably. 

Standard of Quality—Since 1870 HOSE + BELTING - FOOTWEAR + CLOTHING In time, the new man accumulates 
AND OTHER INDUSTRIAL RUBBER PRODUCTS a backlog of business—he works on a 


¢ OODA L ‘: Diehl GC small commission on renewals, say | 
DELL CHVYIONWY points—-and eventually he has enoug! 
GENERAL OFFICES, MILLS and EXPORT DIVISION, TRENTON, N. J. Of a backlog to transfer to regular 


BRANCHES AND DISTRIBUTORS THROUGHOUT THE UNITED STATES. salesman’s commission and still earn 
IN CANADA: GOODALL RUBBER CO. OF CANADA LTD., TORONTO. 


dec ent wage. 
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When you join the Metropolitan family, all of its facili- 
ties become a part of your service organization. In the 
New York Metropolitan area alone, there are 17 mod- 
ern terminal plants, conveniently located to help you 
serve your customers promptly and economically. 


Met-Pet assures you of dependable supply and 
unvarying quality. A phone call will bring a represen- 
tative to see you. 





“A MAJOR INDEPENDENT" Wholesale Only 


METROPOBITAN PETROLEUM 


CORPORATION 
PITTSTON Executive Office: 514 Kinderkamack Road, Oradell, N. J. 


MUrray Hill 2-O667 
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TO START INSTALLING 
SPEED-KLEEN FITTINGS 


Your driver now has that extra 
minute you probably thought he 
couldn't spare during the peak 
cold weather. In many instances, 
all he needs to do is replace an 
ordinary fill pipe cap with a 
Speed-Kleen fitting. And there- 
after, every delivery will be made 
easier, cleaner, faster, with deliv- 
ery costs reduced as much as 
$5.00 per customer per yeat 


Deliver more oil with less work 
—make more profit on every 
gallon, by using Speed-Kleen 
nozzle tube and fill pipe fittings. 


rs 


_— 


Don't continue 
losing profits, write 
or phone C.G. 
Eyster at 


TIME SAVING FRLLS, V0. 
Phone York 6119 
140 W. Market St., York, Pa. 





Letters to the Editor 








ROPER HYDRAULICS, IN‘ 
R ck ford, Ill 


f the statements made in 
entitled “What's the Right 
the March issue 

is taken 


69 under the heading 
Cost Information,” 

ment is mad 
ist expensive improvement 
made to pumping equip 
istactory, 
ae ye 


in only 


r inmstances 


ent pumps are 


the 

F the 

it has become 
ise Capacities 
r even 10 
ilve spring 


idjustment 


tates that in 
ment of pumps 
mplish im 
pm range 

say that 
tances. In 

m 


the 


tf centrif 

i\ tilable Op 

sures which are permitted 
erate in excess of 100 lbs.., 


illy is the limit for positive 


ement types.” 


ive displacement pumps can be. 
| I 


pe rated where the occasion 
necessary, at discharge pres 


everal hundred pounds per 


inch. A centrifugal pump op 


it the same discharge pressures 


juire several stages, becom 


ing excessive in both weight and size, 
for truck application 

Please understand that these re 
marks are not intended as in any way 
condemning centrifugal pumps. Per 
sonal experiences in the pump indus 
try have extended back over 30 years, 
and in that time, many times, cen 
trifugal pumps have been recom 
mended on applications where the 
user has suggested a positive displace 
ment unit. This is just to correct some 
misstatements that have been made 
about positive displacement pumps 

Under the heading “Positive Dis 
placement Pumps,” a further state 
ment is made: 

“Generally speaking, the use of 
positive displacement pumps will per 
mit Outputs approximately 80 to 90 
gpm, particularly when used with 
14” hose.” 

This is misleading. The normal ca- 
pacity for a 134%” hose is 80 to 90 gpm, 
but positive displacement pumps can 
be used for discharging double that 
mount, if necessary, at higher dis 
charge pressures 

ROBERT L, MOOG 
District Manager 


JOHN M. RIANHARD 


Staten Island 9, N. Y 


I have read with interest your ar 
ticle in March issue on oil soaked fur 
naces and should like to make this com 
ment 

I have observed that when a stack 
switch refuses to go off “‘on safety,” it 
usually is caused by the safety switch 
heater being bypassed. It is true that 
sometimes sticking relays are to blame, 
but this trouble often is called to the 
serviceman’s attention by the customer 
due to overheating 

Your advice to check primary con 
trols at least once a year is well taken 
It seems to me that Underwriters’ 
Laboratories put too much faith in 
friction clutch mechanism, They 
should insist that no stack switch could 
ever start a burner unless the safety 
switch heater is operative 


JOHN M. RIANHARD 
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7X E:KX.’s sensational a 
44 4 
5 Ta 


GUARANTEES more Sales and more a ws 





HERE IS THE FASTEST GUN ma at 


TO GET PROSPECTS INTO YOUR STORE 


AN EXPLOSIVE 
NEWSPAPER SIZE 
4-COLOR, 4-PAGE BROADSIDE... 


Beat competition to the draw— 
with broadsides guaranteed to produce sales. 
Factory handles all addressing and mailing! 
A powerful sales 
program to “kill’’ your 
competition! 


SILENT 
WATCHMAN 


_—— 


EX ETI. -QUA KE 


NASHVILLE, TENNESSEE 


Phone or wire nearest distributor NOW and start ‘‘burying'’ your competition with HEIL's ‘Sure Fire'’ FABULOUS FIVE! 
DISTRIBUTOR LIST 


CONNECTICUT MORLEY BROTHERS 
AER EL SERVICE OWA HEATING SALES 25 North Washington St 
7 West 6th Street 


DOWELL FURN 
7 North 7th St 


ac 
wll 
T 


ENNESSEE 


Saginow 
. y Waterloo MISSOURI 
FLORIDA KENTUCKY ST. LOUIS PLUMBING & 
" R ATE MASTER SUPPLY COMPANY HEATING COMPANY 
x 474A 1701 Chouteau Avenue Nashville 
VIRGINIA 
JEFFERSON CITY , M r 
STORAGE COMPANY 
41) B 
Jefferson 


GEORGIA ia tase Sees LDING SUPPLIES 
RAY RIE Fitchbur 900 West Broadway 
P.O. Box 148) 


Missoula é y Grove Aver 330 South 
ILLINOIS oston NEW JERSEY Cincinnati 2 Wenatchee 
x R E RNACE SIDE RARITAN VALLEY TACOMA HEATING §$ 
SUPPLY COMPANY RAP Ss ATING SALES “4 South To 
Route 22 at M Tacoma 
Somerville Southeast t PUGET SOUND HEATING §$ 
NEW YORK lin Bive 3809 Br 
BOBART SHEET METAL Milwaukee 22 Everett 
SUPPLY COMPAN PENNSYLVANIA WISCONSIN 
96 South Gedd treet Cc. H. MILLER HARDWARE ACE SKFIGAS SERVICE 
Syracuse COMPANY INC Division of Nelson Ace 
HUNT NG SUPPLY CORP 204 Washington Street Hardware 
tory Street Hunt ngdon Fagle River 
Watertown W. B. BUILDING SUPPLIES AUE® STEEL & FURNACE SUPPLY < 
HUNTING SUPPLY CORP, 100 South Abington Rood 3258 W. Fond du Loc Ave 
South Racket Road Clarks Green Milwoukee 10 
Massena 


adway 


ee ? 
INDIANA 




















@ A size to meet every home 

requirement. Uses pressure burn- 
er, number 2 oil and sells at pop- 
ular prices. Has every feature for 
volume sales. 
Also made in large commercial 
sizes for schools, hotels, hospitals 
and public buildings. Approved 
for 180 degree outlet water. 


Details on request. 


Bock 
COD 0?2UMLOT¢ 


110 S$. DICKINSON ST., MADISON 4, WIS. 


Api schedules Marketing 
Meeting at Des Moines 


THE MID-YEAR MEETING of the Divi 

Marketing, American Petro- 

Institute, takes place May 27 t 

t the Savery and Kirkwood Hotels, 
Des Moines, Ia 

nnouncing the preliminary pre 

J. Guzzo, Gulf Oil and Ap! 

Marketing, ex 


hat program emphasis this 


SOT t 


nt tor 


will be on the problems of 
lealers, the front-line sales 
il industry in its direct 

t with the consuming program.” 
yn the program is a session 

Oil Committee, which will 


ethening oil 


Big Burner Shipments 


register Decline in February 
SHIPMENTS of commercial-industrial 
rs, as reported by Oil-Heat In 

f America, New York 20, 
line ( % in Feb 
ittained dur 

r. Ship 


ot 


February 


burne rs 


f 1959 
il-industrial 
decline 


ommer 


burners 


I J last 


Construction Contracts 
set another “record high” 
CONSTRUCTION Con 


United reported by 


Dodge Corp., New York 18, 


CONTRACTS 1n 
tinental States. 


F. W 


May 


N. Y., totalled $2.3 billion in Feb 
ruary, a new record for the month and 
18% above February 1958 

The strongest element in February 
was housing; the number of new 
dwelling units covered by contracts 
totalled 85,206, an increase of 44% 
over last February, with units in singl 
family houses, two-family houses and 
apartments all up by about the same 
percentage. This is the first time in 
several years that single family homes 
have been as stro mg as the other tw: 
categories. Residential building con 
tracts in February totalled $1.1 billion, 
up 48% over last year 

Also, another significant develoy 
ment cited was the increase by 37% 
in industrial building contracts, thé 
first such increase since the recession 

Total construction contracts for th 
first two months in 1959 amounted t 
$4.6 billion, an increase of 15%; for 
the same period total residential build 
ing rose 1% 1.5 billion 
James L. Breese dies: 
Pioneer and Inventor 


JAMES L. BREESE, Santa Fe, N. M.., 


died of a heart attack on April 2 at 
the age of 72. “Jim” Breese was 
pioneer in the oilheating industry, di 
veloping and inventing a number of 
burner improvements, particularly ir 
the vaporizing burner field. He mov 
some years ago to his laboratory 
Santa Fe and continued development 
work 

Breese was a co-pilot on the Curtis 
NC4 in its flight from Newfoundland 
to Lisbon in 1919 and during World 
War II he was state mm 
the Civil Air Patrol 


He developed and supplied to th 


inder f 


Army thousands of oilburning units 
to be used in tent heaters and immer 
sion water heaters, plus a device for 


civilian use to convert mventional 


pot type burners to forced draft « P 
eration 


\/ 
“9° 


J. M. Hamer, assistant 


ager for operations and 


general man 
idministra 
tion, Standard Oil Co.. Indiana, died 
suddenly April 10 while attending 
conference in the company’s Chicag: 


headquarters, aged 59 


1959 





DYNAMIC STYLING... 
PROVED OPERATING MECHANISM... 


ATA LOW, LOW PRICE 


STOM line 150 


65 


by WHITE -RODGERS 


Here’s an entirely new approach to thermostat 
design and marketing. CUSTOMline 130 
offers many features of high-priced ’stats, plus 
clean dynamic styling and White-Rodgers 
famed standards of quality ... yet, is priced 
at rock bottom. 








Best of all, it’s available immediately... 
through manufacturers and wholesalers. Ask 
your supplier about this new and exciting 
CUSTOMline thermostat, or write direct 
today for complete details. 


CHECK THESE DESIRABLE FEATURES 


Field-proved bimetallic Quick, easy mounting to 
operating mechanism wall or outlet box 


Heat-anticipated to match [ ] Simplified wiring— 
“—— primary controls convenient terminals 


[ ] Superb styling by designer 


sei 9 oi Standard types available now. 


Customized covers with your 

[| Snap-on cover design brand name available on spe- 

New thermometer, smarter cial order, in manufacturing 
looking, easier reading quantities. 


Inside view, showing 
the well-known 
White-Rodgers oper- 
ating mechanism. 


Automatic Controls for Heating, Air Conditioning and Refrigeration 
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ST. LOUIS 6. MISSOURI TORONTO 8, CANADA 








1s 


FOR FASTER 
FILLING 





PHILLY 


RAPID-TITE 


Fuel Oil Delivery System 


... you can reduce delivery 
costs as much as 20%. We'll 
prove it to you with your 
equipment at your office. Ask 
our field service man or send 
coupon below. 


PHILLY’S first for 
modern fuel oil delivery 


@ One Nozzle Connector 
fits all fills. 

@ One-quarter turn hook-up. 

@ One Cap and Insert 
for all fills. 

@ One "O”’ ring Seal for 
Cap and Connector. 


PHILLY RAPID-TITE DIVISION 
PLASTIC AND APPLIANCE CO., INC. 
5311 WESTMINSTER AVE. PHILA. 31, PA. 


MAIL TODAY 























Springfield Group salutes 
Centennial of oil Industry 


\ BREAKFAST MEETING of the Spring 
field, Mass., Chamber of Commerce on 
April 1 at the Highland Hotel marked 
beginning of local celebration of 

| industry Centennial Year 
Council of Western Mas 
Inc., Springfield, took part 
Members who at 


breakfast in their 


SerTvance 
to the 


id kermission \ 


} } 
tu mpan) 


Importance 


Ont of New England enrolls 
its 500th Dist. Div. Member 


TH MEMBER’ —that’ 


‘atic 
H. Burkhardt, nati 
Distribution 


mn 

nal sec 
Division. points 
t Division membership has in 
ipproximately ) members 


t year 





OIL TANK 
GAUGE 


%& DESIGNED FOR PERFORMANCE 
%& MANUFACTURED FOR QUALITY 
* PRICED FOR VOLUME SALES 














3420 S. W. 9th St. 
DES MOINES, IOWA 


Wr. Dealer 


Stock this fast-selling gauge with 
many exclusive features not found 
in higher priced gauges. 


WRITE TODAY FOR OUR LOW 
PRICES AND SAMPLE GAUGE 
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SMOOTH...NOTHROB 


Even at its high speeds ond high pressure, 
the Roper 3607 is non-chattering . . . no 
throb is evident. All parts are in perfect 
balance to make the pump smooth-running. 


SAVES EQUIPMENT 


Because the pump permits low pressure 
with nozzle shut off and pump running, 
such components as meter, hose, fittings, 
etc., are not subjected to continuous high 
pressure thus fatigue is eliminated 


ACTUAL LONG LIFE 


The automatic by-pass valve is designed 
for sensitive, accurate response when nozzle 
is actuated. Because of its smooth, trouble- 
free action, the valve does not transmit 
strain to other pump parts, thus adding to 
the life of rotory gears, bearings, shoft, 
ond seol 


4 


ROTARY PUMPS 


oi 


completely 


NEW 


made especially to give you 


ROPER 3607 TANK TRUCK PUMP 


60 TO 125 GPM 
HEART OF MODERN ‘‘FAST-FILL’” SYSTEMS 


The Roper 3607 is the key to high-speed deliveries, and was specifically 
developed to become the basic part of today’s fast-fill systems. 
Designed to cut your overhead by providing maximum gallonage in 
minimum time, there is every opportunity to step up deliveries by as 
much as 55% over conventional dispensing methods. It is well to 
note, however, that this pump must be matched with other advanced 
fast-fill components to effect peak performance in the system. A look 
at operating figures will prove conclusively that this fast-fill system 

using the Roper 3607 will quickly pay for itself in savings alone. 


EASY HANDLING...LESS DRIVER FATIGUE 
The Roper 3607's exclusive automatic by-pass valve reduces the 
pressure (30 to 40 PSI) so as to allow fast, no-whip hose 
unreeling with the pump running at full PTO output. Be 
reduced line pressure occurs when the nozzle is 
increase as with the conventional Relief Valve, the 
pressure is its pumping pressure — thus increased 
nozzle open. It all adds up to increased efficiency 
system, but from your drivers as well. 


reeling or 
iuse this 
closed, and does not 
ystem’s top 
flow rate with 
. not only in the 


ASK YOUR DISTRIBUTOR 


ROPER HYDRAULICS, INC. 
765 Blackhawk Park Avenue 
Rockford, Illinois 


OR WRITE 





Superior quality forged body? 
— precision machined 


Uniform wall thickness 
—no weak spots “+ 
Extra heavy reinforcing rim 
Larger diameter cam ears \ 


for longer service life 


4 


Extra A 
Hi-Strength Stainless 


forged Steel _»9} 


handles \ pens 


—greoter — greater 


safety and 


economy Ed 
longer 7 
service 
Uniform heavy %//) 
wall thickness 


—no weok spots i 
Superior quality forged body 4" y 


Recess retains gasket 
precision machined 


im coupler and assures 
proper placement 


your best buy is 


EVER-TITE 
-the best quality 


quick couplings 


Bronze 

Aluminum 
Stainless 

Carbon 

Malleable 
Hastelloy 

You save time and 
money when you use 
EVER-TITE 
COUPLINGS, because 
you get speedy 
deliveries—no leaks. 


— accurate tolerances 


EVER-TITE 
Standard 
Adapter and Coupler 

The tightness is 
predetermined in 
manufacture so you 
can be sure with 
EVER-TITE 

The EVER-TITE 
trademark is a 
hallmark of 
dependability 
EVER-TITES do the 
best job in the trans 
fer of every type of 
product through 

hose or pipe 

Get EVER-TITE and 
get the best. Ask your 
distributor now 
EVER-TITE COUPLING CO. INC 
254 West 54th Street 
New York 19, N. Y 


EVER.-TITE 
Adapter 
and 
Coupler 


EVER-TITE 
Shank 
Hose 

Coupling 


& = 
Dust Plug 


Dust Cap 
EVER-TITE Dust Protectors 


Industry Groups 


Florida fueloil Dealers 

set up promotion Bureau 

MEETING of the Florida 

im Marketers Association at 

ville, the organization estab- 
Better Home Heat Council 


as an advertising and pro- 


SPRING 


ney to offset natural 


gas 


Moffatt, Orlando, is presi 


Council, with Joseph Por 
Petersburg. president; 
mons, Jacksonville, treasurer; 
Starke, secretary; Eu 


uty 


Philadelphia Conference 
has Session on fueloil Topics 


\L CONVENTION of the 

Philadelphia Fuel C 
April 16 at th 

rd Hotel, Philadelphia 


ting included a lun 


nference 
Bellevue 
The all 
heon and 


session de 


latter segment 
L. T. White, 
um, In 


etrol who 


fits thr igh better 
Kramb, Gulf Oil Corp., 
d “The Need fi 


in the fueloil In 


r more and 


m inship 


C. J. Malehorn, second from left, Young 
Supply Co. and general chairman, Oil 
Heat Council of the Greater Philadel- 
phia Fuel Conference, shows an adver- 
tisement in the Council's new promo- 
tional and advertising campaign to 
Floyd Brown, left, Shanaman Fuel Co., 
president, Suburban Fuel Oil Dealers 
Council; Al Woosnam, Sinkler, Inc., 
chairman of the advertising committee, 
Delaware Valley Fuel Oil Dealers Asso- 
ciation; Lionel L. Jacobs, Lionel L. 
Jacobs & Son, Inc., chairman of the 
Oil Heat Boosters. 


ee I ee ee ee 


HOT DEALS 


HOT MARKETS HOT PRICES 
Protected territories available to distrib 
Priced competitively to provide sales and 


Compact line of oil.or gas units to reach 


HOT PRODUCTS 


Boilers and furnaces skillfully designed 


utors and dealers interested in profitable 


ele (-tol loli Ml oleh Mio] M@m (old clal-tolmel-ol(-16) 


Proncor and Specialists w Automatic Heat 


Yella ol iitel-tamelale Malclul-Mmeh dil tae 


YORK-SHIPLEY, Inc. 


to meet market needs. 


Boilers to 600 Hp. — Furnaces to 5 Million B.t.u.h. 


YORK, PENNSYLVANIA 





N UP 


WITH GOOD TOOLS 


— GET ’EM AT SID HARVEY’S 


HARVEY FURNACE VACUUM CLEANER 


The cleaner with plenty of horsepower to give you the suction 
you need. With two inside dust bags to give you better filtering 
action and positive protection against costly blow-outs. 





COMPLETE WITH 
ATTACHMENTS 


ILLUSTRATION 





Harvey Jr. $ 99.50 
SHOWS HARVEY Harvey De-Luxe 111.65 


Attachments and Spare Parts For other 
cleaners including Doyle, GE, Kent, Nu-Vac 
Premier, Pullman, Super-Suction and Tor- 
nado. Listed in detail in Sid Harvey's catalog. 








DE-LUXE MODEL 








GET 
CLEAN-UP 
TIME 


A complete listing of 
essential tools and supplies 
needed for CLEAN-UP. 
Write for your copy... 

It's FREE to the trade 








ALL SID HARVEY STORES 


FURNACE AND DUCT BRUSHES 


Nothing gets stubborn soot and scale like 
the proper brush, Sid Harvey’s has a wide 
choice to choose from. Fine Wire-Hard 
Wire-Fibre. 


SOOT GUNS AND 


SOOT DESTROYERS 


Wes 
Hanver 1mpaeee Get the places that brushes and 
wor D al vacuum cleaners can’t reach. Sid 
‘on cas renee 


iy, ON EEPLOSITE: Harvey's soot destroyer is safe, fast, 
10 wae 


1S 


economical and easy to use. 





AVAILABLE AT 


VALLEN STREAM, NEW VoRK 











Honeywell PA404 Pressuretrol 


Primary pressure control or limit control, 


for steam, water or air pressure. Newly 
redesigned to feature lower operating 
range. Precision MICRO SWITCH* 
eliminates need for leveling. Versatile 
operation; compact construction. Scale 
setting and differential are easy to read 
and adjust. * Trademark 
e 
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It's a SMART idea to sell your customers 


the Honeywell PA404 Pressuretrol.* 


Smart because it’s a quality product 
with a name your customer knows— 
and smart because the sale will mean 
less call-backs, more profit for you. 
And this is only one of lots of ways 
you profit by installing all-Honeywell 
controls, designed to work together. 
For when you deal with Honeywell, 
you're backed by Honeywell. Backed 


For information on Honeywell's complete 

line of control systems for heating and 

cooling, call your local Honeywell office, 

or write Minneapolis-Honeywell, Dept. 

FH-5-08. Minneapolis 8, Minnesota. Honeywell 
sales and service coverage is world-wide. 
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100° by the best service in the in- 
dustry and a complete line of quality 
products. And you get reliability 
easier installation—simplified inven- 
tories—training school for your crew 
—plus really fast help when you need 
it from 112 Honeywell sales-service 
offices. There’s one in your area, as 
near to you as your telephone. 


Honeywell 


HA) Fouts i Conceal 
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THE NEW 


WéH 
9.0.48 whe 


TRUCK PUMP 





MODEL T-882 
Capacity 80 g.p.m. 


ROTARY 
SLIDING VANES 


POSITIVE 
DISPLACEMENT 
UNIT ROTOR & 
SHAFT 


SPECIAL FEATURES: 


Unit cast rotor & shaft 


Free porting for unobstructed liquid flow 
Sealed anti-friction bearings 

Built-in pressure control valve with optional 
springs 

Flanged connections (2” IPS) 

Long-life trouble-free mechanical! seals 

Pipe plugs for vacuum & pressure gages 


ADVANTAGES TO THE USER 
Easy installation 
tions 
Low maintenance results from sealed bear 
ings, mechanical seals, self-adjusting vanes, 
one piece rotor & shaft 
Quiet operation from close tolerance machin 
ing, quiet vanes, anti-friction bearings 
Low initial cost — same price range as many 
pumps of lower capacity 
Optional rotation 


due to flanged connec- 


easily reversible 
Write wire or call for full details 
WILLIAMS & HUSSEY 
MACHINE CORP. 


MILFORD, NEW HAMPSHIRE 
TEL: MILFORD, N.H. 761 
(EE 
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. . « « Industry Groups 


‘How to use oil-powered hot water 
Heaters as a Means of keeping Gas 


out of the Home”; 

L. S. Marshman, Mobil Oil Co., 
who looked ahead to “Where do We 

from here?’ 

Principal speaker at the banquet 
which ended the convention was 
Morey Amsterdam, humorist and tele 
\ n personality 


Report Sales of over 6 Million 


Treasury of Advertising Pieces 


MORE THAN 5,000 individual orders 
resulted in the sale of more than 6 
million promotional pieces on oil heat 
1 the Treasury of Advertising series 
prepared by the Distribution Division, 
Oil-Heat Institute of America, New 
York, N. Y 

This fact in a year-end report indi- 


ites that all rds have 


previous rec 


been exceeded, In effect, National Sec 
retary Charles Burkhardt points out 
that “during the last 12-month peri rd, 


two promotional oil heat pieces have 


been distributed to the public from 


the Treasury of Advertising for every 
three oilburners in the United States 
ind Canada.’ 

Orders were not limited to OHI 


iler members—although this is the 


group for which the pieces Were pre’ 
pared 
Purchases 


were made also by 


pendent and major oil companies, 


manufacturers, associations and adver 





| } 
A Contamination-Free Product | 


| 


Protect pumps, 



































No. 187 
Bottom Outlet 





No. 387 
Top outlet type 
125 pound. 





No. 187-F 
Bottom opening 
type 


125 pound 








No. 487-F 
No. 387-F Top outlet type 
Top outlet type flanged. 200 pound. 
flanged. 125 pound. 








OPW Line Strainers remove 
dirt, scale, rust and other solids 
from liquids flowing in any pipe 
line system. This positive screen- 
ing-out process protects and pro- 
longs life of pumps, meters, 
loading valves, and mechanical 
equipment. Pipe-snug fit of cage 
and screen, plus larger than pipe 
size screen area, assures free 
and complete flow of product 
through strainer. Screens can be 
quickly and easily removed for 
periodic check-ups, cleaning and 
replacement. 

Bulletin F-36R gives full details on sizes, 
styles, screen mesh, etc. Write today. 


lw CORPORATION 
2723 Colerain re PHONE 
Cincinnati 25, Ohio KI 1-5400 
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GREATER CAPACITY 


Wont Stick! 


ies Handy testing lever 


520,000 BTU 


A.S.M.E. and 
National Board 
Rating 





































All brass working 
parts 


Special heat 
resistant 
composition 
diaphragm 





New ! No.3f 


THRUSH 
Safety Relief 
VALVE 


HERE’s A NEW Safety Relief Valve you 


‘an install with confidence on space heating 


Beale 
: hot water boilers. It is above all a dependable 
; 1 
Water Relief Valve, and will also relieve steam 
if such a condition should occur. 
The seat is brass and the heat resistant sili- 
| cone composition dise will not swell, warp or 


distort in any way. This valve works freely 
and shuts tightly. All Thrush Relief Valves 


are carefully made and have no restricted 


High lift heat 
resistant 
silicone 
composition 
disc 









Brass seat 








openings or tight fitting guides. 






344" inlet 
3/4" outlet 





PRESSURE TANK 


with vacuuM encores) 












FOR HOT WATER HEATING 


No. 38 is a low pressure Thrush Safety Relief Valve that is 
rated and listed by the American Society of Mechanical Engi- 
neers and the National Board of Boiler and Pressure Vessel 
Inspectors. It is set at the factory to relieve at 30 pounds, non- 
adjustable. A new design which has been carefully engineered 
to provide greater capacity and absolute safety. 








See your wholesaler today, or write Department C-5. 


H. A. T a R u % | & ¢ + A P A wt » 4 a Boiler detail showing installation of r 


PERU INDIANA No. 38 Safety Relief Valve on a space 


heating hot water boiler. 












. » « « Industry Groups 


Connecticut Burner Showing 

attracts 200 to Wallingford 
"| b K_ Fe & ABOUT 200 oilheating and fueloil men 

visited a burner demonstration at 


TRUCK-MOUNTING PUMPS V‘llinsiord, Conn, on Apel at fhe 


f the Better Home Heat 
in every size youl Hartford. Robert Lynch, 


cretary, made all arrange 


you need pie me i ed ; hairman during 


35 - 50 - 90 - 200 - 300 ee eee omments 

GALLONS PER MINUTE from a number of the visitors 
planned 
Waller Principle of Com 
h was described by John 
hnical editor of FUELOM 
1 December 1958 

lox Oilburner.” 

gs were at the Oakdale 
Wallingford in the late 
ind evening, including a 
d. While the majority of 
Jew Englanders, 
300 GPM 1-Atlantic states 


TRANSPORT 
PUMP 


one of them 

used a “B” 

liameter running down 

d through the building wall 
onsiderable en 

simplicity 

burner, 


1 con 


Program being readied 
for Maine June Meeting 


HE FIFTH ANNUAL MEETING and 


Show of the Maine Oil & Heat 


25 and 
Whatever size tank truck you t a 
petroleum or Chemical products, there is t tl land use. Poland 
Viking Pump built to load and u d it P 
record time, Spri Aichard } ll, chair 


Besides doing your job in the shortest ¢ 
sible time, your Viking Pump has 
that will give you years of service. 


onvention committee, 1s 
mplete program for 
© Fast, positive priming 
© Low speed, long life , 1 ’ 
© For connection to power take-off t idy the speaker's list includes 
speed increaser ilsey Smith, Casco Bank & Trust 
© Rugged, 2-moving part construction 
0., Portland, for the J 26 | I 
© Revolvable casing for handy port locat rtlanc or the June 20 lunch 
— ' , 
Integral thrust bearing id Dr. Lloyd Elliot. University 
© Either extra long packing box or me : ; 
cal seal of Maine president, for the banquet 
® Safety valve on pump head : -s 
steht ~~ Robert Gray, editor, FUELoIL & On 
For complete information, send today for Catalog GEE 


HEAT, will speak at the June 25 lunch- 


VIKING PUMP co Panel discussions are planned on 


lit, trucks, tanks and pumping 


Cedar Falls, lowa,U.S.A. In Canada, it’s “ROTO-KING"’ pumps long with exhibits of oilheat- 


CLEANING 


POWER 


with the 


NO. 521-8 


take your Eo Fe 
n@qies 
,ooT! 


in one hand 
hose andail 


The Portable SOOTMASTER #521-8 weighing 
only 25 Ibs. is the vacuum which offers the max- 
imum filter area and largest soot chamber of any 


industrial cleaning unit of its size. 


MASTERCRAFT’S exclusive hose-holder bas- 
ket let's you carry the entire cleaner including 
the hose from job to job with only one hand. 


Users do more work with less effort. 


Manufoctured in U.S.A. by 


Inastercra 


INDUSTRIES/JINGC 


WEST HAVERSTRAW NEW YORK 
Distributed in Conada by 
IMPERIAL REFRACTORIES AND EQUIPMENT LTD. 


Refractories Bldg Waterloo, Ontario 


Offices and Distributors in Principal Cities. ing equipment and supplies 
See Your Classified Telephone Directory (Please turn t 1 JOEBER DISTRIBUTOR ENQUIRIES INVITED 
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WHY MORE DEALERS 
are using Penn heating controls! 


Ask any dealer who has installed the Penn “RIMSET” 
thermostat and he'll tell you... 


It has features found in no other thermostat. It is easier 
to set, easier to read. . . simply dial the rim, the scale 
remains stationary. It is easier to install... leveling is 
not essential. It has snap-acting contacts... no chattering 
to cause undesirable “on-off” operation. It is so versatile 
... various subbases available for 12 different heating- 
cooling jobs. It has modern styling and beauty... 
blends with any room decor. 


And, he'll tell you . . . Penn heating controls deliver 
the trouble-free performance that creates better-satisfied 
customers. For convincing proof... 


Try Penn on your next job! 


>. 


PEMM CONTROLS, VC. ser, cs 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 





Combination Year ‘Round Air 

diti : Complete Water 
Cooled Circuit combined with 
Gas or Oil Heating in same 
compact cabinet — 2, 3, or 
5 Ton Cooling — can also be 
Air Cooled! 


WATER COOLED 


Water Cooled Add-On Sum- 
mer Air Conditioner: Can be 
installed either with or with- 
out furnace — 3 or 5 Tons — 
Accessory Discharge Plenum- 
Grille available for 3 
Ton sizel 





Complete Line 
Flexibility 
Competitive Price 


You get ‘em ALL 


WITH 
4 





NL 


With COOLING . . . as with 
HEATING . . . with LUXAIRE 
you do NOT choose between 
Excellence and a LOW Price 

for LUXAIRE gives you 
BOTH! See your LUXAIRE 
Jobber, 


Cooling Units 


2,3 or 5 H. P. Air Cooled Con- 
denser-Compressor Unit: Rugged 
construction! Peak Performance! 
Uncomplicated! Easily installed! 
Trouble-freel 

Listed by Underwriters’ for 
unsheltered outdoor installation! 
16 Gauge Zinc Coated steel 
cabinet! 

Top discharge! Also available 


Plenum Type Cooling Coil: Advanced 
circular design! Additional cooling sur- 
faces in less space! Better condensate 
drainage! Easier installation! Unex- 
celled performance! 

3 Sizes — for 2, 3 or 5 H. P. Con- 
denser Unitl 

Inexpensive Accessory Plenum pro- 
vides easy, slide-in installation — pro- 
vides for future addition of coil when 
Plenum is installed for heating only! 





with accessory Plenum Top and 
Grille for horizontal discharge 
where desiredl 


Furnace Type Cooling Coil: 
For use in Combination Year 
‘Round Air Conditioner! Eas- 


Counterflow Cooling Coil: Specially 
designed for downflow application! 
Unique condensate collectors for bet- 


AIR 


ter drainage! Easy installation! 

2 Sizes — for 3 of 5 H. P. Con 
denser Unit! 

Accessory Cabinet provides slide-in 
installation provides for future 
addition of coil when cabinet is in- 
stalled with furnace only! 


Duct Type Cooling Coil: For horizon- 
tal-flow installation. Equipped with 
flanges for duct connection! Fully in 
sulated, enameled Cabinet! Built-in 
Condensate Drain! 

3 Sizes — for 2, 3 or 5 H. P. Con- 
denser Unit! 


COOLED 


Air 


Handling Blower-Coil 


ily installed within furnace 
cabinet! Can be installed at 
same time as heating — or 
in the futurel 

3 Sizes — for 2, 3 or 5 H.-P. 
Condenser Unit! 


Unit: 


Blower and Cooling Coil in same 


comp 


act cabinet! 


2 Sizes — for 3 or 5 H. P. Con- 
denser Unit! 
Accessory Intake and Discharge 


Plenu 


m-Grilles provide air intake 


and discharge direct to rooml 


LUXAIRE FURNACES ...PLUS LUXAIRE COOLING... THE = YEAR ‘ROUND AIR CONDITIONING COMBINATION! 


Counterflow 
Winter Air es | 

Conditioning 

Units — Gas 


Winter Air 
Conditioning 
Units — Gas 
Fired and Oil 

Fired — shown 
with Plenum 
Cooling Coil 


Basement 
Type Winter 

Air Condi 
tioning Units 
— Gas or Oil 
Fired — shown 
with Plenum 
Cooling Coil 


Fired an 
Oil Fired 


shown with 
Counterflow 
Cooling Coil 


d shateiated Furnaces — 
Gas Fired and Oil 
Fired — shown with 
Horizontal Flow 
Cooling Coil 


Gas Fired 
Conversion 
Burners 


Gas Fired 
Unit Heaters 
— 5 Sizes 


OLSEN MANUFACTURING COMPANY « « etvria, onto 


e 


HEATING & AIR CONDITIONING UNITS 
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Service Departments make Moneyr 


Maybe not on their Records, but They do make possible a profitable fueloil Operation 


A THE OILHEATING industry moves 
inte 


a stronger competitive situa 
tion with other fuels it becomes in- 
creasingly vital to render fine service 
to the user. Our oilburning equipment 
is reasonably more complex than that 
of some automatic fuels, and it is also 
considerably more sturdy than the 
other types 

Properly maintained it provides the 
finest Service 


heating departments 


among oilheating dealers were once 
looked on as something of a nuisance 
but in more recent years they have be 
come a very important point of cus 
tomer relationship and good will. Oil- 
heating service costs, when the service 
is handled by an alert organization, 
are quite modest considering the bene- 
fits that the family enjoys by having 
everything shipshape. 

It was two years ago this month 
that we last published a 


analysis for management, and we find 


service 


TABLE 1 


1,362 Service Customers per Dealer 
ACTIVE SERVICE 
ACCOUNTS 
No 2 Resid 
Oil ual Residual 
1198 50 29% 
1529 90 47 
1358 37 26 
1114 
1323 


1629 


Companies 
Servicing 


1362 


+ 


TABLE 2 
Oil Companies Service 62%, 
Inde 
Fueloil Heat pendent 
Distrib ing Sern 
Dealers Co 


10% 


utors 
719% 


355 


5 


~ 
5 
* 


just a few changes or 
trends, mostly on the good side. 
The figures published in this study 


were 


significant 


gathered from quite a large 
sampling of oilheating dealers in all 


When we 


“oilheating dealer” we 


sections of the 
speak of an 


country. 


have in mind one whose principal busi- 
ness interest is tied to oilheating in 
some form. He may be a fueloil dis- 
tributor with an oilheating and serv- 
ice department; he may be a heating 
contractor whose principal volume is 
in oil heat; or he may be an oilheating 
service specialist who incidentally sells 
oilheating equipment to handle his re- 
placements 

The type and size of dealers who 
helped with this study is indicated in 
TABLE 1. Notice that the typical com- 
pany has 1,362 service customers that 
have burners for No. 2 oil. In the sec- 
ond column of the table we show the 
number of customers per dealer of the 
type that handles heavier equipment 
burning residual fuel. Then we show 
the per cent of all reporting companies 
that service equipment for No. 5 or 6 
fueloil 


that 39% of the companies service 


You'll notice in the footings 


some residual equipment and average 
66 such burners. It can probably be 
said that the size of these reporting 
companies is typical of those who have 
their major business in oilheating 
The fueloil distributor continues t 


render the largest share of oilheating 
service with heating dealers or con 
tractors in second position and the in 
dependent service companies getting 
the remainder. This is shown by sec 
tions of the country in TABLE 2 

In the nation as a whole the oil man 
services 62% of the oilheating jobs in 
use. You'll notice that there is a pro 
nounced diversity among sections of 
the country with Metropolitan New 
York high at 88° and the Midwest 
low at 25%. You'll also notice in the 
lower part of the table that the oil 
men handle a larger share of service 
in the big cities than they do in the 
smaller cities. For the purpose of this 
analysis, a large city is one with more 
than 250,000 population; a medium 
city has between 25,000 and 250,000 

The most significant change in this 
investigation of service sources has 
been the sharp increase in service by 
oilmen in the Pacific Northwest. Two 


rABLI 
Average Service Costs 
were $18.66 

Average 

(_ustomer 
Spent 
$16.91 
26.86 
14.53 
93] 
19.85 
18.1¢ 


New England 
Metro New Y ork 
Other Mid-Atl 
South Atlantx 
Midwest 

Pacific N. W 
All Sections 
All Sections 


$18.66 
18.22 





Percent 
of Total Average 
Co's Billing 
New England 39% $22,247 
Metro. New York 44 61.714 
Other Mid-Atl 60 12.966 
South Atlantic 67 16,627 
Midwest 8! 36.873 
Pacific N. W 
1958 
1956 


All Sections 
All Sectior 





TABLE 4 
More than half avoided Service Losses 


Percent 

At erage of Ti tal Ave age 

Profit Co's Ballin 
$1,529 61% $37,519 
3.357 56 62.446 
1.913 40) 23.10 
+3 40) OK 
2\ 9.284 
48.341 


$30.549 
32.857 
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Vb, 
See 


AKA 
ANN 


1948 


NTRA 


COD 
ARIA | 


number of them had complete annual 
maintenance. This figure does include 
all parts, tanks and everything else 
paid for by the customer 


More than half. of 


companies showed a profit in their 


the reporting 
service departments in 1958 which 1s 
she TABLE 4. We did not have 
all of the 
alculation of 


wn in 


in Opportunity to scrutiniz 
items that go into the 
service profit or loss. Rather, we simply 

t the total service department billing 
ind the dealer’s statement as to what 
he 


gained or lost on the work 


SOc 


You'll notice in this table t 
of the 


nat C 
companies reported a profit this 

1 a profit 
It is clear that th 


i I 


ar while only 4 show 


WO years ag com 


panies losing money showed heavier 








iverage losses than the others showed 





New Engla: 
Metro. New York 
Other Mid-Atl 
South Atlanty 
Midwest 
Pacific N. W 
1958 
1956 
1954 


All Sect:ons 
All Sections 
All Sectior 





More Service Contracts; 


BLI 


more include parts 
i 


VV 


P 


in gains. If we put int I 
ulati 


single cal 


n the experiences of all ort 


ing mpanies there was verage 
in service of 9.9% 


per 


ago, th 


means 


lost $1.85 In the 


two years ge serv 
<< mp 
,¢ 


ombining the pr anies 


the loss companies v ( 


‘e find this year guit 


in ti 


ice contracts thi 
\BLI 


° 


you ll notk 


ilheating users now 





racts including p 


irts, 





rABLI 


Minimum Call Charges 
Mi 


NEW ENGLAND 
Large Cities 

Medium Cities 
Small Cities 


All Cities 


MID-ATLANTIK 
Metro. New York 
Other Large Cities 
Medium Cities 
Small C.ties 
All Cities 
Sol 


rH ATLANTIE 


All C 


MIDWEST 
Large C 
Medium C 
Small C 
All C 


ite 
tle 
itie 
ities 
PACIFIC NORTHWES 
All Citic 
ALL SECTIONS 
Large C 
Medium C 
Small C 


ties 
ities 
ities 


All Cities 


C 
Pe 


are Up 
hes ’ i 
r ( 


$4.7 


> ¢ 


counts, 


ore on the ground 


f apartments above 
were taken ¢ 
hls 


rent from the nati 


would prol 
nal aver 
this of 
it is not indicated 

got all of the serv 
have been helpful They 
everything they needed to keep 


overall figure 
or service, 
ust 


1 


it might 


mers 


$4.83 systems operating, and a fair 


contracts without parts. That is 
316 
il ot 31 ¢ 


contract compared 


getting service under 


and 


years ago 25% 
The prices have stayed pra 
same through these year 

to the annual overhaul und 
find another 25¢ 


tracts, we 


customers getting a separat 
and tune-up job at an average price 
ot That than 
half (or 56%) of all oilheating units 
are put in first class shaps 
The other 44% 
sp ‘cific needs 
Contracts are most popular in the 
New England and Mid-Atlantic r 
gions with Metropolitan New York 
The 


negative factor in this table is that 


e inup 


$12 means that 


m 


re 
once a year 


wait until they have 


finding their greatest acceptance. 
one 
the annual overhaul not on contract 
dropped in percentage since the last 
report, quite possibly due to the slower 
business conditions of last summer 
The minimum charge per call for 


customers not using service contracts 
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lly $4.83 in the country as 
compared with $4.52 two 
xo. You'll see in TABLE 6 the 
ions by regions and by city sizes 
point is reached in the Pacific 
st and the low point in the 

of New England 
ther column of this same 
show the per cent of free 
rendered during the last year, 


loes not include activities 
This 


quite a jump, although it is 
i. small fraction of total serv 


first year warranty 


rs ag showed 7% 


O we 
country as a whole 
Th strongest ac 
practice shows 
small citi 
s. If fuel 


ry a 


in ratio of Tre 

ler average 
describ 
iwes of service and in 


shown in TABLE 7. The 


r just 


ard as would be expected 
s reflected in each of the four 


f the table. Across the 


nation, the typical serviceman earns 
$2.61 for straight time—the high point 
is in the Pacific Northwest, as we have 
seen in most other studies of this 


nature. 


You'll notice that we have separated 
the servicemen from the installation 
men. Quite a few companies keep 
these groups separated, but there is no 
very real difference. In looking over 
the tabulations from the questionnaires 
we see that 26 of the men employed 
service work only, 


18° do installation work 


as mechanics do 
only, and 
th. The aver 


ige reporting dealer had 4.9 mechanics 


the remaining 56% do bh 


n service or installation, which means 
that he had on 


~~ 


man for each 278 cus 
tomers 
This does not n 


man handled only that many accounts 


n that the servic 
since we have the installation man 
figured in there t loes show tl 
iverage size ol t] 
the dealer getting th 
new business as well 
ld 

Just about a fourth of the industry’ 
dealers operate with union crews. Thi 
low point is in New England with 
4%, and high point in the Pacifx 
Northwest with 72%. The Midwest 
ind Metropolitan 








TABL! 


Service Wages continue Upward—per hour 


INSTALLATION MEN 


High Lot 


ao~Iaax 
mwvVww 


S- 


NNmNrry 


NORTHW 
All Cities 


All Sections 
All Sections 


All Sections 


New York areas 
ire also fairly 
strong Ww 

SERVICEME) third 
High l ompanies 


aCU 


A 


nationwid 
11% « f th 
this 


rang 


wmwnNrNnwnnwr 


the 

of 18@ in 
the Mid-Atlantic 
states not includ 
ing Metropolitan 
New York. Th 


rates per call 








ranged from $2.50 to $4.00 paid to the 
serviceman with more of them showing 
figure. The 


using such my 


$3.50 than any other sing] 
companies nsation 
methods are mostly pleased with their 


results but they generally report that 


not all servicemen can work this way 


They prefer younger men who have 


no objection to long hours in the busy 

season 
TABLI 

of servicemen in 1958 


This 


two years ag 


8 shows the annual income 
V raged 
$5.663 


ompart $5,188 


jump, 
t that in- 
f work 
ind the 


th it have 


but it is not intends 


crease for the sam 

It does reflect the long 
piecework payment 1 
been growing in im] 1 to the in 


dustry 


rABLI 
Annual Income of Men 


tractions fr 


ools are turning 


number of g 
training 
Servicen i 1g i Littl 
business in thi uipment 
as shown in TA ilers re- 
port that alm 
their oilheating 
sold by irtment 
m 14% 
riven a 
nting 4% 
rABLE 9 
Oilheating Jobs sold by 
Service Department 
Depart t 


New England 
Metro. New York 
Other Mid-Atlanti 
South Atlanti 
Midwest 

Pacific Northwest 


1958—Alll Sections 
1956—Alll Sections 
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of the selling price on these jobs thi 
brought in 

They logically have the best 
portunity to sell replacement 
jobs wear out, and they also repr 
a strong line of defense against the 11 


vasions of other fuels when 1 


ment time arrives 


BURNER PROFITS LEVEL OFF 


POSTWAR TRENDS — CONVERSION BURNERS 





$313 





There is a growing ac 


use of company trucks for servi 











as We Can see In TABLE 10. We 





here comparisons with three 3 


TABLE 10 














Transportation for Service 


PERCENT 
COMPANIES 





LABOR GROSS PROFIT 
TO INCLUDING 


NSTALL SALES EXPENSE 








Com ( 
pany 
Truch 
98% 

Q7 

99 

Qs 


99 


New England 
Mid-Atlantic 

South Atlanti 
Midwest 


Pacific Northwest 


it 9¢, Or 


ssibl. 


’ 
ind 


g7¢ 


All Sections 
All Sect:ons 


195 
195 


( 


Ss 
5 9] tl 
Indicated Totals . 
Company trucks 
Company cars 
Employee cars 


L959 
24.933 
8,496 


3515 


urly 


ly a fe 
Combined 36,944 driver si 


and see that the number of. servi 


vehicles has increased by a hith in that 
| 


Wid 


period. The real pickup is in company 
trucks and there has been some modest lealers id the man 


vain in the number ot company OWN¢ 


Instance 


wants the maximum liability 


Ve 


New England and Mid-Atlantic states 
favoring wet heat and the other re 


gions warm air. Just a third of oil 


aver heating went into boilers last year and 


1 the lowest rates two-thirds into furnaces 


vat the boss paid In the competitive fuel race of cur 


other dealers h ive felt that 


the 


me of the rent times some 


logical since the majority of oilheating is installed 
where gas is not available and par 
ticularly in new home applications 


TABLI 


shows that 56% 


dealers report 
. week for 


re 


Ww 
12 refutes this position and 
of the 


1ome jobs went into areas where they 


much 


ee 
were oil-fired new 


A 


one 


few could have used vas Notice that we 


dol 


re not saying that 56% of the new 





cars. The practice of having employe: 
be | 
popularity. We find that the dealers 


drive their own cars seems ti sing 


in this study made use of vehicl 
for each 275 service customers and 


the 


includes large commercial 
tomers as well as the residential 

Naturally the percentages sh 
the table add to more than 100 bex 
most companies use more than 
type among the three 


Where the men drove tl 





TABLI 


New 1958 Oilheating, by Types 


New England 
Mid-Atlantx 
South Atlantic 
Midwest 

Pacific Northwest 
All Sections 
All Sections 
All Sections 


1958 
1956 
1954 


TABLE 12 
Oilheating Installations sold where Gas is available 


Neu Old 
Homes Homes 


GAS 


More 


COSTS 
Less 
EW ENGLAND 
Large Cities 
Medium Cities 
Small Cities 


All Cities 


19% 
83 
24 
64 
ATLANTIC 
Metro. New 


Other 


York 


H ATLANTIC 
All C 

MIDWEST 
Large C 
Medium C 
Small C 


All C 


NORTHW 
All Ci 
ECTIONS 
It1€ 


itie 


itie 


Large ( 
Medium C 
Small C 


All Cities 

















54 
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homes went to oil heat. There was 
considerable variation by regions and 
by city sizes. Where oilheating jobs 
were installed in old homes, 65% of 
these were in communities or neigh- 
borhoods where gas could have been 
chosen for heat. 

Thus, we can see that only 44% 
of our new home sales and 34% of our 
old home sales were in communities 
where oil was the only practical choice 


for automatic heating 


(as costs more 


ther columns of this table 
the dealer’s opinion on com- 
fuel costs listed as a per- 
centage that gas heating costs more 
or less than oilheating. For the nation 
is a whole, gas costs 8% more than 
oil, but in the Northeastern states it 
osts upward of a quarter more. Only 
the Midwest shows gas costing less 
than oil in a majority of homes. We 
son to be complacent, how 
our fuel cost advantage in 
because the gas utilities 
n turned on enough sales pro 
ind advertising to easily over 

ost handicap 
ting has been gaining in efh- 
lite effectively in the past 
rs. In other words the aver 
ge annual consumption of oil is 20% 
below what it was 20 years ago. There 


ire several reasons: many homes have 


more insulation, a lot of the new 


ire smaller, and of course the 


gallonage figures quoted include the 
small commercial as well as residential 
user in cases where No. 2 oil is used 
With all of these reservations the cus’ 
tomers have definitely saved oil due to 
better equipment. 

Notice in TABLE 13 that 60% of all 
oilheating in use throughout the coun- 
try is represented by complete oil 
boiler or oil furnace units rather than 
Then notice that 
among the jobs installed in 1958 we 
find 70% 


only 30% were separate burners in 


conversion units 
were complete units and 


stalled in old equipment. In the third 
column of this table we show the aver 
age number of service calls per burner 
during 1958 exclusive of the annual 
overhaul. You'll notice that where the 
per cent of complete units is high, you 
are inclined to get a low number of 
service calls, 

In TABLE 14, we see a-tabulation of 
the causes of oilheating service in 1958 
compared to 1956. Controls led as 
usual with nozzles second and then 
ignition. It is surprising what a 
similarity in the weight of service 
cases shows up in the lower parts of 
the table. 

An increasing number of dealers are 
using pre-fabricated ducts in their oil 
heating work as we see in TABLE 15 
We still have better than a fourth of 
them with their own shops, but more 
than half buy the pre-fabs, Of course, 
the percentages add to more than 100 


since a lot of dealers use two or three 





COMPLETE UNITS PREDOMINATE 


70% OF 1958 INSTALLATIONS WERE COMPLETE 
OILBURNERS OR FURNACES 
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methods. The time may come when 


the pre-fabricated variety will be able 
to handle just about every installation 
Oilheating dealers have been selling 


and servicing airconditioning for 


several years TABLE 16 shows 36% 


of the reporting group as selling some 


central cooling equipment and they 


TABLE 13 


Complete Units grow in Ratio 
PER CENT OF 
COMPLETE UNITS 
Totals In Service 
in stalled Calls per 
Use 1958 Burner 
NEW ENGLAND 
Large Cities 44% 8% 
Medium Cities 42 6 
Small Cities 48 3 
All Cities 48 6 


MID-ATLANTIC 
Metro. New York 
Other Large Cities 
Medium Cities 
Small Cities 
All Cities 


SOUTH ATLANTK 
All Cit 


MIDWEST 
Large Cities 
Medium Cities 
Small Cities 
All Cities 


PACIFIC N. W 
All Cities 64 


All Sections 60% 
All Sections 41 


TABLE 14 


Causes of Oilheating Service 
1958 1956 
Controls 16% 16% 
Nozzles 13 14 
Ignitior 12 l 
Clean and Adjust 
Motors 
Pumps 
Furnace Blower 
Leaks 
Fuses 
Unnecessary 
Circulator 
Dry Tank 
Improper Oil 
Miscellaneous 


TABLE 15 


How Oilheating Dealers handle 


Ductwork 





..«» Service Study 





averaged last year 14 jol 
come to service, we G 37 TABLE 16 
after central cooling and we find that Airconditioning Sales and Service 


the average such dea \ ; Airconditioning 
’ t Service 
residential coolin i ; I ; 
iced Ss alii . Dea Jobs ercen NUMBER OF JOBS 
1 + + y 2 eos m 
mercial. In the columr th Sell I ( Resi Con 


dential mercias 


table, we see that 86% I i ‘ = 2 


) 
M 


ing dealers use their rular ser tro. N 13 5 101 


16 


5 


men after special trai 
ditioning t 49 48 
Power ' aw | . Ny. 1 9 


faining pop in tl t : tions ¢ iz : : 41 











field during 1 


half of tl 


majority 


ntract pri 


water he 
unit, but fi 
extra harg 
ot th extra hara 
is $12 
For the first tim ‘ 
1 ‘ 4 ~ f i il i Livi i 
ne CU¢ S wh ney ad ‘ r r 
e deal - :; t av nt idwes 1 about Portland, M 
urners that they tak ict D.C 


] . ] 
sell a replacement \' S 
A I rvice 1s too often 


many instances, probably profit department, and 
they strip them of all | ass ee 
later use on service an On the other hand, tl 
mainder for junk ment that contributes 


On the other hand, w I that ‘ = tt Ra Wwe acceptance of 


little more than half of tl c aes necial study on ig] avy that s 
$3, recondition burner nateunee Roepe ee eticularly those in 
them for new installation lways profitable 
not mean that they actuall 


new, but rather they sell 





ate new oil users at a ver 
able saving over what n 
would cost. There Type of Ignition for domestic Oilburners 
variation with 71% 
dealers selling their old | that f our ked us to find out what type of 
way: 430 in New England t tl ! t tar n domestic oilburners today 
a TENT Ko “e? 1 lealer 
' ' l anc un that dealers 
Naturally, those dealers that 1 , 7 
SE ane ae eat service 
dition burners do not oe 
f iui a , approximately 
their old ones that way. Tak that i gree nition. The Pacific Northwest 
particular group as a whole t inion witl : ( he new oilheating 
tually recondition and sell t 
users 23% of the old burners t 


back. When you put t 


cent of dealers who do thi 


getn 
extent to which they do it, it | 
approximately one-eighth 
placement jobs throughout tl 
try result in burners being 


tioned and sold to new users 
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CONCLUSION OF A FOUR PART SERIES 


Pacific Northwest speaks up 


Terrain and wage Rates make for high delivery Costs and different Procedures 


Late last fall eight industry men 
ether to talk about the fuel 
ness Their 


1 down and this is the final 


got t 


conversation 


the series that started in 

wssue 
Moderating the discussion was 
t editor, FUELOL & 
Oit HEAT; and giving of their ex 
periences were [rom Seattle, M. N 
Vining, Diesel Oil Sales Co.; Fred 
Griffin, Griffin Fuel Co.; W. G 
Rossoe, Inc A. G 
Seattle Diesel Oil Sales 
Bob Elmslie, 
Oil Heat 
Rounding out the 
Robert Hayward, Grif 
ma, and C. B. Gren- 
Distributing Co 


Robert (oTay 


managing 


Institute of 


? l 
asn 


Gray: Now we come down to the 
new ser 1 truck selection 
Mr tila who is 


superintendent of Cities Service has 


automotive 

quite a reputation. He is also a direc 
tor of “SAI 

What I hav 

[ have been out here and the 

you folks have a high 

ompared to any major 

Would you 


is probably due to driver 


noticed, from the few 


country 


r do you think your small 
truck size is a factor in 
tha 
Warrington: What is the average 
all companies in the 
r small, it’s about 1800 


would Say truck S1Zk 

ng to do with it but we 

use all big trucks in this market 

Gray: You can’t go to the great big 
semis 


In fact, we have 


arrington: No 


buy small 1200-gallon trucks for 


ertain areas We are in, We know they 
costly to operate but you 


1900-gallon truck in 


ire mort 


int operate a 


that particular area or you are stuck 
all of the time. You have got narrow 
alleyways to get into. To my knowl 
edge, even in this territory, we are 
talking about over 1600 in our aver 
ages 

Griffin: I think the average would 
be 1600 

Warrington: We have continued to 
raise that. We are up to 1900. There 
are some places where you have to use 
smaller. But generally speaking, we 
don’t have any volume under 1500 
out here 

Grenier: I think it is in your “Per 
dump,” isn’t it, your smaller storages? 

Griffin: The y hav 
back there, too. I guess they g 
a bit for two 2735's back there. 


that problem 
in quite 
don't 
they? 

Gray: Yes, ther 
that 

Griffin: So | 


smaller dump you 


is quite a lot of 


1 


have here 


have something to do with it. You see, 
We are practically 83 seven barrel 
tanks, which is under a three hundred 
gallon maximum dump, you see 
Elmslie: I don’t think that the de 
livery costs are attributable so signif 
cantly to that as I do the large volume 
of stove oil that is still being sold in 
the State of Washington 
Warrington: Little teeny storage 


Griffin: In the State of Washington 


It's the same story throughout the nation: 
it does to costs and dispatching 


the traffic situation and what 


it was almost 45% stove oil, wasn’t it? 
Elmslie: It was more than that, I be 
lieve, But this last year the stove oil 
would run 220 million gallons and 
about 280 million gallons of furnace 
oil 
Griffin: You see, our cost of opera 
tion on stove oil is almost two and a 
half times—better than two and a half 
times the cost for th im imount of 
furnace oil 
Gray: It is 
bulk of the compani 
their costs between tl 
grades? 
Warrington: It is 
If you have tw 
you can't do it 
Gray: In other word 
handled in two-compartm 
Griffin: Most 
trucks. We do ha 
trucks, too 
Vining: We havi 
ompartment trucks 
Gray: You hav 
gallon delivery st 
national average of 1.2 
Portland show 
up separate from Seattle? In Portland 


they get back again t hig 


is the only section 


Warrington: Dix 


know of that ha 
Do you realiz 


$ 100.000 hy ms 


Eimslie and Hayward condemn 
schedules. 
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trying to put in a 7-barrel tank? That's 
a fact! 

Griffin: | think there is one other 
factor, too. I think our very hilly con 
tour,—particularly in Seattle and Ta 
is a big factor on costs 

Hayward: I think we have a 20% 
differential Tacoma. and 
Seattle, don’t we? 

Griffin: We used to. I don’t think 
There was 


a time when that was true. When | 


coma 


between 


we do so much any more. 


saw both figures, at that time wages 
were quite a bit cheaper in Tacoma 
than here. And trafic was not nearly 
as bad there as here. And we could 
operate in Tacoma at about 20% 
cheaper than we could operate the 
same kind of a fleet over here 
Hayward: [| think that 
closed a little bit 


Traffic Situation hurts 


Griffin: I believe it has. First 
wage gap has dropped 

And I think your trafhe situation 
now is almost as bad. I think you still 
have one advantage, though, over us 
You radiate, and we go through a 
dumbbell. Look at Seattle——we ar 
wide on the ends and shaped like 
That's a bad trafhe situa 
tion. For four hours a day it is just 


While in Tacoma—you get 


some bad trafhe jams 


dumbbell 


rough 
I don't deny it 
but I mean you do radiate out which 
makes it an easier deal to dispatch and 
so forth 

Hayward: Our trafhe situation hurts 
because we can’t grow north 

Warrington: How does our produc 
tion per hour compare? | think you 
will find ours is down because of these 
reasons 

Grenier: You read about the East 
where one truck will put out 
gallons a day, and 8,000, I 
driver who does that once in 
too, you know—one day out 
years! 

Gray: Oh, there’s a fair number 
companies that get 1000 gallons 
hour, but they have got a pri 
concentration 

Grenier: Not with 
don't 

Gray: Oh, yes. Yes, they d 

Grenier: Yes, you havi 


tration 


Warrington: Concentration and 
bigger tanks, There you are! 

Gray: But the typical situation is 
like 600 gallons an hour 

Grenier: Is that on an annual basis 
or only in the peak of the season? 

Gray: That is in the month of Jan- 
uary 

Vining: We were 600 in January 

Gray: Take your figures for the 
month of January; I have got them 
here. Folks with a tight fill, 612. Folks 
with a loose fill, 575. So putting those 
together you are 600-ish, and that’s 
your figure. But there are a fair num- 
ber that run 1000 on a fleet, 2%, One 
in 50 had 1000 gallons an hour from 


} 


the fleet 


Vining: Are you talking about No 


é ONLY 

Griffin: No. 2 only. 1000 gallons on 
a fleet. And I still want to look at the 
ngures ; 

Vining: Atlantic does it down in 
Philadelphia 

Gray: I wouldn't doubt it. They 
have about 30,000 accounts in Phila 
delphia,—do you see what I mean? 

Griffin: Where they are highly con 
centrated, maybe 

Gray: There isn’t any question 


about our friend down in York, I was 


there studying his stuff. But he is in 


a town of 100,000 people and he has 
a little over nine million gallons, a 
sweet bunch of business, One out of 
sixteen companies gets as good as 750 
an hour. Again this is the 
month of January. The September is 
sue has quite a study on it 
Griffin: Well, I have looked at that 


question and I think it is governed by 


LE SLA RO IS 


A 


. ... Pacific Northwest 


a lot of factors, no one factor. 

Our wage differential is a little 
higher than most places. Then I think 
the hilly deal here is quite a factor. I 
think also the great number of alleys 
in Seattle, 
don’t have the alley situation and 


many of those towns 
therefore they can use bigger trucks. 
They don’t have any difficulty ma- 
neuvering those around. 

Gray: There is still a surprising 
number of those thirty-barrel trucks 
around the northwest. 

Griffin: That is true 

Vining: We have had a 2 


truck since 1929. But we have never 


500-gallon 


been able to justify putting another one 
on. 
Griffin: You will 


bought the 2500 and thought she was 


remember we 


just a bang-up job. We thought we 
had really hit the jackpot. She broke 
down one time and we put the man 
back on his 1600-gallon truck. And 
he had gotten used to doing that, you 
see, but yet he thought he should have 
the big truck. And he did a better job 
with the 1600 gallon truck than he 
did with the 2500. Ernie said he im 
mediately sold the 2500 

Gray: Well, you folks have so much 
imagination in your merchandising 
and promotion and all of that out 
here, I would like to see you make 
more money. But some of your deliv 
ery costs are higher than in the coun 
try as a whole, and it doesn’t give you 
quite the profit that you should be re 
ceiving for companies of your caliber, 
which is always a little bit difficult for 
me to swallow. 


Now, to go to another topic, I don't 


Warrington is doubtful but Griffin might be convinced by the speaker. 
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The session nears conclusion for listening Grenier, Flournoy and Vining. 


have too much interest out 
here in the National Fuel Oil Council 
Vining: We would like to know a 


} l 
Chink 


little bit more about that. Is that any 
thing othe: than the public relations 
department you run? 

Gray: We have incorporated it. We 
have set it up with members, which 
includes marketers one from each 
of the cooperating programs. . . also 

operators and refiners 
divide the promotional program 
sts equally between refiners and 
marketers. We no longer use the word 
“suppliers.” It is refiners on one side 
ind everybody else that is marketing 
ther side. In other words, the 
yperator, the broker, is on 

side as the distributor 
is a board of directors made 
up of refiners and marketers, 19 men 
The refiners are putting in all of the 
money to support the central effort 
ind the public relations part. But they 
want the dealers from the markets 
ctive in the whole thing for 

, impressions and “How do we 

” It sort of makes sense. There 

more money. It is staying, of 
ist of the Rockies. Actually, 
n Minnesota—we are only 
work this year in 19 states 
Warrington: How do you get the 


word “National” in it then? 


Gray: You have got to call it some 


tt 


Warrington: You had better send 
bout $10,000 a year and then we 


11 
} 


ll | ssociate member 

Gray: Some of the publicity, nat 
irall s all over. We have a new 
n who is called Director 
n. He is a high type man 


some of the material might 


be of use to you, Bob, It probably will 
Did he send you a copy of his fact 
file? 

Elmslie: Yes 

Vining: “Facts about fuel oil in 
home heating?” 

Gray: Yes 

Vining: Didn't I give you this to re 
produce? 

Elmslie: No. He sent it directly to 
us and then I wrote for some addi 
tional copies 

Gray: He is working that pretty 
well. He has 


heating hospitals 


a hospital feature 
in one of the maga 
zines; and about heating schools in a 
school magazine. He is picking pieces 
out here and there and adapting it to 
their own fields. I think quite a bit 
can be done along that line. That is 
being supported by the major com 
panies who support our central office 
In other words, they doubled the sup 
port of our central office to hire him, 
and let us have some money for print 
ing and mailing and so on. Didn't he 
suggest some angles that you could 
use from time to time? 

Elmslie: Yes 

Gray: I think some of the things 
you use here would obviously be good 
for his distribution, I have got confi 
dence in the fellow’s skill 

Another subject: I was up in On 
tario, and had a look at some of th« 
things they do up there that are quite 
different from here. For example, they 
have a five-year plan in which they 
have a uniform price for five years, 
put in an oilheating installation, put 
in five years of service and five years 
of oil 

Griffin: But it varies. You don't 
mean the same for every customer. It 


varies with the installation 


Gray: That is right, the installation 
Of course, it is four years of service, 
the first year is free. Then the esti 
mated oil consumption is corrected 
slightly. And 


the typical monthly charge runs be 


each year but only 


tween $25 and $30 over the five-year 
period. That is for a new heating in 
stallation and all of the rest of it 

One of the oil companies—Gordon 
McMehen’s outfit, started it by agree 
ing to finance these deals. A number 
of their customers are financed by 
them,—although most of them could 
be financed by the banks if they 
wanted to. But that five-year deal in 
which you have the oil and the serv 
ice and the equipment is taking root 
beautifully in the areas where it has 
been tried 

Griffin: We have been doing it for 
about six months 

Gray: Have you? You put equip 
ment and oil in? 

Griffin: The whole shooting match 

Gray: Wonderful. I have never 
heard about it 

Griffin: We don't talk 

Elmslie: Five years, Fred? 

Griffin: Yes. We find it is very ef 


fective when you are 


ibout it 


bucking up 
against gas. And sometimes the final 
argument is “Well, I can put the gas 
in cheaper.” So then we work out a 
deal for him, which usually is a con 
version where you figure you are 
ing to save him some money on heat 
ing oils 

We work out a cost for him per 
month which doesn't look too bad to 
him on the basis of what he was pay 
And then the gas 


ing for it before yy 
doesn't mean much to him 
Warrington: Do you mean you 
guarantee it? 
Griffin: Guaranteeing it for five 


years We are going t make 


some 
money on it, tor 
Flournoy: This is wher 
ing equipment, isn’t it Fre¢ 
Griffin: Right 
tor the whok ing. In other 


words, hi pays month as 


long as we have ‘ | ount. If he 
decides hy want 


he owes for the whole equipment 


Gray: The oil, tl juipment 


th ervice 
(Plea 





Study of Service Contracts ~ 


Parts Coverage, Tank Replacement, automatic Renewals gaining in Favor 


UITE A NUMBER of request I m] fave us such a ratio. so this 
to the editor for exampl f ca little high, but that’s the 


would have finer heating if they buy 


their service contract, which in turn 


typical oilheating servi tract ver f th who quoted on the means if they sign an oil agreement, 
Recognizing that this M tor 
alternate years is devoted largely 1 I next few percentages will r A little more than a fifth (22%) 
service analysis and statistics, it med late only to those mpanies using con f the dealers pay commissions on get 
a good time to invite in some contract tract vel etting aside the nor ting service contracts, ranging from a 
specimens, investigate trends and ‘tract marketers. First. we lear dollar to 10% 
what a 1959 contract looks like, TI that ustomers are favored by most Automatic renewal of the contract 
next few pages show reproductions of rt mpanies in fact, 38% of from year to year is not new but it 
a few them won't render service to families has become quite popular this year 
Before discussing them directl that don’t buy their oil. Quite a few Among all contracts discussed by the 
let’s check a few yardsticks on tl thers will furnish sucl rvice but dealers 42% are self-renewing. Unless 
general prevalence of ntracts and t r pric cancelled they keep running indef 
how they're sold I ing after contracts everyone nitely with the dealer simply mailing 
To qualify the reporting grouy me promotion by mail, but 42% a new invoice each year. Where the 
about three-fourths of them are in th ise mail only and no follow-up, Next customer uses a budget plan or equal 
oil business and render mechanical we find 14% using newspaper ads to ized payment plan for oil he quite 
service to keep oil accounts contented popularize their particular contract, often has the service agreement made 
Among all companies consulted and while 25% follow up through per a part of it, in fact more often than 
having service departments, 70% itation. Naturally, phoning not 
some form of annual service contract popular Obviously there was no chance to 
the other 30% work on an hourly cost A surprising number of dealers put show you all of the types of contracts 
basis t1 n the new account possibilities mailed in at our request so we'll 
Those companies using contracts throu service contracts. In other illustrate those having some unorth¢ 
have on the average 55% of their cus rds their salesmen solicit non-cus dox feature or those showing some 


tomers served through them, Not all tomer nvince them that they 


ns 


Perpetual COMFORT 


Emergency Serv 


uckley and Scott g 
our emergency service 
our oil burner and 

ill be available ever 
” lays 
lutely no addition 


he 


transportat 
Parts Guarant 


The Company guarantee repair 
sp to $450 worth or more of 
parts when necessary for the opera 
burner th absolutely 


harges, in 


pant VALUE PART 
Tank $95.00 = MOZILE 
COMBUSTION CHAMBER 4500  TRANSFO 
PUMP 22:50 
MOl0R 
MOTOR FOR 

CIRCULATOR 25.00 
fam MOTOR 25.00 AIRS 
ELECTRODES 2% SF 

TOTAL VALUE $952 50 

and any other part which is an integra 


of the oil burner and which 


above 


© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
oO 
#) 
© 
i) 
© 
© 
© 
© 
© 
© 
© 
© 
© 
a) 
o 
© 
© 
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Labor Guarantee 


Buckley and Scott guarantees to make 


lutely no charge for labor required to i 


Sd0 


%A30: 


any of the above parts, when needed 


Mielel hel elelel el ele) o) « 


geographic variations 


Guarantee 


Accepted by 


Validated for 
BUCKLEY and SCOTT 





Boston, Mass.—Emphasizing the parts guarantee by showing dollar values, this is quite a comprehensive presentation. 
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EMERGENCY SERVIC! 





RSAW'S BEST 
n SERVICE PROTECTION 
94-Houw EMERGENCY 
nm oil burner, con 
pump ond 


ded ore low water cut 


A” gives 
E whenever necessary 
dies rculating 
viating water 
ne clock ond 
nm this plon olf 


at requiar rates 


may budget if you wish 


SAW'S BEST 

BURSA VICE AND PARTS PROTECTION 

N SE 

PLAN “C™ INCLUDES 
ell work and ser 
ebove Pions “A 
s 

site the repair or reploce 
below (velued ot © 

¢ necessory 


ces provided in the 


installed Value - Toral $575.95 


$28.00° 


Reproduced here—and 


STANDARD HEATING O18 


on the next 


GENERAL ELECTRIC AND MCPHERSON HEATING EQUIPMENT 


PHONE Di 4.1427 
3675 FRANKLIN BLVD - EUGENE Onec - 


STANDARD 


NER SERVICE AGREEMENT 
ponsiderat f he # int stated below, agree 


Address 


Amount 527-50 ($25.00 for non 


1] customers) 


NERAL CONDITIONS 


@ AUTOMATIC CHECKS 
Make at least t vo service inspectio 
burner ng the heating season 
will include jubricatior 
of the furnace, testing of 
x the flame 


ting season is included in the service agreemer 
duty for emergency 


- . Service calls on Sunday 
very evening through the heating season. F — 


or emergency service 





OW BURY 
NER MAINTENAy, ony 
mh TENANCE SERVICE 


ER 
CEMENT Panic 


PLAN 
RATE $29 50 


8 Point « 
Ay ming of 
tilable a4 a boiler and }, 
luner Mes fo, >urner 
oo t needed ®t bur 
Ol deh 29°98 to Be il be insteiiny *! °° Cddition 
OTIC f0 be m, Y @f time # factory “¥ Nerge 
Ode by x, on 7 
HNeane, PPhier ” 
oPlicay Yoo! <a fell On this 
0? wll b0 cena, tebers 
eed an wil 


Price, fo, 


Dany 





Mass. Various typical plans with the all-inclusive one at $20. 
" and special Plan #4 for non-oil accounts, 











4 mntract 

re. Simple contra 
i plus 2 inspections 

at $17.50 to oil 





users. 


- non-sigr 
mer 


type. 
emergency 








aw’s BEST - 
eOANNUAL CHECK-UP AND CLEANING 


Plan 8 


our ol burner ond o clean-up 
you 


nnvol tune-up & 
wides a sold © 
am i your * 
you 
s vacuuming of bose oF 
burner 


and smoke pipe; cleonng 


lubricating motor 
nortie, electrodes ond controls 7 . ome 4 
heching burner operation ond odiv® ® 
checking bu 


peok efficiency 


$10.00 


These pre 
These vot covered 


$4.00 per How 


$5.00 per How 





ether 


CHECK OFF 
your 
chowxe of 


with 


ording to the Plan ind cated below 
occor 
budget your 


ERENCE 
CARD 
secs ee WEN 
TAS 


LDER FOR REF 
iS 
with to 


i you 


INS ~~ 
° ENSPECTIO, 
or Will be ee a SERVICE 


+ EMERGEN( Y SER Vic E 
without ra 
PLAN N, 


Mater Heater 
* Defi 

Thies on, Service 
Burner Oniy a" 


' 


* lt Ie Agreed 
at th 





DETACHABLE 
or Plan 


HOICE OF 3 PLAN 
cone 
Of jeflerson Avenve 
A 
8 
Check bere 
Pion “A 


KEEP THIS FO 
Plan 
Plan 
Por 


AND MAIL 
C 


Solem, Morsochusetts 


Gentiemen 


Please arrange to service ™Y burner 


BURSAW OIL 





s is @ non- 
years. mtra 


transferred each mont 











» with all parte including tank, 
1957-58 season, & parts to all custome 


and chambers cost company §4.46 per customer 








pages—are representative contracts used by dealers for oilburner service. 






























Oil Burner Service Agreemen, 
SINCLAIR REFINING COMPANY 


SHERWOOD DIVISION 











i two service policies, neither including parts but 


lem, Mass. 
annua Z, plus emergency calls. 
bur 


mer only - other at $24 is for oil boilers or furnaces. 
408 have contracts; another 40% order annual cleanings. 


Qne at $18 is for the 





igned for the Heating Comfort, Convenience, and Economy of its Heating Customers 


DESCRIPTION OF SERVICES AVAILABLE 


Berner porte repsived e+ repieced when worn out os 5 resvit of mormal operation during the 
agrcemer! 





RTS PROTECTION 







































































ettective peried of the Also meludes \ebor * Garner Controls * 
AN =! SPECIAL- Chamber * Hearth © at * «Blower Meter and Fan cued in Winter Air 
equipment + Low Water Cutout * A Water Feeder fer steam 
beter: only. Olling, Crossing snd Handling of Water Circulators (cont of parte ond PLAN *1 
te or ronewal of civewleter wot included! Ove ||) 275-gallen tenk os specified in paragraph 
5 ender “Generel Conditions” on the reverse vide hereet 
AN +1 RECULAR— Berner porte repaired or replaced when wore out as 2 result of sormel operation during the | 
ettective peried of this agreement. Alive includes labor .« Burner Controls * Combustion | Wire brush and vocuum cleon the interior of heating boiler 
Chember * Hearth furnace, smokepipe, and bose of chimney PLAN No. 1 
ERCENCY SERVICE — provides tor prompt yasr-sround service upon reasonable request ~ : 
INUAL EFFICIENCY INSPECTION AND OVERHAUL ante bh. incted fot A EE PIRI pilin: ah wetter Cyn Complete As 
provides fer one © #4 operating chock inciuding | senent art, tethiding li contrat wht 
ORSAT test, and cleen-up sad sdjusting of the of burning equipment sad ts controls ’ ‘eam 7 9 all controls which are port of the burner P 
to maton mexumum efticionsy astallatior Listed | 
WLER OR FURNACE CLEANING, Chimney Bese ond Smoke Pipe cleaning when necessary | 3. Render emergency service ot all times — doy or night. $ OO per yr | 
PLAN «1 SPECIAL PLAN «=! RECULAR PLAN 4, Repeir or reploce without charge eny burner ports worn out 22. 
(As described ebeve) (As described shove Te include only ing | der normo! conditions. Parts covered under this plan ore 
Parts Protection A. Parts Protection C. inspection-Ove burner motor, oil pump, nozzle, motor couplings, ignition trans or 
eoncy Service B. Emergency Service D. Boiler or Furnace Cleaning | fer electrode, oil filter cortridge, oi! stroiners, protector $1.85 per mo 
Inspection-Overheul C. Inspection Overhaul | relay, limit contrel, equostat, clockless thermostat 
i F Ch | 
Seiler - Furnece Cleaning o Boiler baal wmnese <penng wore - + poyments Gee 30 deys trom dete of contract, Monthly peyments due 10h of every month 
} $19.50 $17.00 $11.00 - 
entitled te purchase of 5. ioe 
THIS AGREEMENT 1S SUBJECT TO “CENERAL CO PLAN <2 
Pa ae 
Wire brush and: vacuum clean the interior of the heating boiler 
furnace, smokepipe and base of chimney PLAN No. 2 
2. Thoroughly clean, inspect and odjust the oil burner and all com 
| ponent ports, including oll controls which ore part of the burner Complete As 
| talle Listed 
ae OS, Sheed i abn ee habs 3. Render emergency service and furnish parts as required $ oo 
JSTOMER PAY EXTRA AT ATLANTIC’S RATE FOR THIS e 
ser E 
’ | | 
E R S RATES: $9.50 for ier hour or port thereat. Rete after tet how, $5.50 per hour | 
\ — — _— J 
ADDED COVERAGE — PLAN 1: CIRCULAR MOTORS AND WARM AIR BLOWER MOTORS 
“PEACE OF MIND POLICY" 
* s General Conditions : 
Annual Oil Burner Service 
Excepted from coverage on Plan No are combustion chambers ke 
An Undivided R ibility For pipe, oir filters for warm air condit ts, motors for warm b 
" rcvlaters, circulator motors for hot water systems. Also excepted * repoir 
PROPER MAINTENANCE OF Oil FIRED AUTOMATIC HEATIA eplacement of any port or parts of the heating boiler, piping. radiation, hot 
water storage tanks or coils, fue’ storage tonks 
greement does not include repair or replocement of parts damaged 
because fire, flood, strikes, war, lock of material or restrictions beyond the 
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TEAR OFF AND MAIL ATTACHED CARO IMMEDIATELY 









teplecement of defective parts and controls ementiaite the 
(©) Pasa Eseencance Skavice, Available 
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(a) Siodl came Wom Necessany of ont inside £75 gallon off tatty, il Kam, 8! and vent pipes and snake pipe. 
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each small and medium 
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A parts contract at $1.85 a month, 
11 accounts only. 























BURNER SERVICE AGRE ‘EMENT 
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BROCKTON SERVICE agrees t 
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AND PARTS 


® of assur 
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PLAN 2 © SRGSONAL CONTRACT 
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Over 10 Miles 
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ELECTRODES AND 16M 
WIRES 




























ta 


f venpens uit CONTROLS 


Lo OW rT cut-off 
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on BURNER M 
ou BURNER SWITCHES 
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WELLS FUEL inc 
320 East Shore Road 
Groat Neck, NY 
Hunter 2-4000 
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BEpublic 96108 
EDgewood 3-0336 
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lly cover 
¢ those that fu 
ics sted ermeu., 
Conditions are tyP annual ov 
om 1, General i ot describes Plan 4, 
Orner side 


plus service cal 












Little Fer Ny, Y. Back page of a folder describing oil deliveries, 
tale and such, i 


This is the whole service proposal, simply 
and told. 









nh. Y 





s + Here's « nove) division of charges - service and parte at 
Ti7.36, Add #7.00 for wacwa jod, $5.45 for tank and heating parts 
replacements, 












YOU GET MORE and BETTER PROTECTION with a wie, 
BEpablic 35-6108 


S.A. Service and Parts Agreement) For oar Peel Oli Customers Only 


PLAN T od. + 
TANh INSURANCE PLAN “A” 


*. REEMENT 











(Summer Overheu!! PLAN “B" 
PB LAN A ae: wr wa sean Clean, — Vacuum clean 
menage pes oy . VOR PECAN chanical parts {urnace and bas 
let eae ae ae Following Parts 1% Lect from Mammal Uae Oe vee 
gon co ae it Detective: $5.45 —_ ammae 
“lean, check aad re Aquastet 
ack Gangs Sg Belowe ete soud Clean and check Small 
Tre soe = with Burnet Motor gauge giass 
R { Prevent ves c lock Thermosta: laciudes ~ 
a lenin REPLACEMENT Treat Fuel Tank land2 Family 
Pr © DEFECTIVE with homes 
woe! Combustion Chamber Rust Preventative 
oe “Seno” «= STM SRD 
jon 
Leads and Insulctors Ov) Gauge. Lines up 
Nozzle (inside oniy) 
Pressuretrol Valves and Pitter e 
prams Vaive Waees teh to Sea on “eae Service Calls §$.00 minimum charg 
ed. buried or imsialied in Subject to Inspection 
wee ee beck of partition, our liability 
Turbulater 





PLAN A SUMMER OVERHAUL 
Tuned up by Competen: Mechanics 





omy $1750 





eck Thermostats and Time Clocks UNLESS listed below are no! covered. The following clocks are covered 
b coment. All Delco Heat Clocks, T41's and Honeywel) Models T1847. $50 and 852. Check with 
r Damage by Fire or Water excluded 


PLAN A 17.50 
PLAN BR 74 
PLANT 545 
Total 2955 


Per Year 


PLAN B 
VACUUM CLEAN 
FURNACE and BASE 
CHIMNEY 
Small | and 2 Family 
Homes 
up to 600 eq. h) 
$7.10 


WITHS. PA 


Check Post Card and 
Mai] TODAY! 
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Boston raises 


quarter Million 


Organized Campaign successfully doubles Budget 


for oilheating Promotion in 1959 


by Thomas J. Scott 

(Editorial Note: Of interest to all 
those who are setting their sights for 
increased and harder-hitting promo 
tion this year for oil heat is this story 
of how Boston marshaled the distri 
butors in its area to support their neu 
National Fueloil Council advertisin 
a budget 


program. This resulted in 


totaling more than twice that of last 
year. Many segments of the industry 
can get practical inspiration from this 
precedent-breaking campaign. It will 
assure a total of more than a quarter 
of a million dollars to promote ou 


industry's products against competition 


*Buckley & Scott, Watertowr Mass 
director, Better Home Heat Council 


im 


Boston Campaign Chairman Wat Tyler makes a good point 
in presenting the financial summary to the board of the Na- 
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National 


in the important Boston market. The 
Fueloil 
dollars for distributor asso 


Council provides 
matching 
ciation sums raised within the pattern 
promotional program, (See 


HEAT story, March 


of its neu 
FUELOIL & OI 


1959 issue ) 


kK IR PROMOTION of oil heat in 1959 
in Boston the spark for high in 
terest in our effort to raise funds was 
the new National Fueloil Council pri 
gram of matching local moneys 
With this inspiration, we very care 
fully analyzed the success of profes 
sional fund raisers in other ventures, 
ind decided that to do a real job, a 
ampaign must be planned making use 


f every known technique simultane 


ously, and with the most detailed fol- 
lowup possible. It became obvious 
when discussing the matter with other 
dealers that the likelihood of getting 
enough funds to put us into television 
helped to build a fire under all of us. 

First. mass enthusiasm was created 
through conducting meetings 1n four 
large areas through eastern Massachu- 
setts. On January 29, a meeting was 
held at the Hawthorne Hotel in Salem, 
where 140 dealers were present. On 
February 4, 
was held in Boston, with 360 dealers 
present. On February 16, the South 


a central area meeting 


Shore meeting was held, with 178 
dealers; and on February 26, a Wor- 
cester meeting was held, with 110 
dealers present. 

A general outline of these meetings 
involved a 20-minute discussion of 
hope for the future, first, through 
research; and secondly, through the 
preservation of our present market 
through promotion. This was followed 
by an outline of the promotional plan 
for 1959; how the money was going 
to be spent; discussion of the news- 
paper ads, the radio commercials, the 
billboards, and finally a very fine pres- 
entation of the new TV commercials. 


The meeting then was brought to 





tional Fueloi] Council at a recent New York directors meeting. 
The Boston campaign is the largest in NFC's current program. 
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“Operation Good News," the promotion folder that helped put over the Boston 

fund-raising campaign is discussed by R. E. Cullen, Better Home Heat Council; 

Robert Gray, National Fuel Oil Council; Wiley Butler, Coastal Oil Co. and vice- 

chairman, National Fuel Oil Council; Wat Tyler, The Wat Tyler Co., Inc., and 
chairman, Better Home Heat Council. 


gether by Chairman Wat Tyler, who 
spoke on 


how small a contribution 
was being asked for, and how great 
the insurance provided by this invest- 
ment. He asked them to pledge, and 
he asked them to solicit others 
Secondly, deeper penetration was 
developed through sub-group meet- 
ings, smaller than the area meetings: 
for example, a meeting of about 12 
to 15 dealers was held on February 27 
in Lawrence; in Malden 25 dealers on 
February 28; 


on March 3 


Next the entire geographical area 


Dorchester 35 dealers 


was organized into territories with 
each assigned to a team captain. The 
team captain’s job was to develop 
solicitors among the newer members, 
and to stimulate them to visit every 
dealer in pairs, This is an important 


solicitation technique because one 


dealer member encourages the other 
dealer member, first, to make the call, 


and secondly, to help him with his 


sales presentation. Each of these 
teams was equipped with a kit of 
tools, and advised on certain tech 
niques 


We made up 


a complete selling 
story in a handy kit, entitled TH 
Goop News. This described dramatic 


ally the major segments of the new, 


strong advertising and promotion pro- 


gram. It was also an explanation of 
the Better Home Heat Council—what 
it does for dealers, as well as a com- 
plete question and answer package in 
four simple pages 

Enclosed in this folder was also a 
membership list for 1958 showing the 
256 dealer, 


major 


terminal and 
that 


prospective 


operator, 
company members for 
year, sO as to give the 
dealer the very definite feeling that 
he was following the parade of the 
leaders and joining in an important 
program. 

We enclosed our four-page pam 
phlet explaining the use of the Better 


Home Heat Council symbol and how 


it is going to be promoted this year; 
why the dealer should join in order 
to be able to participate in the symbol 
promotion, and also the yellow page 
telephone book campaign 

Finally, a pledge form was enclosed 
asking for the order, and the most 
popular plan suggested was the three 
payment—no cash now; bill us March 
15 for the first payment, June 15 for 
the second, and September | for the 
third. 

These tools were used along with 
certain techniques. In the first place, 
a clear-cut deadline was established 
for joining the organization this year. 
It was pointed out that the reason for 
the deadline was that we must get the 
pledges in to New York by March 1 
or wait for a later board meeting 

Then a personal letter on his own 
stationery, hand signed by Wat Tyler, 
chairman of the board of the Council, 
went out to every existing dealer mem- 
ber explaining the two-for-one pro 
gram, the television situation, and the 
vital need for his pledge now; and 
asking that each member come up to 
the new formula of three points per 
gallon. Enclosed was a pledge form 
and a return envelope so that the 
dealer could take immediate action 

Next, to all key dealers whose reply 
was not in by a week before the dead- 
line, a telegram was sent, under Wat 
Tyler’s signature, reminding each of 
the importance of making the pledge 

Finally, a phone call during the last 
three days brought in the remainder. 

The table 
support, compared with the earlier 
years 


shows how we raised 





DEALER & TERMINAI 
OPERATOR CONTRIBUTIONS 


1955 1956 

Central $43.000 $48.000 

North Shore 13,800 10.000 

South Shore 9.201 10.400 
Worcester 
Lawrence 

$66,000 $68,400 

Refiners’ Total 14,400 23.700 


$80,400 $92,100 
% increase dealer 
contribution 3.6% 


$ increase 





Boston's Oilheating Promotion Campaign 


Schedule of Supporting Funds 


1957 1YS8 1959 
$ 54,000 $ 56,000 $ 81,500 
13,100 15,800 17,800 
10,600 8.800 15,700 
3,800 13,200 
800 4,400 
$ 77,700 $ 85,200 $132,600 
30.800 33.400 132,600 
$108,500 $118,600 $265,200 
13% 9.7% 56% 
9.300 7.500 47,600 











Distribution 


Division schedules 


Boston Management Clinics, June 3-4 


npn REGIONAL Management 
Clinics, sponsored by the Dis 
tribution Division, Oil-Heat Institut: 
of America, will be held in the ball 
room, Sheraton-Plaza Hotel, Bostor 
June 3 and 4 


They are timed to take place at th 


same time as the 1959 Biennial Eastern 
Exposition of Oil Heat and Air Condi 
sponsored by the Oil Heat 
Institute of New England at the Stat 
ler Hilton Hotel, Boston, June 2 to 5 


tioning 


The management clinics, however, 


hold their sessions in the morning, 


Eastern Regional 


Dealer Management Clinics 


Sheraton-Plaza Hotel. 


Boston 


Wednesday, June 3, 1959 at 9:15 A.M. 


Clinic Moderator: 
Everett Elliott, vice chairman 
Division, OuH1!; treasurer, C 


Subject 
Credit—The Key to your business 


Liability Insurance—a business Must 


Cooperative Industry cost Control 
oil Distributors 

Credit and how It affects your Com 
lic Relations 


The wholesaler and rebuilder s 
the fueloil Distributor 
Using tax and accounting tools 


Rewards of improved office and 
cedure 


Elliott 


Panelist 
Canavan, Sr 
1 of Greater Bost 
llan Dietrich, Jr 
gency, Newark, N. ] 
1 Ross Greene, Cpa, Balti 
a Md 
Albert C. Cater Home Oil Co 
ind Executive Secretary, OH! 
Buffalo, N. Y 
ing Koval Rochester Oil Burn 
I Systems, Rochester, N. Y 
nan Starr, H | 
Plainfield, N. J 
r MacElfish, H. M. Stauffer 
on, Inc., Plainfield, N. J 


Shrager & 


Thursday, June 4, 1959 at 9:00 A.M. 


Clinic Moderator: 

T. R. Loizeaux, S: ational chairmar 
V1 I d vice-pre lent, OHI president 
Fuel (¢ Plainfield, N 


Loizeaux 


Subject 


Increasing the Sale of service 


Facing Competition from the 
Gas East of the Mississippi 
Training your Salesmen to sell heating 
Equipment 
Using the service Department to incr 
oil Sales 
How to sell oilfired hot water 
Quantity 
Why the 
Business 
Selling oilheating Equipment to 


Jobber enter 


gasoline 


How I added water Softeners 
oil Business 
Company Methods 


gas Competition 
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Panelist 
Marquard All 
leveland, Ohio 
Noy Thornl 
Pierce, Reliab! 
Oil Ce Crant 
| Fugere, Manchester 
Cx Manchester, N 
saputo Rite Fuel Ce 
lle, N. ¥ 
Pe) aetzel Schaetz 
Germantown, Wis 
rd Braun, Piping 
Halesite, N. ¥ 
Burke, Burke Fuel & Htvg 
Hawthorne, N. ¥ 
athan, president 


Island 


( 


oO as not to conflict with the Exposi 
tion which opens at 1:00 P. M. each 
day. The first three days the show 
closes at 10:00 P.M.; on Friday, June 
5, the final day, it closes at 5:00 P.M 

The two days of dealer manage 
ment conferences have been arranged 
so that each day covers a group of 
topics of specific interest to the heating 
oil distributor, jobber or dealer. For 
example, on Wednesday, June 3, topics 
will be on credit, accounting, insurance 
and office management procedures; on 
Thursday, June 4, the emphasis shifts 
to sales, sales promotion and sales man 
agement. 

The panelists will discuss their 
methods of achieving efhcient opera 
tion in the specific topics they have 
Charles H. Burkhardt, 


national secretary, Distribution Divi 


been assigned 


sion, explains that the programs will 
be conducted so that there will be sev 
eral pauses during each morning's pro 
gram for open discussion periods 

Advance registration is urged to 
avoid congestion at the start of the 
sessions. Registration in advance can 
be made by sending a $4 check to the 
Distribution Division, Oil-Heat Insti 
tute of America, Inc., }00—Sth Ave.. 
New York 36, N. Y. For those who 
wait to register at the clinics, thé fee 
will be $5 

Each clinic is timed to end by 12:30 
P.M. so that those in attendance can 
attend Onur of New 
position at the Statler Hilton during 


England’s Ex 


the afternoon and evening 


JUNE 2 3 a 5 1959 


STATLER HILTON HOTEL BOSTON 





List of Exhibitors 


Eastern biennial Exposition of 


oil Heat and air Conditioning 


Hotel Statler, Boston 
June 2 to 5, 1959 


Space No. 


Adelta Mfg. Co. (Westlund) (242) 
Air Cond. Corp. of America 
(Brody) 
American Rock Wool Corp. 
American-Standard— 
Air Conditioning Div. 
American-Standard— 
Plumbing & Heating 
American Tube Products 
Bacharach Industrial Instrument 
Co. (112) 
Bell & Gossett Co, (222, 223) 
Walter C. Bettilyon Co. (266) 
Boston Machine Works Co. (113, 114) 
Bridgeport Chemical Corp. (218) 
Budget Meter Co., Inc, (268) 
Burnham Corp. (141, 142, 143) 
Burnham Corp.—Warm Air & 
Cooling Div. 
Burroughs Corp. 
Calso Oil Co. 
The Carlin Co. 
A. W. Cash Valve 
(Dale & Kelleher) 
Choldun Mfg. Corp. 
Columbia Boiler Co. 


(213, 214) 
232A 


(272) 


(253) 
(207) 


(130) 
(124) 
(239, 240) 
(237, 238) 


(134) 
(202, 203) 
(209) 


FREIGHT 


| A stevaroe 
Lmanieenall 


FLOOR PLAN 
EASTERN BIENNIAL EXPOSITION of Ol HEAT 
and AIR CONDITIONING 
JUNE 2, 3, 4. 5, 1959 
MEZZANINE 


ER 


Space No. 
Commercial Filters Corp. (226) 
Delco Appliance Div.— 

General Motors 
L. James DeWolfe, Inc. 
The Dole Valve Co. 
Domestic Engineering 
Econo Products Co., Inc. 
Edwards Engineering Corp. 
Field Control Div. 
Fuel Oil News 
FUELOIL & OIL HEAT 
General Electric Dist. (Brody) 
General Filters, Inc. 
General Fittings Co. 
Gulf Oil Corp. 
Hayward Oil Burner Corp. 
Heat-Timer Corp. 
Hidy-Brown Recorder Co. 
Iron Fireman Mfg. Co. 
Johnson Degree Day Systems 
Johnson Fare Box Co. 
Johns Research Laboratory 
Kleen Air Mfg. Co. 
Landau Associates 
Lincoln Air Control 
Products, Inc. 


(147) 
(265) 
(224) 
(123) 
(103, 104) 
(101, 102) 
(241) 
(269) 
(256) 
(219) 
(140) 
(257) 
(263, 264) 
(250) 
(138) 
(212) 
(220) 
(108, 109) 
(139) 
(105) 
(229) 


(136) 


Pr suc |] 


TT 
TT 
is | ae 
ar Ts mee 


ef 


a 
—- 


titvatoe 
our 


Lossy wri 


Space No. 


(110, 111) 
(228) 
(122) 
(206) 
(23A) 
(217) 
(245) 


Lynn Products Co., Inc. 
Mass. Trades Shops School 
Mastercraft Industries, Inc. 
McDonnell & Miller, Inc. 
Modern Equipment Corp, 
Morse-Smith-Morse Co. 
Motorola 
National U. S. Radiator 
Corp. (204, 205) 
New England Equipment Dealer (271) 
Oil Equipment Mfg. Corp. (129) 
Oil Heating & Air 
Conditioning Age 
Plastic Appliance Co. 
Pullman Vacuum Cleaner Corp. (255) 
Quality Specialty Co. (132) 
Quiet Automatic Burner Corp. (106, 107) 
Research Products Corp. (232) 
Richmond Plumbing Fixtures (135) 
Scully Signal Co. (221, 230) 
Silent Automatic Products (233) 
Slant-Fin Radiator Corp. (115, 116) 
Wm. Steinen Mfg. Co. (128) 
Stewart-Hall Chemical Corp. (216) 
Stewart-Warner Heating & 
Airconditioning Div. 
Sundstrand Hydraulic Div, 
Sun Oil Co. 
Sun-Ray Burner Mfg. Corp. 
Taco Heaters, Inc. 
Thatcher Furnace Co. 
Time Saving Fills, Inc. 
Toridheet Div. 
V & E Products, Inc. 
Walker Mfg. & Sales Corp. 
Waterair Furnace Co. 
Watts Regulator Sales 
Co., Inc. 
Weatherall Engineers 
Webster Elec. Co. 
Weil-McLain Co. 
William Wallace Co. 
Williams Oil-O-Matic (261, 
Wolley Segap 
York-Shipley, Inc. 


(227) 
(270) 


(201) 
(259, 260) 
(235, 236) 
(251, 252) 
(117, 118) 
(247, 248) 

(254) 

(208) 

(137) 

(246) 

(146) 


211) 
(244) 
(243) 
(215) 
(258) 

262) 
(267) 
(249) 

















Servicemen 
on the tiring Line 


They're our first Line of Defense, 


says this department 


by Burton 


N°” LONG AGO a servicem 
ployed by an oil comy 
an area being pushed by natural 
competition was overheard telling 
competitor’s customer, “You 

buy from us. Your present oil is t 
ble. Look at this dirt and soot 


The customer changed suppl 
right. He now has a gas fired ur 
The serviceman had the best 
est of his company at heart. H 
proach, however, might be 
as somewhat negative 


Fortunately, a more positiv 
of thinking is beginning to tak« 
in the fueloil industry. A nat 
motional campaign is getting 
way and in many areas dk 
banding together to present 
front 


against competitive fuels 


true that smoke from inter 


competition sometimes obs 
battle lines, making it hard t 
blues from the greys, but in any 
a start has been made 

While a national campaign t 
oil as the ultimate in heating fu 
do much to help us recapture Ut! 
in new installations; we als 
concrete program to interest 
ent customers, Many Ol! 


ready for new burners 
One of our biggest guns in 
is that old conversation piec« 
relations. More dealers are 
to realize the tremendous pe 


*Mr. Mason is service manage 
vising 35 employees for a large New 
land distributor 
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perative? The answer is simple. Sur 
vival. 

inroads 
field. We 


Inute to main 


Natural gas has made deep 
into the automatic heating 
cannot afford for one m 
tain the attitude which proved so fatal 
to the coal industry 

While there is a definite reason oth 
than dealer attitude for the demise o 
etc.) 
there is no such excuse for the ad 
Both fuels 


equal stature, 


solid fuel (cleaner, automatic, 


vances being made by 


can prove advantages of 
Vl anager an 


and arguments for each run closely 


parallel. 
In all likelihood the gas industry has 


Viason 


progressed so rapidly because it’s noise- 
making machinery is much louder thai 
We can't deny racket 


being made by gas has put our feeble 


ours that the 


n tl vast army of Durner 
throughout the industry. Well 


1 


much to 


SeTV attempts to shame 


Natural gas promoters sought for 


sducation could d weak points in fueloil. Indications are 


ese men int powerful they found few if any in the fuel it 


relations force self. They struck pay dirt, however, 


important to remember one when they discovered fueloil 


dealers, who had been riding high on 


most 
t. Fueloil is best, no matter 
brand name 

fuels taken ad 
f the keen competition be 


They 


we have 


the post-war installation and building 


titive have boom, were taking new business for 


granted. Most dealer promotion was 
ndividual fueloil dealers aimed at trying to win away accounts 
ntinue 


| this break in our 


to do it until from their competitors in the oil field 


defenses While we have finally taken some 
have all actively 
le cal de ile 4 


1 have adopted anti-back-bi 


n we joined really concrete steps to build oil or 


rt of rganiza the national level, our slow progress 


locally bears out the gas industry's 
theory. 


‘ , 
we can then get to work 


one ot ur most 1m 


still 


seems, have 


The gas men found inothet 
Most buyers, it 


mers no real preference in fuels. This dis 
dealers eliminated such ques 


ussets, personal association rich vein 


ur cust 
covery resulted in a fabulous progran 


practices we would gain an designed to convince 


the public that 
They cr 


even had the 


idvantage. Competition would 


This 


entire in 


gas was the “modern fuel.” 
d to improving servic ated desire before they 
up-grade the product available. Human nature bi 
ing what it is, gas becam “have-t 


By the 


companies opened up any 


customer relations so im have-it’ item time the gas 


is a united front so im- new aré 





When competition can be limited to just improving service, 
the entire industry will be upgraded. Dealer promotions aimed 
at pirating business from other oilmen play into the hands 
of the competition and destroy growth. The serviceman has 
the greatest opportunity to make customers happy, and he 
should be educated to the important role he plays in the future 
of oilheating. He’s the man who by his attitudes and skills can 


convince each individual customer that “Oil Heat is Best.” 
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d potential customers standing 
contractors, when they 
pposition from prospective 
willingly took advantage of 
break offered by gas instal- 
ffectiveness of the program 
isily determined by a study 
iL & Ow HEAT’s annual re- 
unit sales for 1958. 
be true many gas users are 
they are stuck with it, es- 
when the price takes a new 
jump. But the gas people got such a 
strong start that we will feel the effects 
long time 
take a careful look we might 
to come up with some good 
ammunition in our counter-attack. 


For instance: Many people have a 


like for monopolies. They do 
gimentation. They insist on 


f choice 


No Freedom of Choice 


While tl 
natural gas distributors, most have 
listic holds 


yntrol the areas in which 


ere are many independent 
m the public in 


rate. Once a prospective buy- 
gns on the dotted line he gives up 
ruture 
And her 


itions program locally comes in. If 


choice of suppliers 
f is where a strong customer 
ustomer is put on a face-to-face 
lationship plane, and culti- 
friend, he will tend to stay 

ur product 
lo not under-cut all the work 
program will be doing to 
heat as best, through un- 
on against other oil deal- 
1d a good chance of not 
ning back new installation 
ut preserving the present 

hold 

in the local press and 
can keep the company 
Well-trained 


rsonnel can help build good 


re the public 


through proper telephone eti 

Oil drivers can encourage good 

ttitudes through careful driv 

utious tank-filling. The man 

nds out above all others as far 

\ortunity to build happy custom- 
ncerned is the serviceman. 


ude toward customers is just as 


important as mechanical know-how. 
As the company’s direct representa- 
tive he is in a position to build con 
fidence and respect. If he takes a per- 
sonal interest in maintaining each cus 
tomer’s heating plant as though it were 
his own he is in a good position to 
build a life-long oil user 

His very appearance and attitude 
should give the customer the feeling 
“here is a man who knows his busi- 
ness.’ A well-trained man enhances 
this attitude when, once on the job, 
he goes about it in a confident and 
workmanlike manner. 

The entire idea is based on the 
premise that once sold on the man and 
the company he represents the cus 
tomer will automatically take the serv- 
iceman’s word for it that “Oil heat is 
best.” 

The only possible way to get the 
full benefit of this potential is through 
constant and thorough education. It is 
not beyond reason to expect that to- 
day’s average serviceman could be de- 
veloped to the point where the return 
on our investment in him would 
ck wuble. 

The requisites include average in 
telligence, mechanical ability, neatness, 
willingness to truly serve and a real- 
ization that customer satisfaction is the 
very life blood of the industry. Some 
of the above traits we can find in al- 


most every serviceman. Others lie dor- 


mant and only need the benefit of 
training to bring them out 

Actually, our biggest problem is to 
overcome certain undesirable habits 
formed in the boom years following 


World War II 


servicemen found themselves in the 


In these hectic times 


role of gallant knights, dashing to the 
rescue of the distressed homeowner 
Most of them don’t realize it but things 
arent quite what they used to be 

No longer does Mr. Customer wait 
hours for service and gratefully thank 
the man when he finally arrives. No 
longer do customers flock to the ofhce 
waving one-hundred dollar bills. It’s 
been quite a while since there has been 
a waiting list for oilburners 

Our first job is to impress on out 
servicemen the really important part 
they play in the future of our indus 
try. We must show them the need 


for certain basic customer policies 
Education Program 


A few basic rules for an educational 
program include: 

1. Never condemn a competitor's 
product. This includes gas. A negative 
attitude breeds negative reaction 

2. Never condemn a customer's 
heating plant as being dangerous or 
worthless. Fueloil is safe heat. No one 
likes to be told his possessions are 
worthless 

3. Never criticize the work of the 
previous serviceman 

4. Never argue or contradict. It’s 
the customer's money. He can't be 
wrong 

5. Leave every job spotl 
unit, inside and out, 
pression of clean fuel 

6. Never change parts 
of a dollar. Excessive servics 
one of the gas industry's big weapons 

7. Always us 
setting fires. High efhciency breeds low 
fuel bills and happy 

These 


pounded tor year hey have been 


instruments when 


principles 
enlarged upon. TI nm modi 
fied To late they 
adopted universall) 

Why not give tl 


od sub 


ous thought? It might mak: 


ject matter for the next association 
meeting Yo u Aare voOnY ittend, 


arent you? 

















Oil tank being repaired for Whetton Oil Co., Needham, Mass., with a welded tank 
bottom. Very briefly the process consists of wire brushing the tank bottom, locating 
and welding the leaks, adding a new pre-rolled 12-gauge tank bottom which then 
is welded in place. Final step consists of air-testing the tank, after which the rebuilt 
tank is placed in stock and used when needed to replace a leaking tank. In practice, 
each time this is done, the old tank is itself rebuilt and inventory maintained. 


Consider rebuilt Tanks 


Whetton Oil exchanges a welded, double-bottom 
Rebuilt for Customer’s leaky oil Tank 


aa | AM MOST HAPPY to answer your 
request for additional informa 
tion about our rebuilt oil tank. We 
have felt for many years that not only 
is it a great “ace in the hole” for the 
company, but also a good answer to 
the high replacement cost for the cus 
tomer. We work in a market where th« 
new double bottom oil tank has been 
accepted by most oil companies but 
at least in our immediate area, they are 
not universally used. As near as I can 
pin it down, the cost of a new double 
bottom oil tank, completely installed 
is sold to the customer by most oil com 
panies who use them in this vicinity 
for about $90-$95. As most of us 
know, a certain segment of our cus 
tomers will use this high cost of replace 

ment as a legitimate excuse for consult 


ing the local gas company. It was be 
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cause of this that we initiated the re- 
built double bottom tank 12 years ago 

“We are 
have a fine welding shop, Quigley of 
Needham, Inc., 


town 


extremely fortunate to 
located right in this 
This company buys brand new 


12 gauge pre-rolled tank bottoms and 


stocks them in their shop for us. They 
are bought in two lengths—60” and 
66” in length. The first prerequisite 
is that the tank which leaks must be 
12 gauge. We must have a 12 gauge 
tank from the customer in order to give 
him one in return. By so doing, our 
stock is always replenished and we 
never run out of rebuilts. Each time 
we sell a new double bottom tank to 
a customer and get a 12 gauge tank 
in return, then we gain on the situ- 
ation. In practice we usually find that 


we have a pool of about ten tanks 


Our “Special Study’—April 1959 
issue, page 14—asked reporting deal- 
ers to tell us how they were working 
out on tank replacements or repairs 

One of the replies from Whetton 
Oil Co., 
in by John E. Newby, vice-president, 
reported 


Inc., Needham, Mass., sent 


“We use a rebuilt tank here. Have 
done over 900 jobs and only four have 
leaked.” 

That sounds like a pretty good rec 
ord in any league and a subsequent 
letter to Jack Newby and a visit to the 
welding shop which rebuilds the tanks 
for Whetton’s resulted in the detailed 


description which follows. 





turning over at all times 

“The second step is the inspection 
of the tank by the Quigley Company 
Most of the tanks that we get in are 
between five and seven years old. In 
turn, many of them have only a pin 
hole leak with the rest of the bottom 
sound. If the tank passes inspection as 
being worthy of rebuilding, Quigley 
goes ahead but if not, it is junked. If 
the tank should have a head leak, it 
is also discarded 

“The third phase is the welding of 
the existing hole or holes. Following 
this, a new 12 gauge bottom is welded 
over the original bottom creating the 
double bottom. 


Air Testing 


“The last step in the process is the 
air testing to insure against any leaks 
Once the tank has completed this test, 
it is returned to our stock for addi 
tional use. In almost every case, we 
repaint the tank before it goes into 
the customer's home. I can honestly 
say that if I did not know that the re- 
built existed, I could not tell the differ- 
ence between it and a new one. In 
fact, our rebuilts look better than many 
of our new ones because they have not 
been stored outside and are handled 
very carefully to prevent any surface 
scratches and the like 

“IT did a survey on 202 tank jobs 
during 1957. Of these tanks, 176 were 
less than seven years old, with the 
average age between five and seven. It 
became even more apparent to me at 

(Please turn to page 136) 
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Ettective burner Service 


Fawcett’s Approach insures more Satisfaction for Customer at less Cost to the Company 


by Bert Dunphy 


O* THE THEORY that oilburner 
servicemen are non-productive 
when they take time to report to the 
shop each morning to be assigned calls, 
Robert Fawcett & Son Co., Inc., Cam- 
Mass., 


come into the office. 


bridge, doesn’t allow them to 

Robert W. Faweett, president of the 
company, explains that his principal 
aim is to make oilburner service more 
effective for the customer and less 
In fact, the 
entire service operation of the Fawcett 


costly for the company. 


organization is geared to this two-fold 
purpose, always with the thought that 
neither objective should penalize the 
other 
Briefly 


distributor, which has been in the fuel- 


, the company is an old coal 


oil business for 20 years and now pro- 
vides fueloil and burner service to some 

In addi- 
tion, the firm does a 2 million gallon 
business in Nos. 5 and 6 oil, half a 


million gallons of gasoline, operates 


4,000 No, 2 oil customers 


two bulk plants for major oil compa- 
nies, owns and operates three small 
bulk storage plants and sells oilheating 
equipment 

The emphasis here will be Fawcett’s 
approach to the service policies which 
the company follows. For example, 
let's follow a service call from the time 
the customer telephones. 

The call is received by a well-trained 
and qualified girl who is able to talk 
intelligently to the customer and many 
times is able to avoid an unnecessary 
service call. Here Fawcett stresses the 
necessity to have a competent person 
for this work and points out the false 
economy of trying to save money by 
placing a less capable person in this 
spe rt 

A five-part snap-out service ticket is 
filled out—and note that this is the 
only time in the process when the cus- 
tomer’s name and address is written 
and the nature of the trouble is indi- 


If this should be a ““No Heat” 


cated 


call, it is so indicated by a rubber stamp 
in red across the face of the ticket. In 
addition the time the service call was 
received is stamped and the ticket is 
placed on a clip board. 

Each serviceman has a numbered 
row on the board and the calls are as- 
signed to the appropriate serviceman 
when they are clipped to the board 
The men are given only one call at a 
time, but there usually will be several 
waiting for each man. Not only does 
the board enable the service manager 
to see at a glance how many calls are 
“stacked up,” but it also is possible 
almost as quickly to tell exactly where 
every serviceman is and what he is 
doing. 

The servicemen start their day by 
calling the office, using the two-way 
radios in their cars. They get the first 
call and the ticket is time-stamped. 
Generally speaking the men are kept 
in their own immediate zones, but they 
can be shifted if necessary. 

An interesting point about Faw- 
cett’s radio set-up is that only the serv- 
ice cars are so equipped. However, the 
installation serves double duty because 
each time a serviceman passes or sees 
a Fawcett fueloil truck, he calls the 
office. Then if there is any reason to 
communicate with the fueloil truck 
driver, the office can do so. Actually, 
all fueloil deliveries are made as auto- 
matically as possible, but getting dou- 
ble-duty from the service car radios 
enables the company to handle the 
inevitable emergency or run-out calls. 

The serviceman calls in again when 
he arrives at the house and the service 
ticket again is time-stamped. When he 
finishes the call, he reports in once 
more, gives a report of the work he 
has done and lists the parts used. The 
information goes on the ticket, which 
now is ready for billing 

During the entire service call, how- 
ever, note that a running history of the 
call was being tabulated. The call was 
received and time-stamped, the call 


Was assigned to a serviceman and time 


Robert W. Fawcett, president Robert W. 
Fawcett & Son Co., Cambridge, Mass. 
He also is current president, Independ- 
ent Oil Men's Association of New Eng- 
land and from 1956 to 1958 he headed 
the Better Home Heat Council. 


stamped, the man arrived at the cus 
tomer’s home and reported to the office 

another time stamp. When he com 
pleted the call, he again radioed the 
office and the ticket was time-stamped 
for the last time. 

But, Fawcett now has a complete 
record of the call, the time that elapsed 
from the time received to the time 
completed, a description of the work 
done and the parts used. More impor 
tantly, though, the company has been 
in frequent touch with the serviceman 
and has been able to tell almost exactly 
where he was every minute 

Incidentally, Fawcett has a rather 
liberal policy when it comes to coffee 
breaks for the servicemen; he lets them 
take as many as they feel they need 
He reasons that this is easier than pr dic 
ing more rigid regulations and it’s help 
ful in contributing to a better esprit 
de corps 

Now, let's see what happens to the 
five parts of the service ticket 

One copy goes to the parts depart 


ment, where an assistant service man 
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... . Effective burner Service 


New 1959 radio-equipped Plymouth just purchased to be used as a service vehicle. 
Fawcett favors these unmarked cars for service work. John Kelley is the service- 
man to whom this car has been assigned. He spends littie time in the shop; he's 
assigned service calls by radio, he mails in time cards and efficiency reports on 
clean-ups which he does. Practically all other communication with office is by radio. 


ager works part time at replacing the less otherwise indicated, the letter went 
parts listed on the ticket as used on 
the call. 


which are placed parts drawn from 


customer automatically would 


Each man has a bin, int be | 1 $2.45 a month or $29.40 an- 


nually for a service contract with 


stock to replenish the inventory main parts 


tained in each serviceman’s car. The Before the letter, 10% of the cus 


cost of the parts 1s m ted on the tick tomers had service contracts: after the 


from which the auditor figures the letter, 30% had them. The contract 


job cost and works out the cost of parts is self-renewing. Customers are billed 


for contract customers and th in monthly by the use of numbered cer 


spent on these calls tificates in the ledge randa single total 


The servicemen are called to the of posted in the sales journal 


fice by the radio dispatcher to pick up T} 


I I 


fifth copy of the ticket is used 
parts when enough have accumulated payroll record for the servicemen 


to make the trip worth while umulating the day’s tickets for 


ne. The men mail in their time 


Record are checked 


Permanent service 


very day and these 
Another 


course, goes to the billing department 


copy of the ticket, of igainst the tickets 


it are the men paid? Class “ 


for permanent file and one copy filed men receive $2.25 an hour 


in the service department becomes pi call or $4.70 per clean-up, 


of a permanent service record - th whichever is greater. The rates vary 


customer, classification in which each 


A fourth copy of the tick n is placed. The “A” men are all 


though not necessarily in this ord service experts, top-rated 


is for the customer to be included in la * men are those who are not 


the monthly statement. Price tickets efh it or more of the 


are sent to Protect-O-Plan—service isite - the higher classification: 


contract—customers, marked “Paid. men do burner overhauls, 


This is done as a reminder of work per following company specifications 


formed and it also informs the hu: hey know how to install oilburners 


band, who most times is at work, that make burner efficiency tests, but 


a Fawcett man had taken care of a not yet considered competent for 


service complaint. . higher rating 
changed, 


A few years ago Fawcett decided t classifications can by 


get as many of his customers on service f course, and men can be up-graded 
contract as possible and wrote a letter own-graded as conditions warrant 


explaining the proposition to each. Un ervice manager makes these deci- 
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sions and they are reviewed quarterly 
Down-grading typically results from a 
man’s indifferent attitude, slovenly 
appearance or discourtesy, rarely be 
cause of technical incompetence. As 
Fawcett explalins it, “If he’s not tech 
nically capable of doing good burner 
service work, we wouldn't hire him in 
the first plac e- 

To wrap-up our discussion of the 
five-part service ticket, here are some 
of the things it does: 

1. It times each service call. 


~ 


2. Provides an audit record for the 


parts and accounting depart 


ments. 

Acts as an invoice for the cus 
tomer. 

One part becomes a permanent 
service record 

Provides a record for the billing 
department. 


Furnishes information for pay 
roll records and preparation 
There are other benefits, of course, 


some intangible, but all contributing 


to more efficient burner service. 


Note an interesting thing about the 


Miss Ruth Mudge, assistant service man- 
ager at Fawcett's, left, takes a tele- 
phone call, while John Fiynn, service 
manager, right, examines a_ service 
ticket. On the board service tickets are 
“stacked up," waiting for the service- 
men to check in by two-way radio. This 
picture was taken on a mild Spring day; 
there's not much activity. But the board 
serves a very useful purpose in enabling 
each call to be assigned at once to a 
serviceman and also enabling Miss 
Mudge or Flynn to determine at-a-glance 
the status of each. The tickets at the 
top of the board are being handled by 
servicemen; the others move up as each 
call is reported completed. 
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ROBERT FAWCETT & SON CO., INC. 
and Associates 


Bleachery Coal & Oli Co. TW 58-0240 360 Portiand St. 


Davis Fuet ¢ oO 2-2 CAMBRIDGE 
KI 71-2360 


For Office 
Use Onty 


LABOR CHARGE 


PARTS USED 


TOTAL s 


Ne other bill will be seat 


This Is Your Invoice 


Face of the five-part service ticket used 
by Fawcett to record a service call 
when it is received and then process it 
all the way. When the call is received 
and the name and address written, each 
ticket is “stacked up" on a board un- 
der the serviceman's number to which 
it is to be assigned. One copy of the 
ticket—after the call has been com- 
pleted—goes to the bookkeeping de- 
partment where it becomes a perma- 
nent record; another copy is mailed to 
the customer as an invoice; a third copy 
goes to the parts department to be 
used for restocking the serviceman's 
car and ordering new parts; the fourth 
copy becomes a permanent service rec- 
ord of the customer; the fifth part be- 
comes part of the radio log after going 
through the payroll department. 


It is only after the call has 
mpleted and the processing of 
ticket has started than any 

ws whether the customer is on 
or not. Each and every call 
in exactly the same way; 
which gets any priority is 

heat” call. All others are 

d and taken care of in order, 
the call comes from an old or 
istomer. In fact, except for some 
rs known personally, nobody 
ll from the service ticket anything 
that a customer needs service 

tt buys new Fords, Chevro 
Plymouths for his servicemen 

years for about $2,000 

driven about 20,000 miles a 

The cars are stock models, which 

the man is allowed to drive for per 


1 
SOonaj USE 


To do this he pays the com 


pany $325 a year, plus 25% of the 
gasoline the car uses. Fawcett figures 
that this reduces the price by about 
$375. 

The cars are unmarked and this is 
done with a definite purpose in mind 
Faweett is of the opinion that perhaps 
it’s just as well not to advertise with 
a panel truck or other commercial ve 
hicle that somebody is having trouble 


And, if 


should be a difficult installation which 


with his oilburner there 
requires frequent calls, it’s even better 
if the serviceman’s presence is as un 
obtrusive as possibk 

Fawcett also operates two panel 
trucks, heavily stocked with parts and 
these vehicles are used for business 
only, but garaged at the homes of the 
men who drive them, One advantage 
is an available source of needed emer 
gency parts at night and week-ends 
The trucks also are radio-equipped 

At Faweett’s the emphasis is very 
much on continued training for the 
servicemen. It was carefully explained 
that the men are expected to attend 
schools as designated by the company 
this includes the training classes con 
ducted by the Oil Heat Institute of 
New England. And, on April 7 the 
company began its own series of in 


structions, to run one afternoon a 


week fi r seven wee ks The classes take 


place from 2 to 5 P.M., with company 


personnel doing most of the teaching 
In addition, manufacturers have agreed 
to send representatives to discuss serv 
ice aspects of their products 

This is but a brief look at Faweett’s 
burner service organiztaion, just one 
phase of an obviously well managed 
company. You might call it a cus 
tomer-conscious company; at least the 
impression one has after a visit is that 
in general everyone is quite aware of 
the importance of the customer and 
the contribution his continuing satis 
faction makes to the success of the 
company. 

A bit of Bob Faweett’s philosophy, 
specifically referring to the service de 
partment, perhaps better explains this 
attitude. He has said, * 


can methods are no longer possible. It 


Catch-as-catch 


is necessary now for oilheating dealers 
to know their costs and streamline their 
operations. We have to perform super 
service and establish a reputation for 
Much of your success 
They must be 
clean and happy, they must be efhcient 


our service 


depends on your men 


and they must know their business 
It's up to you to tell them the facts 
that their jobs as well as your own 


depend on their ability and good will.” 


H. H. Ragle, petroleum marketing consultant, left, confers with Alfred Scott, Faw- 
cett's general manager. Ragle was making one of his regular visits to check account- 
ing and office procedures and set up ways and means to improve operating efficiency. 





How Sparky tests stack Controls 


“W orld’s Best Serviceman” 


by John W. Schulz 


pacll ieee ARTICLE about stack con 
trols is all right,” said Sparky, 
the world’s best oilburner serviceman, 
in a note he wrote me after he read the 
March, 1959 issue of FUELOIL & On 
HEAT 

The article explained that oil-soaked 
fireboxes, which have proved to be a 
worry to certain retail-level oilheat 
ing and fueloil executives, are the re 
sult of ignition failure plus failure of 
a control installed to stop a burnet 
“on sa ety “i 

Continuing his note, Sparky said 
“That article is all right, that is. as far 
as it goes. It teaches an arm-chair ex 
ecutive the most important function of 
a stack control, which is to turn off a 
burner after a start-up that does not 
include light-off of the oil sprayed in 
to the firebox 


Help for Newcomers 


“The article should also hel; new 
comers to oilburner installation and 
service work,” Sparky’s note went on 
“T mean men who have worked on oil 
burners only five or ten years 

“Now that you have covered the 
simple stuff on stack controls and serv 
icing them,” his note concluded, “you 
just come and spend a day with me 
and I'll give you a few thousand, high 
ly practical points I developed as the 


1 


result of my vast experiences in the 
burner field.” 

Such a note from Sparky was not 
surprising. He takes seriously his title 
of “The Best Oilburner Serviceman in 
the World,” having forgotten by now 
he conferred this on himself 

He always says there ha 
best serviceman in the world, 
just happens to be him th 
never met a serviceman wh 
half as much about oilburners 
does and that, though he’s taken 
every burner examination he possibly 
could, it’s not in his nature to obtain 
a mark of less than 100€%. 


In making the last assertior 
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. . .. Sparky on Controls 


ways adds that he obtains the 100% 
marks after taking good examinations, 
which were prepared by good men 
who know half as much about servic 
ng oilburners as he does 

As I wanted Sparky’s few thousand, 


highly practical points on servicing 


t 


stack controls, soon after receiving his 
letter I arrived at the airport near his 
home town, bright and early one morn 
After I had finished my break 
[ had to wait until Sparky had 
onsuming his usual break 
which by now I knew well, in 
luding two orders of bacon and eggs. 
ind four cups of coffee 
While I waited, he had me look at 
his improved version of an illustration 
from the stack-control article of the 
March issue 
Slamming down his coffee cup on 
the table to 
Sparky 


one could have put this photograph in 


hammer home his point, 


snorted, “I don’t see how any 


tur Magazine without explaining a 
big point that came to my mind the 
instant I looked at this picture. That 
is, an easy way to check the trial-for 
ignition timing of this particular stack 

yntrol, and other similar models, is to 
prevent the motor-starting relay from 
snapping in by blocking it open. For 
this you use a wad of paper, or a little 
book of paper matches.” 

After 


so that it can’t snap in, Sparky 


you block the motor-starting 


n, you give the stack control an 
il go-ahead system to start the 
At the same instant, you start 
ng the timing using the second 
f your watch. Line voltage is on 
stack control, and its thermostat 
t is closed. Therefore the solenoid 
f the motor-starting relay is hum 
and trying to snap in this relay, 
you blocked open 
humming of the solenoid coil 
low-voltage current is passing 


1 


h it. Such current also is passing 


1 


ugh the heating element 
In about 90 seconds, if the usual and 
ndard trial-for-ignition timing is be 


ised, the control should snap off 


knows Dozens of Tricks for testing smokepipe Controls 


The advantage of using this method 
for testing the start-up safety timing 
(on controls susceptible to use of this 
method), Sparky asserted with pride, 
is that it’s fast, neat, and convenient 

“Using my block-the-relay method,” 
he explained, “a serviceman doesn't 
need a single tool to test the safety 
timing not even a screwdriver. He 
doesn’t even have to disconnect a wire 
Therefore there's no chance of his con- 
necting up poorly or wrongly again 

A basement Lecture 

“An offshoot of this idea is to hold 
a motor-starting relay out by hand, if 
you can’t easily block it open with a 
wad of paper or something,” Sparky 
went on. “But in the cases of certain 
motor-starting relays found in certain 
stock controls, that’s for experts only 
An inexperienced man can nudge out 
of place the movable part of a relay, 
or otherwise get the stack-control panel 
into trouble. Not to mention that he 
can blunder his way into getting a 
good whack of a line-voltage shock by 
touching a wire, terminal, or relay part 
that’s live with 110-volt electricity.” 

We left the airport cafeteria, hav 
ing finished our breakfasts, and in a 
tew minutes were in the basement of 
one of Sparky's service customers, 
where he demonstrated to me the ideas 
he had been explaining 

“You make good notes on every 
thing I tell you,” the world’s best serv 
iceman ordered me 

Obediently, I made complete notes 
on what came next, as we stood in the 
basement eyeing an oilfired boiler. This 
turned out to be a short talk on the 
use of combustion-testing instruments 
in connection with the misbehavior of 
stack controls 

“Any serviceman who goes out on 
service calls without a complete set ol 
combustion-testing instruments is a 
dope and a nincompoop!” Sparky 
started out explosively. “Going out 
without equipment to check on volts 
and amperes is just as bad! 
control 


“Running down | stack 
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Sparky says, “The easy way to check the trial-for-ignition period of this particular 

stack control, and other similar models, is to prevent the motor-starting relay from 

snapping in by blocking it open. For this you use a wad of paper, or a little book 
of paper matches." 


trouble, on many jobs the first thing 
to do is check the stack temperature, 
to find out if it is unusually low or un 
usually high. For that, you need your 
stack thermometer. 

“Find « 


varying greatly because the job lacks 


ut if the smokepipe draft is 


a smokepipe draft control of good de- 
sign and sufficient size. Varying smoke- 
pipe draft that becomes exceedingly 
when the 


high, on coldest days 


chimney becomes especially hot, can 
cause a drop in stack temperature after 
a burner runs a while. That can cause 
i stack control to stop a burner that’s 
running properly 

“On some installations,” the world’s 
oilburners 


mastermind at servicing 


yntinued, “the heat-sensitive ele 
ments of stack controls, located in 
smokepipes, become coated with soot 
very few months to such a degree that 
hese elements are not cleaned, the 
ontrols work slowly on start 
d the burners stop “on safety 

1d need manual re-starting 
“On those jobs,” he went on, “the 
upped and well-informed serv 
uses his COe analyzer and 
hecking instruments to get the 
full story 


sm k 
of the combustion. Good in 


stallations, which have no trouble as 


far as stack controls dirtying up are 
concerned, can give CQOe2 readings 
above 90%, while giving combustion 


so clean and complete that their smoke- 


instrument readings are No. 2 or No 
1 


I asked Sparky to list for me, and 
tc demonstrate on this actual installa- 
tion, all the ways he could think of 
for testing and timing the all-impor- 
tant trial-for-ignition period. I also 
wanted the principal advantages and 
disadvantages of each of his methods 
for testing 

Sparky’s methods for checking the 
trial-for-ignition period of stack con 
trols, and of primary controls in gen 
eral: 


Method | 


motor from running, while you test 


Prevent the burner 


and time the start-up safety timing, by 
removing the live wire to the burner 
motor from its terminal in the stack 
control. If the stack control's line-volt- 
age terminals are marked by numbers, 
remove the wire from its terminal 
number three 

Fast and simple, especially if you 
have the cover removed from the con 
trol anyhow to observe what goes on 
inside the control, this method can be 


used for all makes and models of stack 


controls and other types of primary 


controls, therefore is the favorite 


method of most servicemen 
Method 2 


not wanting to touch or budge the 


If you have reason for 


stack control (you may be afaid that 
nudging it, even removing its cover, 
may unstick parts in it that sometimes 
give trouble by sticking), prevent the 
burner motor from starting by discon- 
necting the live motor-feed wire in the 
terminal box or junction box of the 
motor itself, 


Method 3 


mits this, block open its motor-starting 


If the stack control per 
relay in the fashion described by 
Sparky earlier in this article. The ad 
vantage of this method was explained 

it avoids disconnecting a wire 

Method 4 Hold open the motor 
starting relay by hand, if (a) you don’t 
find this tedious, (b) you won't put 
the relay out of whack by shifting the 
position of its armature and contacts, 
and (c) you won't blunder and give 
yourself a line-voltage shock 


Method 5 


valve in the line to the nozzle from 


Prevent a solenoid oil 


opening by disconnecting one of its 
wires 
Method 6 


remove the stack control 


If you can do this easily, 
from the 
smokepipe, so that its heat-sensitive 
element will not be affected by smoke 
pipe heat (certain stack controls must 
not be tipped or slanted when out of 
smokepipes for such testing as this), 
then start the burner and test the 
safety timing 


Simulated Failures 


Sparky told me about one service 
man he knows, who used to try to be 
exceedingly realistic, and actually 
simulated failure of the ignition sys 
tem, as his method for timing a stack 
control's trial-for-ignition period 

This man would unhook a high 
tension cable of the 


inition system, 


or short-circuit the electrodes, which 
ever was easier, so that atomized oil 
coming from the nozzle would not bh 
lighted by 


a spark when he starte 


up the burner to test the trial-for 
ignition timing 


“That 


what would happen following a start 


revealed t him precisely 


up of the burner motor with the igni 


tion system not working,” Sparky ad 
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Carh af the 2 Read Casal meatere at thic 


. + + + Sparky on Controls 


mitted, “but it had its disadvantag of years old, trying to lift it 


S \ 
¢ ] 


“First disadvantage: For 90 s¢ ff its valve. After a few years of use, 
onds, atomized fueloil, not burned i coil may sort of cement itself 
went into the firebox. Later during t parts its in contact with, be- 
normal start-up that included firing tuse in normal operation the coil is 
the accumulated oi! in the firebox had warm or hot. With a coil stuck in 
to be burned up, and this led to smok trying to remove it may damage 
and other complications t with the result that you have to r 

“Second disadvantage, which by l t 
the-way caused the serviceman to st hav | to keep a 
using this method for testing stacl | valve closed to permit you t 
controls and other primary contr trols,’ Sparky wound up on 
Atomized fueloil being sprayed int mplish your objec 
firebox could be ignited, after it without am ice of 
been going in for a minute o1 ng the solen mply by 
firebrick still hot from a previous oil ting one of tl vires that 
burner ‘on’ period, but not hot to the valv 
to ignite this sprayed-in ft Aft cussions zens and 
promptly, The last time this m : f points about stack controls 
this method for testing controls, | t ! ther primary cont: hich in 
quite a ‘bang’ out of it! isands of words that can't 

Finding a brand-new solenoid vals r here | use of f spa 
on an installation, Sparky ! Spar 11 came uy th these ideas 
iceman may use it to help him test for met think they are facing con 
time the trial-for-ignition period of trol trouble that shut urners 
primary control int rily 

“Using this idea,” the world’s best Fir nt blame the stack ntrol 
serviceman continued, “you simply 1 r primary ‘trol at the droy 
move one screw from the top of | ntrol n shutting 
solenoid valve, then lift up and r burner propet vhen the 
the electrical coil from the vals irner 1 ls shutting off 

“But I don’t like to use this m S n ure the | voltage t 
because I've ruined a solenoid rtain low-volt s not caus 





Sparky says to measure the line voltage to make certain low-voltage is not causing 
stack contro! trouble. This is one of seven ideas for men servicing controls. 
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ing the trouble, If low-voltage at cer 
tain times of the day is causing the 
trouble, you may need the use of a 
voltage recorder to diagnose the 
trouble properly. 

Third, for an installation which has 
a stack control, don’t fail to measure 
the flue-gas or stack temperature at the 
location of this control 


Fourth, double-check the burner’s 
ignition system, to make certain it pr 

vides ultra-dependable ignition for 
start-up, double-check i 


Don't fail to obtain and follow 


each then t 
again 


to the letter the burner manufacturer's 


instructions for adjusting the spark 
points 

Fifth. use combustion-testing instru 
ments to make certain the flame 1s 
healthy. clean-burning, stable, and et 
ficient. Use a COsz analyzer, a stack 
thermometer, a draft gag and a 
smoke-checking instrument. Trouble 
that you are tending to blame on a 


stack control, or other primary control 


panel, can be caused by need to re 

place a defective or dirty atomizing 

nozzle, by a firebox of poor design or 
ndition, by greatly varying smok 


pipe draft (need for a new draft regu 
; 


itor of ample size), or by a flame 
that’s of low temperatur r that’s 
simply smoky 

Sixth, consider trying out a new 
stack control, temporarily and just for 
try, on an installation that keeps on 


shutting off “on safety A new con 


trol, which is livelier in action and 
ore modern than the old control, 
may end the trouble. If it doesn’t, you 
may learn the old control is not re 
sponsible for the troubles you have 
been trying to end 
Seventh, don’t condemn quickly 


new or old stack control. Don’t quick 
ly send back to its manufacturer a new 
stack control, just because that’s easy 
during the period the control is guar 
inteed 


] 


out control 


the stack 


defective 


Instead, try 
you believe may be in a 
furnace or boiler in your own shop or 
own home. Try it out on an installation 
which provides combustion, draft, and 
stack temperature which you know are 
usual or excellent for control action, 
and which does not penalize a good 
control and make it behave as though 
it were troublesome. 
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Each of the 8 Red Seal meters at this 
big terminal can load 650 gal. per min. 


yy frszadi ls 


Dual meters solve 
problems of handling 
two fuels with one 
1500-gallon truck. 


from big terminal in Kansas... to tank truck in Wisconsin 


'3-DIMENSIONAL ACCURACY 


is the all-important factor in selecting meters 


Imagine 20 million gallons of gasoline billed through in your meters. Look for (1) accuracy at the most 


just one meter in one vear! You're looking at it in frequent flow rate (most meters can do this); (2) 


the photo above. And this is not unusual... a busy accuracy that’s steady over a wide flow range (this 
meter handles more than vou think is harder to find) and (3) accuracy that’s sustained 
It’s a powerful reason why accuracy is the one most over many years... accuracy that doesn't drift every 
important criterion in buying meters. This goes for time you turn your back (Neptune has it 


loading-rack meters and tank truck meters both _— ; 
oar Neptune's fine reputation and leadership is based 
Aceuracy is far more important than a cheaper price , 
‘ j ‘ea st) on true three-dimensional accuracy. Make your own 
tag or lower loss of head, for instance. Think how 
: ; tests over the vears. Ask your neighbors, or ask youn 
much profit your own meters, big or little, could trial 
, ae Rat : Neptune representative for evidence 
lose if accuracy slipped even a fraction of a percent. 


Make sure you get true three-dimensional accuracy Neptune’s accuracy is something you can bank on. 


NEPTUNE METER COMPANY 19 West 50th Street, New York 20, N.Y nep ne 


for a better / measure of profit 





With Fifty Candles on its Cake, 


Webster Electric still diversifies 


M AGNETOS, hifi, sound, — ele 
tronics, oil heat units, hydrau 
lics . . . that seemingly incongruous 
medley has spelled success in the 5 
year history of Webster Electric Com 
pany, Racine, Wisconsin 

Observing its golden anniversary 


in | roud 


this year, Webster Electric 
ly look back at keeping up with (of 
ten ahead of) the times in its develo] 
ment from a two man magneto sho] 
in Tiffin, Ohio, to a national leader in 
each of its four manufacturing div! 
S1IoOns 

Diversification is an old story 
Webster 

The trade name, “Teletalk™ a 
intercom system is almost as much a 
business term as Jello is a household 
word. “Ekotape™ vies with the nation’s 
leading manufacturers of tape re 


ers. The nation’s field houses 


The men 
who built 
and are 
building 
Webster 


Kleckner 


crac ks echo 
from Webster amplifiers and speakers 


toriums, ra with sound 
Thousands hear their favorite records 
with Webster cartridges 

Webster 


and pickups 
r technicians are leaders in the 
Id of stereo. Many of the na 
manufacturers of oil heat equip 
cify “Webster transformers 
pumps.” Almost every big 
indus 


f Web 


actor, truck or heavy 
juipment has made us 
famous hydraulic units 


there are things yet to come 


telephone intercom; liquid 


ntrols; timers; pilot relays 


vutomation controls; time 
stems 
one-room shop in Ohi 
231,000 square feet in Ra- 
ine and its wholly owned subsidiaries 
in Frankfort, Ky.. Kansas City. Mo.. 

el non, Ky 

losely held corporation, Webster 

ided by David J. Munroe, former 
er for Sperry Gyroscope 


t engine 


Munroe is a stickler for quality 


back up 


laims 


es out of his way to 
mpany’s conservativi 
perfectly willing to send a man 
ur Racine plant all the way to 


make YOOC 


ruarantee on a nine dollar pump.’ 


rnia, if necessary, t 
juality philosophy doesn’t pre 
ompany from being com 
fractions of pennies 1n all 
sified fields 
1 by Towner K. Webster in 
mpany started out as one 
uppliers of magnetos for single 
r farm engines. In 1913, Web 
A. “Art” Loeb, a $15-a 
to find a site centrally 
farm engine manutac 


Thus th 


Wenzell 


Diversification started early in the 
1920's when it became obvious that the 
low tension magneto was becoming 
obsolete. Li wical steps were to electric 
transformers and later to electric sound 
equipment . . . amplifiers and speakers 

Loeb had worked his way up to the 
presidency of Webster by the middle 
twenties and directed its operation un 
til poor health curtailed his activities 
in 1952. 

Then A. C. Kleckner, present chair 
man of the board took the reins 
Kleckner was another example of 
“boot straps” success. He had started 
with Webster as an assembler at 30¢ 
an hour and had toured the state fairs 
with Loeb demonstrating magnetos in 
the early days 

Preston G. Crewe, another pioneer 
of the company, took over the presi 
dency from 1952 to 1956, and left his 
mark of further success for the com 
pany. When Munroe become presi 
dent, Crewe took the post of vice 
chairman of the board 

Under Loeb, the company found 
more diversification. He and his ass 
ciates foresaw the future values to in 
lustry of a quality line of time and 
step-saving voice intercommunications 
that would enable all divisions of of 
fices and factories to contact each other 
directly by a mere flick of a switch 
*Teletalk” was born, Webster is now 
the world’s leader in intercom manu 
facture 

Under Kleckner and Crewe, further 
diversification branched off of the Tek 
talk line. Paging systems; school musi 
Consoles (piped to every room) ; Con 
solettes, a smaller version of the Con 
sole for more limited areas; portable 
Com-ettes, small high-powered inter 
com units designed especially for 
homes, farms, and small businesses 

In the middle 1920°s, the company 
to pa 4()) 


1 t 1 
(Flease turn 


McAlvay Anderson 





THE MOORE OIL 
co. modernized 
its bookkeeping 
department with 
a National System 


A. G. ANDERSON, Office 
Manager, Moore Oil Co. 


“Our Clalional System 
saves us ‘800 a year... 


pays for itself every 18 months!”’—Moore oil Co., Milwaukee, Wisconsin 


‘“‘We replaced our old hand-posting 
system with a National Desk Model 
Bookkeeping Machine,” writes A. G. 
Anderson, Office Manager, Moore Oil 
Co. “Almost immediately, National’s 
money-saving benefits became appar- 
ent 

“Our National System modernized 
our bookkeeping department into one 
continuous highly automatic operation. 
Now, our degree day cards, ledger, 
sales journals, and customers’ state- 
ments are all processed at the same 
time 

“No longer do we encounter run-outs 

a sure step towards customer ill-will. 


We can now guarantee our customers 
against running out of oil—and adver- 
tise this fact—thanks to our invaluable 
National System. 

“The National System will enable 
any oil distributor to increase his profits 
and efficiency. It did for us. In fact, our 
National System saves us $800.00 a vear 
... pays for itself every 18 months!” 


ye ee 


Office Manager 
Moore Oil Co 


THE NATIONAL CASH REGISTER COMPANY, vayton 9, ohio 


1039 OFFICES IN 121 COUNTRIES ¢ 75 YEARS OF HELPING BUSINESS SAVE MONEY 


EMPLOYEES can now process records 
swiftly, efficiently and accurately 


Your oil business, too, can benefit from 
the time- and money-saving features of 
a National System. Nationals pay for 
themselves quickly 
through savings, then 
continue to return a 
regular yearly profit 
National's world-wid: ies 
service organization YEARS 
will protect this profit 198 


o Wie 
Wiétaonal 


=o 


*TRADE MARK REG. U.S. PAT. OFF. 


ACCOUNTING MACHINES 
ADDING MACHINES + CASH REGISTERS 
wor paper (No Carson Required) 
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Honeywell launches three Promotions 
to help sell Heating, Airconditioning 
i vom MAJOR new promotior! 

programs announced | Min: 


apolis Honeywell Regulat 


resent an expansion I 





increase industry-wide sak 

and airconditioning « 
Details o 

closed by 

W ils: 


Leading roles in Honeywell's new movie, 
“Mother knows best,"" are played by 
professional actors, including Jane Dar- 
well (center). She plays a crotchety 
mother-in-law who "knows best" about 
everything, including airconditioning. 


new pr Wilson 


grams includ 

1. An advertising 
gram to promote the 
heating systems in the An 

2. A newspaper advert 
paign in 30 key citi 


sales of airconditioning 


*s } | ee mtortable day ag 
Mers hottest days t Drover d lers in \ ich : ; 
2 ‘ , I In each city Th 


A long-range educati : 
ttered a free listing 1 


gram to acquaint the nation us til f he | weath in thei “one 
; well advertisement and wu 


wives with the advantag ; 
to insert their own ads 
year-round airconditioning 
Honeywell's third 
ly’s Climate Is di 
11 1 
millions o 
irry forward 


round a new 


V/ oF € “ c defini 
' a Vinut 
EYWEI! vhich Honeywell | 
HOTTEST Ali iWWUUdill i 1 and a new 12 


. tellls women about the benefits of an 

PROMOTION iN YEARS | ; ~ ' . , nditi a 
P be ag - “: The movie is called “Mother knows 
Honeywell s new a! 8-furnace @-z0ne heating i z i ene ss Primary Ee of th : . 


“ ' sy sales, helps you beat the 
price squee » vol the jump on competition! - 
* Y y\ 


organized 

who already have establish 

reaching large consumer g 

the film will be availabl 

sales basis to anyone in the industry 

Prints can be secured on loan from 
each of 29 Honeywell Training Aid 
Stations throughout the country 
Either trade groups or manufacturers 
can add a trailer to the film to carry 


H. D. Bissell, Honeywell vice-president in charge of advertising and sales pro- their own advertising message, if they 
motion in front of an enlargement of an announcement about the national program 
to sell the concept of two-furnace two-zone heating to the nation's homeowners. 


May 
- 1959 


SO desire 











BIENNIAL 
Eastern EXPOSITION 


REGIONAL MANAGEMENT AND 
OPERATIONS CLINIC 
CONDUCTED BY 0 
OIL HEAT INSTITUTE of AMERICA 





All subjects of interest to members of the 
industry are covered by a panel of 16 ex- 


perts — each an authority in his field. The 
clinic is held at the Hotel Sheraton Plaza, 
Boston, 
WEDNESDAY, JUNE 3 — “OPERATIONS” 
THURSDAY, JUNE 4 — ‘“‘SALES”’ 


JUNE 2-3-4-5- 1959 


STATLER HILTON HOTEL - BOSTON 


Sponsored by OIL HEAT INSTITUTE of N.E. — 839 Beacon St., Boston, Mass. 
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Stamford. Conn. 


OILHEATING MARKET REPORT 


YREENWICH, Stamford an rwal 2 ft reenwich sectior 

J Conn., are the largest ci n t 1 at th I oO tudy at a winter 
oilheating market located in tl § at Based upon a 
ern tip of the state, which nstitutes < tu hea t f 140,000 Btu per gal 
part of Fairfield County, and which is t DT ts per tl >quivalent price is thus 
basis for this report fueloil 


I allon 


Home Heating Characteristics rently, witl + off for larger tanks. At 


From estimates by the local fue — 

keters for 1957 which we believe 

accurate central heating usaves 
Fueloil Distribution 


and two family homes only) With tl 


area, by fuels, line up as foll« 
issistanc 
I total vol 
Fuel ist tion f 2 fueloil residential heat 
Coal i 2,150,000 gallons; the additional 
Gas Fe " int for small commercial and small 
Oil 198 urtment usage at 9,200,000 gallons. This 
Other 437 ve al. for this grade. of 71.350.000 
ga The total marketed volume of kero- 
Total ' sent r No. 1 fueloil, should run about 
gall ll 


ns annually 
Non-centrally heated one ¢ tw i ) of the oil marketers, 


ily homes are estimated at n thi i ver two-thirds (67.4%) of the 
type of heating installation, however, it ill quantity is supplied to the area by 
appears that each fuel’s share of total usag ma " the remainder, of 
differs considerably, with gas being brought in by large inde 
tie-ing with oil in acceptance dent wholesale suppliers 
lations are estimated at 5.9% he independent fueloil dealers handle, 
oil, 47.4%; “other fuels,” 1 tf total y far, the principal share of the retail 
usage here t tion, or 8.6%. The major suppliers 
In addition to the oilfired 1 Jential lo 10% of the direct-to-consumer business 


companies 


central heat ng systems, there are nother ind tli large independent wholesalers a 
2,793 domestic-type burners utilizing small balance of 4% 


} 


2 fueloil in small apartments and smal larg I of the independent mar 
commercial establishments——or a total « ter i ll, or art, of their 
35.991 centrally-installed oilburners i I uelo guiremet “und he fill,”’ load- 
market area j ympany 
The 
Competitive Fuels and Costs small 
As indicated by the instal 
mates, coal is now in but 
residential heating purposes 
the variety that is primarily sold i t y 
prices between $28 and $30 per t 4 ting it a little bet in 85% 
ordinary Btu content of the sizes lled 
firing runs about 14,000 Btu pet 
which figures to the equivalent of 10<¢ gnals is also read h nearly 
10.7¢ per therm in cost tanks 
Natural gas service for hot 
predominant in the area al 
mixed gas is still supplied 
extent in a few localities 
Service is provided in this 
utilitiesthe Greenwich Gas Cor 
fuel of 1,020 Btu content per 
and the Connecticut Power C 
1.000 Bru per cubic foot of 
The Greenwich Gas Comy 
rate, effective as of Septembe 
which runs, in its lowest t 


audible 


2.000 eft 


cl 


quantities “over | 

2¢ per 100 cubic feet This 
lent of 11.8¢ per therm 

tomarily assume, for the | 
m, that 25 therms of 


ooking and 
would put the heating 


Market Concentration 


water ne 


tirely in this lowest rate 
per therm cost, of 11.8¢ 


per company and “number of companics 
by number of trucks operated 

This table reveals a rather heavy con 
centration of the distribution 
among the larger-sized operators. Com 
panies with ten or more trucks account 
for slightly over half of the total gallonage 
delivered, yet comprise only 10.5% of the 
total number of firms in business in these 
areas. One-and-two-truck operators consti 
tute 65% of all oil companies here. The 
four largest firms are very sizable—op 
erate between 15 and 25 trucks each 


volume 


Oilheating Equipment Sales 

As might be expected from the fact that 
three out of four fueloil companies handl 
oilheating equipment, most of the oilburner 
installations in the area are made by the 
fueloil marketers. These companies account 
for 56% of all oilburners installed. The 
straight plumbing and heating companies 
do another 35% of the equipment business 
The remaining 9% of 
made by specialized burner 


who also sell no fueloil 


installations are 


service outhts 


Oilburner Service 

In contrast to the equipment selling side 
of the oilheating business, the fueloil firms 
are taking a highly responsible position 11 
rendering service. The bulk of the market's 
oilburner service needs (81%) is cared for 
by these companies. The plumbing and 
heating dealers and the specialized burner 
service firms just about split the remaining 
19% of service work 

About 44% of all oilheating systems are 
maintained under some sort of regular serv 
ice contract provision. Another 35% of 
the total of oilburners in the market re 
ceives an annual clean-up and tune-up 
though not under formal service contract 

An averaging of prices charged shows 
$29.50 as the median cost of the type of 
service contract that includes replacement 
of parts. Without parts, the contract pro 


viding for annual inspection, cleaning and 
tune-up plus emergency service, costs typ! 
cally $19.50. A straight annual clean-uf 
(not under contract) runs about $14. And 
for non-contract service calls, the minimun 
median rate by fueloil companies, at $4.93 
is appreciably lower thar 

$5.28 charged as a minin 
companies providing oilb 


mediar 


Advertising Promotion 
The major 


advertising for oil heat 


companies 


pears, since most of th 
we talked felt there was ; 
f effort in this directior 


phasis noted, however 


‘ 
ual oilheat promotior 
mated the average dealer 
f about $1.15 per fuel 
Figured alter 


is expende 





cal cost for househeating 
Rates charged by 

er Company are higher 

tep of 13¢ per Cet for 
500 cf per montl App 

i lowances for assumed cook: 


heat ng use, the per ther 


case, figures out at 13¢ 


Copyright, National Fuel 
Madison Ave., New York 1 
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Aur pollution Control as 
related to oil Combustion 


Oilburner Men can lead, instead of being led, 


in the increasing Efforts towards cleaner, city Air 


by Jean L. Dupuis 


6 lies HONOR of being inherently 
clean goes to certain animals. 
Domestic dogs and cats, as examples, 
are inherently clean. They do not will 
ingly befoul the environs of their 
homes. After having become dirty in 
advertently or necessarily, they work 
meticulously at cleaning themselves 
As much as this cannot be said for 
man. As certain sociologists assert, man 
He becomes 
is the result of calculated, 


Without 


in being clean, education 


rently clean 


directed efforts 
natural for him to a great 


is dirty. Education and 
d companions. To have 
habit of using plenty of 
is th 

nm. To have 


plenty of these 


d soap result of 
enough 
require 

anliness is also good 
tural tendencies to befoul 
extend not only horizon 
ind him, but also vertically 

\dors and smoke naturally 

ir above where he lives, 
works. The result is pol 
n of population in 

s pollution. In a village sur 
thousands of unoccupied 

little 


iven to smoke produced by 


rests, for example, 


that heat the villagers’ 
to fumes that come from a 
rge, a tannery, or an out 


h refuse and garbage 


d States 


ind larger, during this country’s 


cities became 


industrialization, at first 
industrial chimneys and 
viewed with pleasure and 
Smoking 


sperity, 


stacks repre 
W he reas dk ad stac ks 
smoke spelled depression, 


recession, unemployment and gloom 

In the gay nineties, the citizens of 
a small town, centered around a fac- 
tory having a huge smokestack, eyed 
the top of the stack as the barometer 
of their prosperity. No smoke: no 
business for the factory, no work or 
income for workers. Little smoke: lit 
tle business, little work and income 
Much smoke: much business, much 
work and income 

On that basis, which was geared te 
fires that 


were given bituminous coal the hand 


the production of smoke by 


fired way, the emission of much smoke 
from a smokestack was a blessing. A 
smokestack was supposed to emit 
smoke! As a matter of economics, the 
more smoke it poured out, the better! 

Until the turn of the twentieth cen 
tury, man demonstrated that dirtying 
the air was as natural for him as dirty 
ing his environs in other ways. Up to 
then, man in this country was rollick 
ing in his natural efforts to pollute the 
air 

Groups of wise men, educated and 
therefore perhaps unnatural in their 
thinking, could look ahead and see that 
the air of our country, particularly the 
air in and above large cities, would 
be clean enough for breathing-in by 
human beings only if calculated and 
intensive efforts were started and con 
tinued to keep down the pollution of 
air with undesirable solids and gases 

Much education, plenty of soap and 
effort, and 


hot water, unrelenting 


other things are needed to make clean 
the men of this world, who unfor 
tunately are not naturally and in 
herently clean 

Similarly man’s determined and 
natural efforts to befoul the air can be 
curbed only through much education, 
unrelenting efforts, specific steps, and 
scientific equipment 
h and 


of public 


Oil burners once enjoyed a hig 


exalted position in tl 





. Air pollution Control 


the fe ld of 


5 


LIr- pe llution 


iffects their oilburners and 


eo 
Vaee.. 


Then methods of installa 


oilburning 


of equipment, operation 


ind other factors vitally 
officials and other men whose oilburnet 


objectives are to keep the air of sti] ulated by men out 


cities clear of amoke sid urner and fueloil industries 
That was when the clouds lens nd perhaps by men openly hostile 
smoke that blanketed 


came from bituminous coal, handfired d NOWDAlLINg 


certain ilburners and fueloil 

tendency is towards 
or stoker-fired, and either way mostly lation, by cities and towns and 
fired improperly. It was quite som installation and opera 
years ago. The installation of oilburn juipment that may 


Suc h 


possibly 


, Il, a . 
ers, mainly commercial and industrial olution Of air quipment 


) 3] ‘+ - > 
then was hearlded as the redeeming oilburners 


remedy that would rid these cities of tions of burner manufactur 


their covering blankets of black smoke installers, and service or 


and of their showers of thousands of in be hampered by de 


1 local officials and law 
industrial stacks each year. At that nakers, a he use 


tons of soot and fly ash that came from 


of fueloil actually 


time, oilburners were exalted, and oil nt \ iled, if air-pollution re 


burner men were delighted certain types are made 
Times have changed greatly 
and fueloil ar 
| ming . t prey, of 


the target of the men who aim t 


such an amazing degree that now in 
certain cities oilburners ar rtain 
> make 
the skies clearer, and the air cleaner 
than it is today. 
Certain oilburner men need s 
to make them realize that tim 
changed in this way, and that 
result oilburners can now possibly ping well i rmed guard 
put in a defensive position with rela ols over 
tion to air pollution 
Such men, who need shaking, should 
have been present at a small meeting 
of oilburner men interested in air 
he ld last Janu I 
connection with the internation 
it Philack Iphia ou 


should have 


lution control, 


ing show 


New \ ork Ci 


Rules 
heard a statem« 


influential air-pollution ex 
engineer from one of our larg 


To the 


sembled oilburner men, this 


astonishment 

nounced that it would be hi 

if, in the large city in which hi 

no boilers were fired by residual fuel light New York’ ill 

fact. all 

were fired by gas! nent is that new installations for resid 
A statement of that kind by 


urner ri 
oil-—and, in heating plant uireme! - ve cited. One ri quire 
loils must have electronic elec 

set-ups that check on smoke 
stand up and fight! n sl pipes. On 


ofhcial gives oilburner men r 


Set ups 
Oilburner men have another reasor , hut d . short 
to stand up and fight with respect t til nt the s cepipe g 


efforts today 


VN a i urn 
ases 


being made 
cleaner skies and cleaner air 


cities. Suppose burner men d installed 


M 
84 id 


burner using residual fueloil must also 
be equipped with the same type of 
electric-eye, turn-off-the-burner set-up 

after it has been caught giving out 
smoke, just 
ne of the city’s smoke-check 


bjectionable chimney 


nee, by « 
New York’s new regulati 


+ 


ic, highly rigid requirements ri 


Ing inspectors 


ns include 


which temp ratures heavy 
must be 
The 


ratures art 


different grad 


heated before being atomized 


minimum preheating tem] 


different for different oilburners. 
Exceedingly detailed, undoubtedly 
the result of much more effort than 


usually is given to preparing mu 
nicipal regulations related to air-pol 
lution prevention, these New York re 
quirements undoubtedly will be put 
into effect word-for-word, or with 
slight changes, in other cities 

Many parts of these lengthy and de 
tailed requirements undoubtedly are 
creditable, and in over-all their use 
will help clean up the air of any city 


Nonetheless, these facts are impor 
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Should Have Checked 
Power Flame first! 
They build THE right burner 


for most applications 
@ bf , 


FF od) 
"} 


J 
Combination 
Dual Fuel 
Burners 


Yes, when you have a burner application, consult the 
POWER FLAME Catalogue FIRST. You'll discover a 
complete range of POWER FLAME models and sizes 
in light oil and gas combination gun-type burners. This 
flexibility fits your requirements to a T and saves 
countless hours of catalogue searching. Every POWER 
FLAME burner has been “torture tested” for maximum 
efficiency and dependability. You profit from low- 
cost installation and maintenance, too! 


Combi- matic 
Dual Fuel 
Gas-Oil Burners 


With these out- 
standing features: { 


@ Completely factory assembled 
and wired 
e@ Balanced combustion on both fuels 
e@ Automatic air change for each fuel 
e@ Each fuel has its own ignition system 
@ Manual or automatic changeover. 
nodels for gas and light oil, 


3,500,000 BTU. 


Underwriters’ 
Laboratories, 


re > Inc. 


; 
atl 


Combi-matic, 
Dual Fuel 
Gas-Gas 


Burners 


BFGG For all gasses and Lique- 
fied Petroleum. A complete line from 
450,000 to 20,000,000 BTU. The BFGG 
Series incorporates many of the product 
features of the famous FGO Series. 
Underwriters’ Laboratories, Inc. 


Write today for complete literature, information 
and specifications on POWER-FLAME’S Combi- 
Matic dual fuel burners. Also get the facts about 
THORO-MIX gas burners and POWER-FLAME 
gun type and spread type burners. 


Power Flame 


1203 MAIN ST. 


Division, Ine. jenanoview, MO. 


fueloil 


FOR LOW COST HEATING 
PLANT POWER-DRAFT AND 
INDUSTRIAL EXHAUSTING 


Patent No. 2,722,372 
Other Patents Pending 


.. specify 
Ouickdraft 


* NO MOTORS, FANS OR BEARINGS 
IN EXHAUST LINE * NEEDS NO STACKS 
* ACID RESISTING FINISHES * STATIC 
PRESSURE UP TO 60 INCHES 


FOR HEATING PLANTS AND INCINER- 
ATORS, Quickdraft provides constant draft for 
efficient and economical combustion. It eliminates 
pulsating or chattering, puffing, smoking and sooting. 
Costly, tall and unsightly stacks are unnecessary. 
FOR INDUSTRY, Quickdraft now offers from 
'/,-inch to 60-inches static pressure for exhaust- 
ing corrosive gases, abrasives and paint spray ... 


moving fine bulk materials and wastes. 


FOR MOVING AIR... 
. Quickdraft is outstanding. 


in or out of building 
through ducts. . 


N-644-QD 








u 


IMPORTANT NOTICE 


For withstanding corrosive gases, all Quickdraft units 
are available in standard acid resisting vitreous enamel, 
No. 316 Stainless Steel, rigid plastics (P.V.C.) and with 
plastic and Fiberglas coatings. lime 





| Ol ehdragy 


|e" 


Write for QUICKDRAFT ENGINEERING 
DATA on your application . today 


Ouickdraf? >. v6 
CORPORATION Canton 1, Ohio 





FEATURES 
FOR 
EASIER 
ERECTION 


THE FIRST CAST IRON 
FOR NO. 5 OIL OR 








SHORT DRAW-RODS 
Multiple short draw-rods are used to ti 
the sections together. This assembly 
equalizes the stress between sections 
permits caster, faster erection 

Sections are not face-ground the tough 
outer skin of cast iron is left intact to 
protect against corrosion. Spaces between 
sections are made gas-tight with asbestos 


cement 


a> “EASY FIT” STEAM 
SUPPLY HEADERS 

a Flexible in all three direc- 

tions! Permits normal 

expansion and contraction 

of the header parts without 


avy -% 
<a setting up stresses on any 
&. one part. 
rT Cast Iron Return Head 
ers are also available for 
« 
Steam Wa both steam and water 


supply KD boilers. _ 
header ~» 


Steam or hot & 


water return mane < 
header © 
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BOILER-BURNER UNITS 
COMBINATION GAS-LIGHT OIL 


in a capacity range of 3,395 to 
12,260 sq. ft. of steam 


These new Weil-McLain units offer all the operating economies 
which only modern cast iron boilers equipped with the latest design 
firing devices can provide. They are furnished with air atomizing, 
pressure type burners, completely integrated with the most up-to- 
date electronic controls and factory-engineered combustion cham- 
ber design. 

The Oil Heating Units, while primarily designed to burn iow- 
cost No. 5 oil, will efficiently handle all grades of lighter oils. 
The combination Gas— Light Oil Units can burn either gas or No. 
2 fuel oil. 

The efficient performance of Weil-McLain Boilers is a well 
established fact. When fired with these modern burners, an 
unusually high degree of economy is assured. 

Heavy oil burner 
Heavy Oil Burners 


These burners are capable of burning Nos. 1, 2, 4 or 5 oil and fur- 
nish all the air needed for combustion. The accurately metered, 
intimate mixture of air and heavy oil into a highly combustible 
spray or fog in the nozzle is the key to superior performance. 
Burners start with small flame which gradually and smoothly 
builds up to proper size. Electronically controlled for safe operation. 


Combination Gas—Light Oil Burners 
These units combine a power gas burner and a high pressure air 
atomizing burner. High efficiency is assured by correct metering 
of air and fuel. For both gas and oil operation, burner starts with 
small flame and builds up to required size. Electronically control- 
led, with pre-purge and post-purge...manually or automatically 
changed from one fuel to another. 


For complete information, send for Bulletin C-272. For infor- 


a. 


mation on other Weil-McLain Gas and Oil Boilers, see Engineers’ 
Product File or Sweet’s Architectural File. 


Combination gas—light oil burner 


BURNER SERVICE PROVIDED : wn 
FOR ONE YEAR, INCLUDING SMa 
START-UP 


—~— ee 


WEIL: M:cLAIN | ~ 


ICH anv ICL 40 anv 44 BOILER-BURNER UNITS 
FOR COMMERCIAL AND INDUSTRIAL HEATING SYSTEMS 


WEIL: McLAIN WEIL-McLAIN COMPANY 


BOILERS --4RADIATORS MICHIGAN CITY, INDIANA 


eloil 


Address literature requests to Dept. B-59 








KRAISSL PUMPS 
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REDUCTION UNITS 


for 
rotary burners 


These pumps have been in service 
for many years for direct supply 
or booster pumping of heavy oil. 


Slow 


speed operation reduces 


cavitation. Outboard bal! bearing 
unit increases pump life by isola- 
tion of pulley load. Capacities 
130-2700 GPH; pressures jo 100 
psig. 


\ 


. Hardened 


. Adjustable 


. Varied pulley 


\. THESE FEATURES... 


Internal gear design provides high 
suction lift characteristics 


idler insures minimum 
wear. 

Cap screw closure with steering per 
mits easy access to pump interior 
Adjustable stuffing box fitted with 
return seal and soft packing keeps 
shaft wear and chance of 
to a minimum. 
Interchangeable return seal design 
allows change of rotation in field 
Flexible coupling isolates pump 
bearings from pulley loads 
Rugged ball bearing insures 
bearing alignment and large grease 
reservoir with provision for re 
lubrication minimizes maintenance 
Benrina un't support cast integral 
with bed plate reduces vulnerability 
i distortion. 


leakage 


unit 


V-belt drive absorbs 
shock loads and provides quiet op 
eration with low replacement cost 
combinations for 
proper viscosity — 
ship. 


speed relation 


. Cast iron belt guard protects per 


sonnel from exposed moving parts 
and eliminates chance of bending, 
denting or sharp edges 


. Cast iron bed plate with drip col 


lecting bead around edge insures 
rigid support and minimum chance 
of bed plate bending or distortion 


Write for Bulletin A-1193 


Protect your fuel oil pumps with 


Kraiss! strainers. 
Write for Bulletin A-1430. 


295 Williams Ave., 
Hackensack, N. J. 


88 


. « « Air pollution Control 
[These ri 


yrul itions ind 


Iburner man’s information on 
air pollution is not complete without 
knowled I 
the Air Pollution Control 
4400 Fifth Ave 


il in le bted t 


a national organization, 


Pittsburgh 13. Pa 
Harry M 
retary of tl MS ASS 


Pier, 


wing facts about it 


Association, 


c1ation, 


_COMMERCIA 
INDUSTRIA 
oilburning 


& 


rr 
Thee. 


ganization grew, and in i951 came 


ther with 
head 
quarters at Mellon Institute. The name 


Pollution 


complete reorganization t 
arrangements for permanent 
had been changed to “Air 
Control Association.” 

Membership now totals approxi 
mately 2,000. Most members are in 
dividuals, but many are company and 
sustaining members 

The ten purposes of the Air Pollu 
tion Control Association (APCA) are 
listed on a leaflet published by the or 
ganization. 
TA-4 of the APCA, 
known as the Oilburner Committee of 
the Air Pollution Control Association, 
Chairman C. H 


Pesterfield, wh« 1s also St 


Committee 


is headed up by 
retary of the 
Commercial Industrial Sections, Oil 
Heat Institute of America. He 

‘We expect this committee to keep 


in close contact with all governmental 


ictivities which may be imposed te 
limitation of oil 


We expect t 


all regulatory 


] 


wards the is fuel in 


this country scrutinize 
measures prepared 
of oil as a 


commercial-industrial 


which may restrict the us 
residential or 
fuel 

“The basic function of the « 
tee is to set up the following 


mmit 
‘a. Establish definitions and nomen 
clature 

“b. Define the atmospheric pollution 
problems of our industry in concrete 
and detailed terms 

“ce. Seek the solution to the prob 
lem of bringing discharge ot pollution 
under control 
f control 
ffered by 


“d. Evaluate effectiveness « 
equipment available anc 
manufacturers to do a pi 

“e. Stimulate. recommend and fos 


ter cooperative research within our 
particular industry 

“f. Recommend practical limits of 
emissions 

“g, Develop recommended practices 
for equipment applications and opera 
tion to reduce air pollution to a mini 


mum and to meet the criteria of emis 
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SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Protection 
for 
Oil Burners 
a 
Industrial 
Ovens 
” 
Power 
Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-Flow Switch protects against 
opening of fuel valve until fan is up to speed. 









e 
High pressure 
Insures purging of furnace before fuel valve opens. Closes 7 
fuel valve if fan slows up or stops. Flashes danger signal +5 Oilburner 


if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 


Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on leading 
products. Write for prices and literature. 


DEWEY GAS FURNACE CO. Fag 


100 E. Baltimore Detroit 2, Mich. CIRCULAR | 


CQL sarery ainFLOW SWITCH 


Here's An Expert— 


THE COMMERCIAL INDUSTRIAL 
OILBURNING BOOK 











Computing boiler load 


Selecting burner size 














. Complete unit factory assembled 
Combustion volume . 
° Burns low cost +5 oil 
Boiler types Easy to install 
Firebo i 
- een — U.L. Approved for #5 Oil. 
Water tube boilers N.Y. Standards of Appeals Acceptance. 
Selection of burner 
; ONLY $2.00 A COPY! And other valuable information See our New Burner 
at the Boston 
Contains a series of articles of particular value to Oil Heat Show 
you, including 12 features by Kalman Steiner on Booth No. 244! 
the “Design of the Industrial Installation.” 











ORDER YOUR COPIES TODAY} WRITE US TODAY FOR COMPLETE INFORMATION 


Fueloil & Oil Heat = 3,West 45th Street WEATHERALL ENGINEERS, INC. 


475 SMITHFIELD AVENUE, PROVIDENCE 4, RHODE ISLAND 
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COMMERCIA 


& 


"aa es 


: INDUSTRIA 3 generate about five pounds steam pres- 
a oilburning = sure by itself, with the other boiler 
ae. a shut down or broken down? The sys 





sions adopted by the APCA 

“h. Recommend instruments and 
techniques for measuring emissions for 
the purpose of evaluating the day-t 
day operation of the industry 

“i. In furtherance of these objec 
tives, to coordinate all pertinent mat 
ters with the proper committees of 
ASA, ASTM, ASME, and 
recognized technical societies 

Members of Apca Oilburner Com 
mittee TA~4 are: 

Paul E Cleaver-Brooks 
Company; Raymond J. Felix, U. S 
Air Force; Leo P Flood, New York 
City Department of Air Pollution 
Control; N. F. Hahn, Cleveland Con 
trols, Inc.; Robert P. Johnston, S. T 
Johnson Company; J. S. Kaplan, Pre 
ferred Utilities Mfg. Co.: R. N Kep 
ple, Minneapolis'Honeywell Regula 
tor Co.; John W. Schulz, FUELOIL & 
Oi Heat; Frank A. Sinning, Allied 
Oil Company; and R. L. Weeks, Esso 
Research & Engineering Co 


otner 


Buday, 











Readers’ Problems 


Q. After renovation and enlarge- 
ment, this building will have 23,000 
square feet of standing steam radia 
tion. The specification for equipment 
in the new boiler room asks for bids 
s, each to be fired with 
No. 6 oil at the rate of 35 gph. Maxi 


mum, guaranteed stack temperatures 


on twe boiler 


are stipulated to insure high efficien 
cies, but according to the specification 
the boiler and burner equipment need 
not be able to fire harder than the 
stipulated 35 gph 

If the boiler-burner efficiencies on 
this job are exceedingly high, can one 


of the boilers carry the entire load and 


tem is two-pipe steam, but has no vac- 
uum pumps, and is similar to a one- 
pipe system in that real steam pressure 
must be provided before all radiators 
will heat fully. 

If the same, low stack temperature 
will be obtained no matter which size 
boilers are installed, will one large 
boiler fired at 70 gph use more oil than 
two boilers, each fired at 35 gph? 

M. G. W., Laurel, Delaware 

A. Multiply the 23,000 square foot 
steam net radiation load by 240 (the 
Btu/hour equivalent of one square 
foot of steam radiation), add 25% for 
piping and pick-up, and you get 
900,000 Btu per hour as the gross or 
actual load on the boilers. 

At high boiler-burner efficiency of 
80%, No. 6 oil (containing 152,000 
Btu per gallon) will provide 121,600 
Btu per hour for each gph fired. Di 
viding this number into the 7,900,000 
Btu gross load indicates that to carry 
the load requires firing 65 gph. 

The stipulated firing rate for both 








For FIREBOX TYPE BOILERS... 


JOHNSON 
FORCED DRAFT Package-Unct BURNERS 


with Burner mounted below 
the Control Cabinet and Blower Unit 


Now you can have Johnson Forced Draft Burners built with the Burner 
mounted beneath the blowers and the control panel . . . an arrangement 
that makes it possible to install these super-efficient heavy duty burners 
on firebox type boilers which require a low burner mounting. 

With this new Johnson unit you get all the fine performance and fuel 
economy that characterize the conventional type Johnson Forced Draft 
Burner built for Scotch Type Boilers. 


j These Johnson Forced Draft Burners are available for firing with Oil 
only ... Gas only ... or Combination Oil and Gas. They are assembled, 
wired and tested at the factory, ready for inexpensive installation. They 
bring you smooth, high-efficiency combustion regardless of stack con- 
ditions and firebox pressure variations. 


Burners in sizes from 28HP to 560HP, If you want the utmost in 
heating satisfaction and economy, these new Johnson units will give 
you what you are looking for. 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania 


May 
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F They are powered by the famous, easy starting Johnson Model 53 


Builders of fine Oil Burner Equipment since 1903 
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. . . Readers’ Problems 




















Distributor Marketing 





... one of 8 important links to 
Shell “Certified Comfort” profits 


Distributor Marketing— Shel! believes that it 
is good business for independent fuel oil 
distributors to market its domestic heating 
oils. Therefore, today over 90% of Shell’s 
domestic heating oils are sold through dis- 
tributor organizations which are granted 
franchised territories 

With “Certified Comfort” the Shell Fuel 
Oil Distributor pledges to provide top- 
quality heating oil, while assuring his 
customers of premium service, including 
degree-day system deliveries, anti-corrosion 
treatments of fuel tanks and metered de- 
livery receipts 

Shell “Certified Comfort” offers fuel oil 
distributors many benefits such as 
Permanency Shell offers various types of 
long-term distributor contracts which also 
provide renewal options 
Product Acceptance —Shic!! has topconsumer- 
brand acceptance and is one of the coun- 


trv’s largest national advertisers 


Advertising \ full-scale advertising pro- 


IT PAYS TO BE A SHELL FUEL OIL DISTRIBUTOR (SHE 


id the nearest Shell office will be glad to show you why. Ask for the District Manager. 





gram has been developed for Shell Fuel 
Oil Distributors to help them familiarize 
homeowners with the outstanding benefits 
of “‘Certified Comfort.’ It makes use of 
television, radio, outdoor, newspapers and 
direct mail. This complete co-op advertis- 
ing program is available to all Distributors 
of Shell Heating Oils upon request 


Competition—Shell’s pricing policy to dis- 
tributors is fair and competitive 


Research — Shel! spends millions of dollars 
every year on research. Seven Shell re- 
search laboratories employ over 2000 tech- 
nical experts who constantly work to 


improve and expand the Shell Product line 


Training Shell conducts local Workshop 
Conterences in distributor marketing areas 
Shell also conducts an oil burner training 


center at its extensive Sewaren Laboratories 


in New Jersey 


Insurance —Shell offers its distributors the 
many benefits of a low-cost group life 


insurance program up to $10,000 







LL 
Yi 


Ae, 





9\ 





. . . Readers’ Problems 


the boilers, of 70 gph, (that 
for each of the two boilers) tl 
carry the heating load. It 
nicely and efficiently, in view 
low stack temperatures sp¢ 


the use of 70 gph total firing 


this installation that really must 


at least 65 gph firing rate, pr 
spare Capacity in either the b 


the burners. 


The two boilers will have to be 
in winter for proper heating of a 
radiators. Continuous operation of 
boiler, with the other turned off 





STANDARD 
STRAINER 
FROM 1.00 UP 


important amounts of radi 


if I I I I ilm st h If ot th radia 


On the basis you outline in your last 

ut paragraph, one large boiler fired at 70 
ph should use approximately the same 

unt of fueloil per year as two small 

I t I h fired at 35 gT h. The one 
! boiler arrangement might use less oil 


than the two-boiler arrangement, or 


d vice versa 


depending on details of 
| the each arrangement 
ne 
will 9. Selling burners and boilers and 





SINTERED FILTER SUPPLIED 
ON 
.50 THROUGH .85 g.p.h. 
AT NO EXTRA COST 


HAGO PRODUCTS 


1120 GLOBE AVE., 


MOUNTAINSIDE, N. J. 


pac kage units for large buildings, often 
I must estimate needed oilburner ca 
pacities, in terms of gph firing rates, 
and boiler capacities, when I know 
only the amount of standing radiation 
in the building, but know nothing 
eise 

Figuring on average piping losses, 
say on the steam mains being casually 
or typically insulated, and on average 
need for pick-up allowance, I divide 
the cast-iron radiation standing load 
by 400 to obtain the firing rate needed 
in an efficient package unit. Is that 
400 a good, dependable factor for me 
to use’ 

E. S.N., Manhattan, N. Y 

A. Because that factor of 400 gives 
a piping and pick-up allowance less 
than 25%, assuming overall boiler efh 
ciency of 75%, we suggest you switch 
to a lower, more conservative factor of 
350. To approximate the needed fir 
ing rate, if you must do this although 
you know nothing about the job but 
its standing load, divide the number 
of square feet of standing steam radi 
ation by 350. Warn your prospective 
customer that after you learn all about 
the load, you may have to switch te 
a larger boiler 

Q. What would cause soot to come 
out of a draft regulator? On some jobs 
there is soot on the floor right beneath 
the regulator. I see the same trouble 
smokepipes 


connected to the same chimney flue 


on other jobs having two 


What can be done about this, espe 
cially on a job having just one smoke 
pipe going to one chimney flue, and 
on which soot comes out of the draft 
regulator? 
H. G. E., Minasha, Wis 

A. One or more of the following 
factors causes the trouble you de 
scribe 

1. Excessive soot forms in the fur 
nace or boiler flues and in the smoke 
pipe, thus the slightest invitation spills 
some of this soot out of the draft regu 
lator. This factor can be handled by 
making certain the oilburner and fire 
box are sufficiently excellent to pr 
duce a reading of only one from a 
smoke instrument, not a higher smoke 


reading, while at the same time a CO. 


IN CANADA — RICHARDSON, LTD. instrument gives a reading of 11% or 
1169 Caledonia Road, Toronto 12% Then clean the fluc Ss ind smoke 
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Lower Battery Drain—No need now for heavy duty Completely transistorized receiver and 


batteries and generators. Current drain on “stand-by” power supply. - Another Motoro/a First! 


is 1/3 that of tube-type receivers, 1/15 with battery ; , bss —" 
Here is 2-way radio with efficiency and reliability never before 


saver switch. ‘ ° : : . 
approached in mobile radio. No more tubes in the receiver 


2p ste , : — > vibrators i > y y all are replace 
q Greater Rulidilip~-Wenddem, gdated deste end no more vibrators in the power supply . ose all are repl Ace d 
Pr " et elie by long life, dependable transistors. No longer is it 
new design all greatly increase reliability. : : : : ; 
e 9 Y Y necessary to idle the vehicle to keep the radio operating. 


Savings in gasoline, engine wear and batteries add up fast. 
Midotiar Let us prove to you how morTrac radio will cut your radio 
size of other models. Mounting in tight quarters easier operating costs . . . while giving you reliability never 
than ever. before possible. Write today. 


MOTOROLA 2-WaAy RADIO 


Motorola Communications & Electronics, Inc. @ A Subsidiary of Motorola Inc., 4501 Augusta Blvd., Chicago 


ALO TRAC ts a trademark of Motorola Inc. 


Smaller, Lighter— Approximately 1/2 the weight, 1/3 the 














. . « Readers’ Problems 


pipe regularly, once or twice a year to close dead-tight when momentarily 
2. Excessive outward gas leakage the smokepipe pressure is plus. Avoid 

from the draft regulator when it this by using a draft gauge to read 

should be tight-closed, or “air leaks over-fire draft when you adjust the 

or “gas leaks” around the draft regu draft regulator 

lator, where it is mounted on the 4. A bumpy oilburner start-up. 

smokepipe. To handle this factor Avoid this on a pressure oilburner 

make certain to install an excellent job by equipping the burner with a 

draft regulator, which leaks little o1 nozzle-line solenoid valve 

not at all when in its closed position 5. A chimney flue which restricts 
and install it excellently the flow of flue gases because it is 
3. Adjusting the draft regulator for undersize or plugged 


exceedingly low smokepipe draft, with 


) 


the result that it is slow or reluctant Q. You may be able to help us once 


Green tubes 
mean greenbacks 
for you... 


—_-—— 





Green is your lucky color... 
green Honeycomb Filter Tubes, 
that is. They put greenbacks in 
your pocket because they eliminate 
costly service calls due to oil 
impurities. The reason is simple 
but powerful — new green 
Honeycomb Filter Tubes are the 
latest scientific development in fuel 
oil filtration. Best of all, they’re 
priced so low you can select the 
best without paying more. So look 


for the green Honeycomb Filter 


ea 


Tube in the green wrapper. It 


a 


means more greenbacks for you. 


COMMERCIAL FILTERS CORPORATION 


MELROSE 76, MASSACHUSETTS 
PLANTS IN MELROSE. MASSACHUSETTS AND LEBANON, INDIANA 
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again with a firebox problem. Many 
questions arise about fireboxes for wet- 
base boilers—whether they should be 
surrounded by capped backfill, or 
should just be set in the boilers and 
chocked to hold them in place. I know 
a metal firebox cannot have backfill 
around it, for that makes it warp and 
burn out. But our problem is with 
the refractory firebox. If we use wire 
to hold it together, and chock it, the 
wire burns away and the chocks move 
because of expansion and contraction 
Then the firebox falls apart. 

In a small boiler, this does not hap- 
pen often. But in a larger model in 
which the firebox takes up just the 
first two or three sections, it often 
happens. We say the space behind 
the firebox should be filled and capped 
We are not sure about using insulating 
backfill or something that will trans 
mit heat. We are relying on you to 


give us the right answer 


N.J.J., Providence, R. Is 

A. Your stack thermometer will 
answer your questions for you. If your 
large boilers with backfill behind your 
fireboxes give unusually low stack 
temperature readings, say below 
SOO°F., their efficiencies are unusual 
ly high and your covering part of the 
boilers’ direct heating surfaces with 
the backfill is not wasting appreciable 
amounts of fueloil 

One line of thinking, which you 
should consider, is that wet-base boil 
ers, Scotch-marine boilers, and pack 
age boilers of Scotch or other wet-base 
design should have in their combus 
tion spaces the minimum of refractory 
material that leads to excellent com 
bustion—to low readings for smoke 
and stack temperature, and high read 
ings for COs 

Because heat-conducting or insulat 
ing backfill costs money, your idea of 
backfilling a large boiler completely 
is too expensive for most oilburner in 
stallers. It has the other disadvantage 
of covering direct heating surface 
the thickness of the material is s 
great that appreciably different results 
do not come of using heat-conducting 
or insulating fillback, but you'd prob 
ably use the insulating type because 
it costs less per cubic foot. The cap 
material should be insulating type re 


fractory material because this heats 
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_ -- Reader<' Problem< 














Has a thrifty way 
with fuel ! That efficient power plant under the 


Dodge hood is the reason. For whether you choose one of the famous Dodge | 
L-head Six engines or a husky Dodge V-8, this rugged D500 tanker has the 


power to make on-time deliveries routine—on the slimmest regular-gas diet! 


Your Dodge truck is easy on the driver, too. Gear-before-axle steering, new 
hydraulic-actuated clutch, rear-shackled front springs and oversized brakes 


make it equally easy to pilot on the open road or in a snug delivery spot. 


More specifics? Call your Dodge dealer. He’ll give you all the reasons why . . . 


oF orp 
bis POLE che Do dge 
Trucks 





NO - 
N104¢R| )- - o}s \i 


Whether your hauling destination is cross-town or cross-country, you'll find a 
dependable Dodge truck to suit the job. Over 140 basic models from 4,250-Ib. 
G.V.W. pick-ups to 65,000-lb. G.C.W. Power Giants like this. 








Readers’ Problems 


rapidly and provides better combus f 
tion also it attains higher tem 
peratures 

We recommend this I PICK 
promise. In back of the pri n t 
ber you install, build : gra 
for back-up and support. Mak 
insulating firebrick althoug! 
use heavy firebrick 1f you must sav W 
money, and don’t make 
than is needed to prevent the pr ist 
firebox from falling apart. Don’t put spel 
fillback behind the firebrick wall. It insul 


the pre-cast 


firebox otherwis« 


liv ti 


rt Sl le Ways 1n l sh rt time, 
hocks but cement in 

I de supports made of fire 
You can easily cut pieces of in 
firebrick to fit. This para 
ivi u ideas for repairing 

t t fireboxes now falling 
thout compromising and aiming 


r maximum efhciencies and 


r fireboxes 


rtain lealers 

much in building fireboxes of 
iting firebrick for large wet-base 
To go whole-hog in a boiler 


‘So Ho 


} 


o-— 
Gallons 
per Minute 


with a 


<= YOUR 
HEAD 
HIGH 


, Y ne f a 
Motor and pu are 
lubricate, r haft 
r j ? adel r Ip 
, Nrite for 
Fostoria Pr ed 

ria, Ohio 





FOSTORIA 
DYNAPUMP 


having much space behind the back 
wall of its firebox, they build a down 
draft wall halfway between the fire 
back of the 


has openings 


box back wall and the 
combustion space. This 
only at the bottom, with the result 
that the red-hot gases leaving the fire- 
box have to flow down and wipe the 
bottom of the combustion space before 
flowing up into the uptake openings 
which are the entrance to the boiler’s 
flues. Such a downdraft wall should be 
for a_ boiler 


used only having good 


chimney draft. 


The room 


expensive home 


It’s happened again! 
thermostat in a fine, 
wrongly was installed on an outside 


wall last summer, and now we have 


to change it. Is anything made in the 


way of specialty to cover scars on 


walls, which result from such blun- 


ders? 
A, L. V., Yonkers, N. Y 
A. Sorry, Nothing in the way 


of a specialty would b 


no! 
e as good as what 
many burner men use. 
lected little 
shi Pp 
room is re-decorated 


a carefully se 
gift 
until the 


picture bought in a 


to hang over the scar 


One equipment dealer recently told 


a white lie to a wealthy homeowner 
He said he had 

additional room thermostat in another 
vat he 


this 


found he use an 


met for best results, but tl was 
The 
thermostat remains in the wrong 


The 


alw ays 


charging nothing extra for 
first 
location, disconnected electrically 
the 


onscientiously re 


l -aler Says he meowner 


sets both therm 


stats when he wants to alter the house 


temperature. 


Why are some burners written 
specifications as having blowers 
of 6” diameter and 4” then 
shipped with 6” x 
D. W. S., Lynn, 

A. This is nothing new. 


facturer 


blades, 
Eid blowers? 
Mass 
The manu 

no doubt does it to 
Asked about it, he 


did not have the proper wheels on 


Save 


money. may say he 


hand when he assembled th 


€ partic ur 
lar burner, and that it causes dealers 


little trouble because few burners ac 


tually must produce flames of maxi 
You can 


mum sizes for the burners 


protest to the manufacturer 


UL. 


guilty 
and to 


May 
1959 


96 




















Spencer Package “C" Unit 
Capacities—312,000 to 1,350,000 
BTU Output—Steam and Water 
SBI Net Ratings 


SPENGER OiL-FIRED PACKAGE “C” UNIT 


featuring + » » NO REFRACTORY COMBUSTION CHAMBER! None to buy, 


none to build . . . merely locate precast refractory base, slide boiler 
shell into place, assemble jacket, and position burner unit... turn 
it on, and that’s it! 


LOWER COSTS! New Spencer Package ‘‘C’’ Unit is quickly and 
easily installed ... no high installation charges. And the elimination 

. of a refractory chamber means lower oper*’.ng costs . . . lower 
maintenance costs! 


LOWER WATERLINE! A full 20°/, reduction in waterline height. 
Spencer’s Unit is a real space-saver . . . and simple to clean, too! 
Boiler fire tubes are easily reached through the front flue door. 


$s Dp e bg Cc io NEW, PROVEN METHOD! Spencer’s revolutionary firing method 


has been rigorously tested, in accordance with SBI Table 2 Code... 


. fee oer A tested and FULLY APPROVED! Build up your boiler business... 
“eiay, we with the sensational new Spencer Package “‘C’”’ Unit! a 
Son MVEO rnv® 


For complete details on any of Spencer’s complete line of boilers, write to: Spencer Sales, Avco Corporation, Williamsport, Pa. 





I “a 
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Here’s why Senidey 
T-A-GLANCE 


TANK GAUGES 


are tops in sales and performance 


» 


& ACCURATE, DIRECT READING — 
Red indicator and large, non- 
fogging calibrated scale provides clear, 

visible reading from any angle. 


HEAVY DUTY CONSTRUCTION — 

Non-leakable double wall dome 
secured to die-cast, non-corrosive zinc base 
assembly. Withstands 70 ib. air pressure 
per sq. inch. Fully guaranteed 


FOOL-PROOF MECHANISM — 


Simplifeed lever-type action 
No magnets, gears, cams or springs to 
weer ovt. Non-corrosive thruout. 


PROTECTED CORK FLOAT — 


Triple coated with phenolic base 
Bakelite. Absorption-proof. Resists 
oils, alcohol and other chemicals 


EASY TO INSTALL — 
Install quickly and 
easily, even in 
partially filled tanks 


5] FITS ALL TANKS — 


Factory adjusted to fit all tanks 
12° deep with stondard HTS 
Model D-2) or 11/2 Model D-1 


A-GLANCI 


qualities of 


Sentry Al 
recognized for their 


Fastest selling in the industry 
gauges are 
accurate measuring, 
simplified construction and 
are fully guaranteed and 
Underwriter’s Laboratories 
Brochures and Counter Displays 


superior 
reading 
durability 


rugee d but 
They 


clear visible 
long-life 
andard by 
Literature 
available 


listed as Sté 


Complete Sales 





SENTRY Superior Quality THERMA-GAUGE 


Similar to the standard AT-A-GLANCE gauge at 
but features a solid red thermometer type 

and a two-piece die cast plug-nut assemt 
permits simplified tank installat 








STOVE AND SPACE 
HEATER GAUGES 
Several models wit 
easy-to-read indicators 
all tanks. Also models 
small tanks such as 
mowers and outboard m 


REMOTE READING 
TANK GAUGES 
Several models 
reading of le 
indoors 


for outdoor 
vels in tanks 
undergro r 


at delivery f 


10:0 Soma OME 


GREEN BAY *« WISCONSIN 





NEW PRODUCTS 


General Electric unitized Motor 
for small air moving Applications 
UNITIZED MOTOR announced by General Electric is avail 
in 4-pole KsM 59-frame shaded-pole and permanent 
icitor rat 
through 
Designed 
r Moving and 
sachine 
ns, SUC h ds 
rs, heaters, 


humidifiers and 


as new designs 


velopments in the bearings, lubri 


ntribute to the motor’s 
ontinu 
shaft; a pilla 
of oil, Annu 
59-frame motors 
> permanently aligned in th 
idly supported by th 
r centered in the stat 
rmitting mounting in any 
ith high mechanical 
ntire stator core. C 


mplete and integrat 


n is provided by furtl 

varnish after winding 

n protection 

motor begins 
Desig 


r and stator is predetermined, th 


unitized 
usual sequence of operations 
chan 
1S built around the 
ifter the bearing and 
shaft, the 


veloped for its holding pow 


and the 
nsion. Also 


is centered on the 


motor 
motor is unitiz 
esin material di 
maintain critical dimensions 
w motor design can be adapted ea 
in the small motor-driven equipment 
gements and connections < 


unting arrans 


encli sed and open designs Ar 


enclosures can be provided 
by: General Electric Co., Spe 


ve, Ind 
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How to combine AUTOMATIC SCHEDULING 
ith CUSTOMER BILLING! 


Automatic scheduling of fuel oil deliveries means 
completely satisfied customers. 

Prompt payments by customers mean more cash in 
the bank. When you think of savings, consider how 
the Post-Master* can add to your profit column. 
One machine combines automatic scheduling of 
deliveries with customer account posting in a single 
high-speed posting operation... with “degree day” 
next delivery automatically printed on customer's 
account as well as “degree day” card. Proof of 
accuracy ...mo more errors... plus these impor- 
tant advantages: 

e Accurate “degree day” deliveries at a glance... 
no guesswork. 


“like wearing magic gloves!’’ 
Mawtin-Touch, 
Occouviting 


aaa 
aaa 
aaa 


Statements always in balance, and ready to go 
- +. prompt statements mean prompt payments. 
Automatic proof at every step . . . no checking. 
e Automatic total of daily charges. 
e Automatic total of daily credits. 
¢ Total accounts receivable outstanding available 
at a glance. 
e Improved customer relations...on-time deliveries 
and machine-printed statements increase good-will. 
e Reduced daily costs and overtime. 


You can’t afford to be without it. Underwood has a 
Post-Master for every dealer—large or small. Call 
Underwood for all the facts. 


*An Underwood Trademark 





TYPEWRITERS ADDING AND ACCOUNTING 








DATA PROCESSING SUPPLIES 


ELECTRONIC CONTROLS 








Ulale(s a {elele 


Business machines and systems to master your paperwork 


aloil 





xhilo flo 160° 


AUTOMATIC HUMIDIFIER 


prefer 
for all these reasons: 


@ Large, Clog-Free Orifice Replaces Trouble- 
some Needle and Float Valves 


@ No Moving Parts to Wear or Need Adjustment 
e 50% Greater Humidifying Capacity 


@ Fast Installation in Every Type Furnace and 
Bonnet. And no Call Backs—Enjoy Your 
Profits 


, ace | 
aii a MIRACLE FIBERGLASS 
EVAPORATOR PLATES 


* Pick-Up More Water * Evaporate 
More Water * More Porous for Longer 
Life * Built-in Sacrificial Anode 


unbreakable aera va — 
e rain Clips Prevent Dri 
feather-lite . 4 


MORE and BIGGER PROFITS 
with the Autoflo “150” Automatic Humidifier 
Write for Complete Information Today 


Ss ae 


AUTO-FLO CORPORATION 
12085 Dixie Street, Detroit 39, Michigan 


Please send me full information on: 

[_] Auto-Flo Fuel Oil Filter [] Auto-Flo Automatic Humidifier 
Name 

Address 

City 


. . . « New Products 


Watts new large Capacity relief Valve 
has test Lever and 114” Connections 
NO. 340 WATTS large capacity, ASME-rated combination 
temperature and pressure relief valve is equipped with a 
test lever and 142” female 
inlet and outlet connections 
Features include all-bronze 
construction, guideless stick 
ige tree seating design, ex 
tremely high capacity—3, 
1()7 ) Btu hr steam pres 
rating at 125 lbs. and 
Btu/hr tempera 1 
water rating. Can be in 
m larger boilers, which previously required tw 
smaller valves. Watt's line now includes relief 
izes %” through 1Y2” with corresponding high 
ratings 
Made by: Watts Regulator Co., 10 Embankment St., 
Lawrence, Mass 


Tattle Tale Indicator signals 
when air Filter needs changing 
TATTLE TALE INDICATOR attaches to forced air heating or 
cooling systems and shows by remote indicator lights when 
logged filter needs changing or serv 
Available in two kits, one for 
hange, the other for service 
As the air filter traps dirt the in 
creased flow resistance reduces the 
volume of air flowing through the fil 
ter and increases the pressure differen 
tial across the filter. The gauge works 
n pressure increase, adjusted to signal before filter resist 
ince and reduction in air flow becomes excessivi 
Made by: Better Engineered Controls, 1822 S. Burling 
Ave., Los Angeles 6, Calif 


Three Models of Roper fast fill Pump 
have built-in automatic by-pass Valve 


ROPER FIGURE 3607 Series is available for high speed tuel 


three models. Thess re positive displace 


juirements, Which vary under the different 

nts of delivery rate. When the dispensing valve 

lelivery, the automatic pump valve closes. Flow 

ipacity 1s smooth and immediate. When the noz 

d, flow stops and the valve goes back to low 

stand-by position. It responds to feathering or 
f while in this position 


by Roper Hydraulics, Inc., ckford, II 


May 
1959 





Seven years, millions of retail gallons... 


“never a truck meter out of service!” 


” "MO , oy pritoe 79 | Mr. L. A. Johnson of the L. A. Johnson Fuel 
Florida fuel oil dealer cites unfail ian tae ee nen “Suen 
, oy tor ov) A 7 retail gallons have been accurately measured 
ung pe rjor mance of A. 0. sm ith by our Smith meters and we have never had 
meters credits them with helping one truck out of service due to a meter 
? ‘ break-down!”’ 
serve 38% more customers per da y Mr. Johnson also lauds the way A. O. Smith 
: : worked with his organization to come up 
with resultant cuts wn cost per gal- with a twin metering system on their trucks 
, (see diagram). “After 7 years’ operation,” 
lon dle livered. he adds, ‘‘we’ve upped gallonage per truck 
... cut delivery cost per gallon... serve 38°, 
more customers daily ...and reduced acci 
dent losses by 52°%,! Our dual service equip 
: ae ment has made single meter trucks as old 
) ~——— fashioned as the horse-drawn oil truck!” 
LAUREN This case is typical of the way A. O. Smith 
EUBR ONL ee works with its customers to develop ways and 
tie yocalbis <n means to solve specific problems. Contact 
~ : your representative or write direct 























| 
Johnson's home delivery fuel truck features dual meters — 


une for a line feeding out of the right side, one in rear for a 2S ARSE 
left side line. Drivers can make deliveries from either side 


s + 
of the truck without turning around, backing up or entering Smith-¢ - ia Division 
driveways. Seventeen of the Company's trucks are equipped 
» 1 ¢ ¢ A 22 a 


with dual meters. 


ra torie 3/19 >IT way > Aecic Le 4 ! a 
)ffices: Atlanta 5, Ga.; Cr 
Los Angeles 22, Calif.; New 
Tulsa, Okla. Canad 
A. 0. Smith INTERNATIONAL 





. . . « New Products 


Lau direct drive Blower provides 
increased capacity with ps hp Motor 
LAU'’S new 10” direct drive blower has a Y2 hp motor 
and an increased capacity in this type for airconditioning 
applications, It will move air 
at the maximum rate of 2550 
cfm at .55” static pressure 

ninimum rate of 1OOO0 
cfm at 1.2” static pressure 
The new blower is only 


” 


@ high and requires a 


3 
| 


minimum space for mount 
ing. The blower wheel is of 


iluminum construction 
GEM INSULATING im ide by Lau Blower Co : 2027 Home Ave., Daytor 
FIRE BRICK i 
. is made to do THE job! Generator Overdrive maintains 


GEM CLAY FORMING has perfected its _ battery Charge at engine Idle 
INSULATING FIRE BRICK bodies to withstand tem- . GENERATOR 
peratures as shown in the above illustration 
Tests made by MELLON INSTITUTE, Pittsburgh 13, 
Pennsylvania, show excellent thermal properties in 
all phases. when the engine idles or runs at low speed; as engine 
Write today for the MELLON INSTITUTE Test results speed increases, the system automat ally restores the gen 
and get the facts on GEM’s high quality standards rator to its normal operating rate. Gen-O-Drive requires 
before considering your next purchase. less than 3% hp to operate and easily attaches to an 


overdrive system assures peak generator 
performance and constant battery charge for vehicles 


Gen-O-Drive works by increasing generator rotatior 


tive generator 


de rV ‘o SOliddteé¢ e 4 -roducts 4 QO 30 
GEMCO BOND ade b ~— lidated General Produ I Box 
) las 8 > XLS 
Gemco bonding material is a aaa: 
high quality refractory bonding 
cement developed to insure max- 
imum strength. 


Taco adds two new tempering Valves. 
One with a tamper-proof Adjustment 
raco has added two tempering valves for hot and cold 
vater mixing. The No. 518 has a convenient handling 
COMBUSTION for changing the adjustment: 
CHAMBERS No. 519 (illustrated) has a 
GEM Combustion Chambers ncealed, tamper-proof ad 
are engineered to your spe justmet! to avoid unauthor 
cific needs for high or low- 


pressure burners. Send us 
your prints for quotation th have a temperature 


12( to 16 F 
wailable witl y A" 
1 connections. Other 
itures include: All bronz 
stainless steel construc 
hermetically-sealed thermostatic element 
Heaters, Inc., 116 


Maurlee design standard Panels 
assemble to fit any size Plenum 
SERIES of design standard plenum chamber panels cat 
issembled to fit any size plenum. They may be put 
SEND FOR THIS BOOKLET NOW Bs: wether t 


o fit any type furnace with standard parts, using 
This illustrated booklet shows the range of GEM simp] hee > oole “Kwik “Wt On ) ha wr 
CLAY, blah cals nple sheet metal tool Kwik Fit” plenum chamb 


renamory Hens: and simplify inventory and stock problem 


hap panels 
GEM = ih aneod 


4 stock problems 
GEM CLAY FORMING, INC. ide hy: Mvotee 
BOX 500 © SEBRING, OHIO Woodbury Heights, N. | 
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IT’S NEW. *. IT’S AMERICAN-STANDARD 





A-)...NEWEST OIL BOILER 


“Multi-Temp” domestic hot water— easy-to-install vertical-flue sections 


Now there’s a boiler that can provide your customers with multi-tempera- 
ture hot water—several temperatures at once. For example, one heater can 
deliver extra-hot water for washing machine and dishwasher—another 
heater supplies faucet water—another supplies heat for snow removal. 
Vertical-flue cast iron sections of the new American-Standard A-5 are 
extra-compact for easy handling and assembly. Depth varies from 22%” 
for the four-section A-5 to 54%” for the eleven-section A-5. Wet-base A-5 
can be installed even on combustible floors. 

For details on the highly efficient A-5 for medium-range installations 
see your American-Standard distributor or write; AMERICAN-STANDARD, 
PLUMBING AND HEATING Division, 40 W. 40 St., New York 18, N. Y. 
TANKLESS HEATERS insert in center sections. 4 gpm for first heater, 3 gpm for addi- 
tional ones. Sections take advantage of vertical-flue design to reduce weight 


Amunican - Standard anci Standard" are trademarks of American Radiator & Standard Sanitar 


y Corporat 


American-Standard 


PLUMBING AND HEATING DIVISION 





. . . New Products 


Philly Rapid-Tite delivery System 
includes adjustable nozzle Swivel 


MODEL sw-22 Adjustor Swivel, announced by Plastic Ap 
pliance, can be used with its Philly Rapid-Tite fuel de 
livery system, Designed for : 


use between the nozzle and 
hose, or in front of the noz 


zle when used with the 
Rapid-Tite system, the swivel 
in be adjusted without re 


: ul : : m re | n moval from the nozzle 


The swivel is made with 


aluminum shell for lightness 


| 
, = > and case-hardened steel shank 

| i >» to fit 1%” to 1Y2” nozzles and hoses 
‘2 a ” , Made by Plastic Appliance Co 5311 Westminste? 
“a J Ave., Philadelphia 31, Pa 


_—— 
Compact electronic air Cleaner 
is manufactured by Trion. Inc. 


AN ELECTRONIC air cleaner about the size of an ordinary 
furnace filter is made by Trion. This model (Trion DFL) 
is 2” deep in the di- re 
rection of air flow 
It can be installed in 
the same area pres 
ntly occupied by 
the standard dispos 
ible filter. It removes 
irborne dirt. dust, 
and pollen 

unit s power re 

juirement is that of a 25-watt bulb. The air cleaner has 


1 


lisposable dirt collecting pad that can be readily remov 


1 


placed: the unit is equipped with a gaug tha 


Jods BPs, t when the pad should be replaced 

I. - - - | ide by Trion Inc : McKees Rox ks. Pa 
THE WORLD'S LEADING FURNACE CLEANER : ' ve . 

Lima designs Grilles and Registers 

for low-priced airconditioning 

MULTI-VALVI grilles and revisters have been de signed D\ 

Lima Register for low cost airconditioning installations 


TI new units ar — 


made 1n four sizes . fi 
x | 12x6 1% 





LOx6, 
nd 14x6, They are 


PULLMAN PROFESSIONAL KIT FOR EVERY JOB sed for low and 
idewall ap 




















tions 
units feature 
shallow  valvi 
vhich can be used on all conventional stackheads. Mod 
OM has been designed primarily for heating, but is adapt 
ible for cooling. This register can have its louvers adjuste« 
, 


to provide horizontal air patterns. Model 100M grille fea 


. | VACUUM CLEANER tures four-way airflection for complete control of air or 
uliIman both horizontal and vertical planes 


Made by: Lima Register Co., Lima, Ohio 
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Ke) o} it at=x-1' 
Has More of Everything.. 


Including Customers! 


More of what it takes... that’s what Mobilheat has! 
More customer satisfaction built into it' More 
progressive ... and aggressive . . . selling power behind 


it! And for the final proof . . . more customers! 





If you want to build your business around the fuel oil 


| Mobil | that leads the field in every way, call your 


Mobilheat representative ... and talk business! 


Mobilheat... America’s most popular fuel oil brand 


eloil 


MOBIL OIL COMPANY A Division of Socony Mobil Oil ¢ 


Afhiliated Companies: MAGNOLIA PFTROLFUM COMPANY, GENERAL Pa TE 





TJERNLUND “\uto-Dratt” 
Inducer 


et 
=? 


Solves 


Your 
Problem 


Draft Jobs! 


CHANCES ARE, you're calling back too 


often on certain jobs where insufficient 


& 








and unstable draft is causing smoke, noisy starts, and 
basement sooting. You'll completely eliminate these un- 
necessary service calls, and make additional profits, wher 
you Guarantee Draft with “Auto-Draft’’. 


/ 


/ 


ne 


Cut rectangular slot 
smokepipe 


iN existing 


Simple 





as 
A-B-C ‘ 


Band on Tyjernlund *‘Auto-Draft"’ 
Inducer 








fo 
Install! 





SS 


Wire to existing controls 
local codes 


Only TJERNLUND has all these Features: 


@ Heavy Duty construction. @ Venturi-type operation 
@ Nationally known motor. @ 
@ Light weight. 


Doesn't rob furnace room 
of combustion air. 

@ Quiet Operation. @ Uses minimum smoke pipe 
@ Built for years of service. length for mounting. 


At your Jobber, or Write: 


TJERNLUND MFG. CO. 
2140 Kasota Ave., St. Paul 8, Minn. 


. . New Products 


Skuttle’s electric Humidifier 
operates on aerosol Principle 


DEFENSOR ELECTRIC atomizing humidifier, featuring port 
ble and permanently installed models, operates on an 
verosol principle 
it ization Of Wa 

in the form of 
ierat d minute 
particles by cold 
mechanical cen 
trifugal ejection of 
dry mist into the 
tir stream 

Model 504 is a 
portable, plug-in unit, with a capacity of 1/2 to 1% pts 
of water per hour; model 2001, designed for plenum in 
stallation, has a reservoir capacity of over a half gallon of 
water. Models 3001 and 6000 are designed for commer 
cial-industrial applications, with 1 and 2 gals. per hour 
capacity, respectively 


Made by: Skuttle Mfg. Co., Milford, Mich 


Flexible duct connectors by Duro-Dyne 
improve Appearance, shorten shop Time 


FLEXIBLE duct connector line by Duro-Dyne has been 
lesigned to reduce shop fabrication time and improve 
ver-all appearance of the completed connection. The 
“Griploc™ consists of a continuous series of fingers which 
grip the fabric by means of a double lock. It provides 
positive metal to fabric lock and is easy to cut with or 
dinary snips and forms on brake without tearing fabric. It 
is available in the “Junior,” “Econ-o-Fab,” and “Metal 
Fab.” 


Made by: Duro-Dyne Corp., Farmingdale, N. 1 














“Cut and weld, hell!" 
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» NEW! 


va \ QTL TUN) 
compas \ DELCO FURNACES 


Fits a i For the P | 
' ’ oe 4 : or €@ Fo 
2'x 3 a satis 


Small Homes Market 
Closet 


* 





NEW “‘CLOSET-SPACE”’ DESIGN * Completely 
new design and engineering put high heating 
efficiency into a small package. Oil-fired 
models measure only 20” wide x 64” high 

x 301,” deep (including burner). Sheer, clean 
lines and attractive baked-on enamel in 
Cameo Beige harmonize with modern 
decoration. It’s the ideal furnace for small 
homes, or for auxiliary heating of basement 
playrooms, and home additions. 


HIGH CAPACITY + Output of oil-fired models 
is 70,000 BTU/HR. 


FLEXIBILITY * Models available for both 
up-flow and down-flow heating applications in 
homes with or without basements. 
DEPENDABILITY * Developed and backed by 


General Motors . . . the world-famous quality 
brand all home owners recognize. 


WRITE for further information to 
Delco Appliance Division, Dept. FO-5 
General Motors Corporation, Rochester 1, N.Y. 


MM DELL coc 


Product of General Motors 








eloil ," 





. . . « New Products 


Nu-Way’s integrated Oilburner 
for furnace or boiler Packages 


MODEL FC oilburner announced by Nu-Way, with firing 
rates from .5 to 4.5 gph, has been designed for original 
equipment manu 
facturers for resi 
dential furnace or 
boiler packages 
The burner can be 
completely fac 
tory-wired because 
primary safety re 
lay and flame de 
tector are in the 
burner itself 

Complete integration of components 
vides simplified wiring if the burner is 
plant or the field and faster response t ignitior 
or flame failure 

Made by: Nu-Way Corp., Rock Island 


Square, rectangular, in-line Diffusers 
are manufactured by Carnes Corporation 


AN IMPROVED LINE of square, rectangular and “In-Lin 
diffusers has been announced | he Carnes Corp. Thx 
square and rectangular types 
three and four-way blows wit! 


ypes of ceiling applications, TI 


vanes to insure uniform air pattern for all designs. The 
inner section is locked into place by a spring catch lock 
which allows the easy removal of the inner section 

The In-Line diffusers are available in one or two-way 
blow. Each diffuser has a baked enamel finish 

Made by: The Carnes Corp., Verona, Wis 


Flush-mounted or built-in Installations 
featured in Perfection’s oilfired Line 
PERFECTION INDUSTRIES new line of oilfired furnaces have 
been designed for built-in or flush-mounted installations 
in basement, utility 
room, family room 
or alcove. This pro 
vides space savings 
ind greater free 


dom in placing the 





heating plant 
Completely — serv 


iced from the front, 





one of the new 
units may be installed with all connections through th: 
top and back. The appliance sheathing of front and sides 
may be exposed to view, or the unit may be installed with 
only the decorative front panel exposed. The units ar 
available in three models, “Trimline,” “Stylist,” and 
‘Regulaire,” and in sizes from 84,000 to 134,000 Btul 
Made by: Perfection Industries, Division of Hupp Corp 
1135 Ivanhoe Rd., Cleveland 10, Ohio 





SELL MORE HEAT 











FOR LESS MONEY 


THE INSIDE STORY OF 


THE 


WORLD’S ONLY DOMESTIC OIL BURNER 


PACKAGE UNIT 


The “Bethlehem A- 
7 1. churches, ape 
DYNA ERM Eaents and garages: 


that give = 
plus un- 
_ for 


ses, 


4 sizes 
nomical heating 
limited hot water -.- 


ayeis, greenho" 





MANUFACTURED ONLY BY BETHLEHEM FOUNDRY AND MACHINE CO., BETHLEHEM, PA. 
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A.S.M.E. CODE BLCCissdrnrioe 


When you install a B&G Heat Exchanger, FOR RADIATION AND 


you have assured yourself of not only high 
efficiency, but highest quality construction. WATE R H EATI NG 

With each B&G Exchanger, a Manufacturer’s 
Data Report for Unfired Pressure Vessels, 
Form No. U-1, as required by the provision 
of the A.S.M.E. Code rules, is furnished. This 
form is signed by a qualified inspector, hold- 
ing a National Board Commission, certifying 
that construction conforms to the latest 
A.S.M.E. Code for unfired pressure vessels. 
The A.S.M.E. ‘‘U”’ symbol is stamped on 
each exchanger. 


TYPE “WU” 


The “WU” Exchanger is equipped with a 
B&G Booster which pumps boiler water 
through the shell, greatly increasing the capac- 
ity of the unit. An unbelievably small ‘““WU” 
produces large volumes of hot water. Water 


wy” 
temperature is closely controlled . .. the Booster 
WATER TO 


: WATER HEAT 
desired degree and continues to run until the TRANS- 


TYPE 


starts whenever the water goes below the 


water is again at the proper temperature. FER 

When used as a service water heater, a 
storage tank can be eliminated, because the 
“WU” heats water as rapidly as it is used. 


TYPE “SU” 


In buildings where steam is required for proc- 


ess use, the advantages of a forced hot water 
heating system can be obtained by installing 
an “SU” Exchanger instead of an extra boiler. 
This exchanger also provides an efficient, 
low cost method of heating water for apart- 
ments, hotels, hospitals, industrial and proc- 
essing plants. No storage tank is needed. 


TYPE 


STEAM TO 7; 8 ; 
WATER HEAT tS Pa’ ormation sen 


TRANS- eS ee for “WU” Cata- 
FER wy log No. GC-1054 
and “SU” Cata- 
logs No. SC-159 

and SI-159. 


BELL & GOSSETT 


c oO M P A N Y 
Dept. FS-7, Morton Grove, Illinois 


For complete in- 


Canadian Licensee: S. A, Armstrong Lid., 1400 O' Connor Drive, Toronto 16, Ontario 
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NEW! Kicézuez~ Glass Lined 
WATER HEATERS 


(Direct Oil-Fired) 


aie] ey Vi age), 
TO INSTALLATION 
IN ONE EASY STEP 


Completely 
Wired! 


Completely 
Mounted! 


Completely 
Assembled! 


it’s 
a 


completely 

packaged 
unit 

- ready 
for 

instalation 


PK Series s 


FEATURES: 
10 Year Guarantee 
3 Models: 135 GPH — 200 GPH — 270 GPH 
Highest Guaranteed Recovery 
High Temperature Combustion Chamber 
Simple to Clean and Service 
Fully Insulated Tank 
Complete with RADIANT Oil Burner and Controls 
Other Series Available from 300 G.P.H. to 6000 G.P.H. 


Write for Literature 


RADIANT 


UTILITIES CORPORATION 
8817 18th Ave., Brooklyn 14, N. Y. 





.. .» New Products 


American-Standard adds two Sizes 
of Arcoleader cast-iron Boilers 
SIX AND SEVEN SECTION size models of ‘Arcoleader boilers 
now are available, supplementing the previously-offered 
three and five section models. The new models produc« 
net I-B-R ratings of 156 and 183 mbh 

Cast-iron section of Arcoleader boilers are of vertical 
flue design with wet base construction. The boilers have 
top WH domestic hot water ratings, simplified installa 
tion and servicing, the same as previous models 

Made by: American-Standard Plumbing & Heating Di 


n, 40 West 40th St., New York 18. N. 7 


Hex-E-Case holds Allen Wrenches: 
comes complete with ten Wrenches 


TEN ALLEN WRENCHES are included in the Hex-E-Casé 
holder that prevents wrenches from falling out even when 
turned upside down. The case A 

keeps wrenches together and 
in order; visibility assures 
that no wrenches are missing. 
There's a belt clip and a key- 
hole slot to hang up the case. 


Hex-E-Case is complete 





with ten wrenches to fit all 


socket head cap screws from #4 cap to 34” set 


Made by: Hartwyk Mfg Co., 360 Greenwood Ave 


East Orange, N. J 


SES RERENn ET ca 











“Instrument check- 
ups open the doors 
to profitable equip- 
ment sales.’ 














FYRITE CO, tadiceter 


--- QUALITY INSTRUMENTS 
that Pay for Themselves 


The FYRITE Service Kit provides a complete 
set of accurate, quality-built combustion-testing 
instruments at the lowest cost. It includes the 
$ FACTORY FYRITE CO, Indicator which is unsurpassed 
52.30 NET for fast, accurate flue gas analysis; and also 
Sold by Alert contains the popular DRAFTRITE Draft 
Y Gauge and the TEMPOINT 200°-1000°F. 

Dial Thermometer. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 
200 N. BRADDOCK AVE. © PITTSBURGH 8, PA. 


Send FREE Bulletin on Profitable Uses of Service Kit 


Heating Jobbers 


NAME 
COMPANY 
STREET ADDRESS 


CITY & STATE 








T MMILES Oil C 


T. M. MILES, T. M. MILES OIL COMPANY, MILTON, PENNSYLVANIA, SAYS: 


“We gained 15% more customers with Texaco last year” 


“We've been selling Texaco products for 35 years and took on Texaco 
Fuel Chief when it was introduced here,” Mr. Miles says. “Our experi- 
ence over the years has proved it is the cleanest-burning oil on the mar- 
ket. That makes satisfied customers, and our sales have increased 
substantially — with a 15% gain in new customers last year. 
“We've found that the Texaco sign on our trucks makes prospective cus- 
tomers easier to sell. Texaco means top-quality, nationally-accepted 
petroleum products. We like to do business with the Texaco people — 
they give us complete cooperation.” 
Other distributors like Texaco, too. 683 of them have been with us for 
at least 20 years, and some more than 45 years. 
e oil" 
oilheat, 


A solid future is or 


of being a Texaco Distributor. There may 


e of the advantages 
be an opportunity for you. Call or write 
the nearest Texaco Divi n Office: Atlanta, 
Ga.; Boston 16, Mass Buffalo 5, N. Y¥ 
Butte, Mont.; Chicago 4, Ill.; Dallas 1 
Tex.; Denver 3, Colo Houston 2, Tex 
Indianapolis 1, Ind.; Los Angeles 5, Calif 
Minneapolis 3, Minn.; New Orleans 16, La 


New York 17, N. Y.; Norfolk 2, Va.; Seattle 


HEATING O/L 





FITS RIGHT into your picture... 


Meter Register 


fofela leliat-halels. 
strainer & air eliminator 





V/S/BLE PEGISTER 


0000 


GALLONS 
eeseT counrer TO reeo eErome LACK onrver’ 


Quantity 
Control 





Micro Adjustmert 


T-70 Rotocycle Meter 
(70 gpm capacity) 


The more you look at it (and into it) 





._.. the better it looks 

















NEW ROCKWELL ‘'T-70”’ 
ROTOCYCLE TANK TRUCK METER 


(Rate of flow 14-70 gpm) 


Sized right, made right— 


to slip right into your trucks 


With three optional inlets and two optional 
outlets, no meter is easier to install than the 
Rockwell ““T-70.”’ You can even make right 
or left hand settings without the need for 
extra parts. Hence, these newer, better meters 
will fit right into your truck compartments, 
either as new installations or replacements. 

Service accessibility is another big feature 
of the ‘“T-70.” The meter itself can be cleaned 
by removing only a few cap screws and pull- 
ing out the rotor from the front. 

The strainer and air eliminator share a 
common housing which is separate from the 
meter body. Both are fully accessible through 
hand hole plates. 

Automatic shut-off of predetermined quan- 


tities is completely shockproof thanks to a 
new “smooth closing” system. You just dial 
the desired delivery, touch a lever and the 
meter will count down and close off the flow 
in easy stages as the zero point is reached. 

The meter is of the time proven Rotocycle 
design, now updated to include a new crank 
type rotor which greatly improves perform- 
ance. Calibrating this meter is a cinch—only 
a screw driver is required. 

The more you look at it—and into it—the 
better the Rockwell ‘“T-70”’ Rotocycle Tank 
Truck Meter looks. Ask for an eye-opening 
demonstration or write for bulletin OG-410. 
Rockwell Manufacturing Company, Pitts- 
burgh 8, Pa. 


ROTOCYCLE METERS 


another fine product by © 


ROCKWELL 
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SHAFT PROTECTION —new gun-metal-like 
treatment of shaft resists rust so that the 
blower is always easy to remove. 


FAST ROTATION CHANGE (simply reverse 
plug-in lead connectors "A" and “B" to change 
rotation) minimizes service stocks needed 





“AIR-WALL” DESIGN transmits heat swiftly 
yet stops entry of dirt. Trip-outs are rare 
even in hot, cramped quarters. 








OLD STYLE G-E FORM G 
MOTOR MOTOR 
4-YEAR LUBRICATION practically eliminates 


reoiling nuisance. 50% more oil, effective 
retention system mean long life 





HOW GENERAL ELECTRIC 
OIL BURNER MOTORS 
SAVE YOU MONEY: 


General Electric’s oil burner motor 
offers you these outstanding ad- 
vantages: 


CUTS NUISANCE SERVICE CALLS. 
Exclusive ‘‘air-wall’’ design trans- 
mits heat swiftly, greatly reducing 
trip-outs which require time-con 
suming service calls. An invisible 
‘“‘air-wall’’ stops entry of dirt. Motor 
meets all Underwriters’ Laboratory 
requirements for totally enclosed de- 
signs. Four-year normal lubrication 
life also helps to eliminate many 
nuisance calls for routine reoiling. 


CUT INVENTORY IN HALF. Inter- 
changeable rotation of G-E oil 
burner motors greatly reduces the 
service stocks you require. 


CUT INSTALLATION COSTS. The 
G-E oil burner motor is over 50% 
lighter than older designs, permits 
easier handling and installation even 
in tight places. 


LASTS LONGER. General Electric’s 
famous wear-resistant switch, long 
life lubrication, plus moisture resist 
ant insulation system mean long, 
dependable life, fewer call-backs, 
more satisfied customers. 


All these money-saving features 
are yours when you specify “G-E 
motors’ on the oil burners you buy. 
They’re also ideal for replacement 
purposes. For more information, 
write Section 702-96, General Elec- 
tric Company, Schenectady 5, N. Y. 


Progress /s Our Most /mportant Prodvet 


GENERAL @@ ELECTRIC 
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. New Products 


Weil-McLain boiler-burner Units 


for No. 5 Oil or combination Firing 
NUMBER 40 and 44 boiler-burner units, announced by 
Weil-McLain, are called the first cast-iron boilers for No. 5 
oil or combination gas-light oil firing. Capacity range 
starts at 3,395 sq. ft. of steam and extends up to 12,260 
sq. It 

Units are furnished with air atomizing pressure type 
burners, integrated with up-to-date electronic controls and 
factory-engineered combustion chamber design. Oilheating 
units are primarily designed to burn No. 5 oil, but also 
operate efficiently with the lighter grades as well 


Made by: Weil-McLain Co., Michigan City, Ind 


Controls Company announces Valve 
for vaporizing burner Appliances 


MODEL 2400 oil control valve has been added to the Con 
trols Company line for heating appliances using vaporizing 
burners, such as space heaters, wall and 
floor furnaces, mobile home _ heaters = 
The control, designed to exceed all J 
Mish. ts 


safety requirements, is available in both 
single and double metering stem ver- 
sions. Electric and non-electric thermo- 
static accessories are available. 
Made by: Heating and Air Condi 
ning Controls Div., Controls Co. of 


America Milu aukee, Wis 


eS 
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/ give Expert Service 
and | use... 





NaS The 
WIGWAM- 


THERMCAP 
Eliminates 


DOWN DRAFT 
SLUGGISH DRAFT 
DAMAGING ACIDS 
CARBON 
CREOSOTE 

RAIN MOISTURE 
FUEL GAS 
CONDENSATION 


The WIGWAM-THERMCAP improves combustion — thus saves 
fuel. Looks good — is good. Keeps entire chimney dry. Has 
no moving parts to wear out. Saves costly repairs. Poor draft 
is dangerous; good draft means economy. The patented prin 
ciple of WIGWAM-THERMCAP creates a draft-pull at the chimney 
top. ADAPTABLE TO ALL CHIMNEYS. 





Special WIGWAM-THERMCAP representatives’ contract available 
to qualifying dealers 


My Customers appreciate the DIFFERENCE!” 








For details, write to: 


BOSTON MACHINE 
WoORKS COMPANY 














Oll Heating Supplies Div. 
7-17 WILLOW STREET 
LYNN, MASSACHUSETTS 


dloil 
oilheay, 
















GASOR 3 
OIL FIRED ‘yay Trlr ioe 
PACKAGED | 
UNIT; 


That is also an 
TaRticlichitesal 
time saver 





COMPLETELY EQUIPPED FOR 
FAST INSTALLATIONS 
e PLENTY OF HEAT AND HOT WATER 
@ FUEL-SAVER — 
economical to operate 
e FULLY WIRED AND ASSEMBLED 
READY TO INSTALL IMMEDIATELY 
e FITS THROUGH A 30-INCH DOOR 
in easy one-man handling crate 
e BUILT TO FIT THE MODERN HOME 


QUICK as 
HELLO AND 
GOODBYE 


HEALTHY HOT 
WATER HEAT 





nationally 
advertised 


L.O. KOVEN & BRO., INC. 


RICHBOYNTON ROAD, DOVER, NJ. 
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Ray Nelson put test tubes behind him \ 


A business of his own... with Gulf behind him 


: a an 
Eee 4 
SS eee ieee 
£ - — Cl POO Nt 4 
Ray and son David have time for lots of sports. David 
hopes to follow in his Dad's footsteps < grown Univer- 
sity football, baseball, and hoc 
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hen he took over the Avon Coal & Oil Co., in Avon, Massachusetts. 
was a move he never regretted. 


_ af : 
et 


- 


— = | 
Mr. and Mrs. Nelson, and teenagers Marcia and David 
gather in the Nelson family headquarters in Avon. Another 


daughter, Elizabeth, is away at college. 
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Abandons Lab Career 


for Gulf Solar Heat 
Dealership 


Major oil company loses Engineer Ray Nelson 


lo cleanest burning heating oil. 


Ray Nelson, Avon Coal & Oil Company, Avon, Mas- 
sachusetts has worked in a petroleum laboratory, so 
he knows a lot about heating oils. 

“Solar Heat is the cleanest burning heating oil I’ve 
ever seen,”” he says frankly. “‘That’s why I think 
being a Solar Heat brand dealer is the best opportu- 
nity there is. Everyone wants clean-burning fuel, and 
I’m all for selling it to them! 

“Before hydrogen-purified Solar Heat, all fuel oil 
dealers had plenty of service problems. Clogged filters, 
nozzles and strainers caused by the fuel itself were 
responsible for most of the trouble. 

‘“‘No wonder customers switched to other fuels! 

““Now we see evidence of this only when we sign up 
a new customer who has been using another oil; and, 
ve’re getting our fair share of mew business, too. 

“One winter with hydrogen-purified Solar Heat 
proves to customers how superior it really is. We sel- 
dom have a fuel system service call and our annual 
clean-ups are completed in no time.” In the Avon Coal & Oil Co. office, Gulf Representative W. P 

Riley assists Ray and his cousin and partner Arvid Nelson in 
planning a spring campaign to promote new business using the 
all-new 1959 Solar Heat Direct Mail progran 


Ray Nelson praises the exclusive Gulfining process 
that enables Solar Heat to burn amazingly clean. 
And—like all Solar Heat brand dealers—he knows 
from experience that cleaner burning heating oil 
means satisfied customers and more new business. 
Profits are actually bigger because service calls are 
fewer . cut to a minimum by hydrogen-purified 
Gulf Solar Heat. 
Phone your nearest Gulf office! Get the full story on Go one better, go Gulf 
new Gulf Solar Heat. Discover the many other sales 
advantages you can enjoy as a Solar Heat brand 
dealer. Do 1t today. 


If you are already a Gulf brand dealer we 
welcome your comn , as always, on 
sales or technical matters. Write to Gulf 
Oil Corporation, Home Heating Market, SOLAR HEAT 


sulf Bldg 7ittsburs 9, Pa. . - 
7 ( Bldg., Pittsburgh 19, Pa heating oil 
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Industry Groups icgu nt the m with details ot the 
rtified-guaranteed warm air heating 
(Begins on page 40) : 
installation 


At Lansing, Mich., the 
onsored by the Lansing Heat 


iS SJ 


ve ‘ye . resentation 
Silver Shield Programs being Peer 


organized in several Markets ' ton 
fAssociaty Where |) membDers 


nm, 


Sil 
li 


A SUMMARY OF PROGRESS in the V immediately signed to incorporate an 


Ind Comt Bureau 


Presentation on March 9 was spon 


the 


Shield program, as reported by 


National Warm Air Heating & Ait 


Or rt 


Conditioning Association, reveals in sored by the Milwaukee Sheet Metal 
tense activity in February and March Contractors Association and more 

Included were meetings for more t Silver Shield acceptance 
than 700 industry people in Lansing etitions were signed. Next step was 
Dallas, Milwaukee and Rochester t heduled for an April 1 meeting when 





OiL BURNER 
FUEL FILTER 
OBF-100 


SPIN-ON TYPE 
OIL BURNER FILTER 


You make more money 


Exclusive WIX PORO- 
SITE pleated paper fil- 


tront 
Ls 


Removes even micro- 
scopic foreign particles 
from oil 


you save time and trouble, too! 
Here are the best of good reasons for you to install the 
revolutionary WIX Spin-On Oil Burner Filter on every 
Oil Burner you sell or service. 

; . — 

alla :) ait! ) se > 

ili ial is inc Installation is simplicity itself! All you do is insert the 
120 gph gravity flow 

& 
Lightweight, Rustproof 
Aluminum construction 


aw 
COMPACT! 5 °%16" high, 
2 3/4” wide—8 ounces 
+ 
Listed as Standard by 


Underwriters Labora- 
tories, Inc. 


WRITE: 
Get the facts on this amazing 
WIX Spin-On Filter that makes 
extra profits for you. 


die-cast aluminum head in any 4” N.P.T. line (one or 
two pipe... high or low pressure system). Then spin-on 
the WIX Cartridge 


. no tools .. 


. just a twist of the wrist does it 
no mess ... no filter pot to clean out! 
Now, the oil will be truly clean for the season. Your cus- 
tomers are happy and you've made friends AND profits! 
The WIX Spin-On Filter is the engineered answer to 
unnecessary service calls. It does a much better job of 
filtering. Features such as the exclusive air bleed and the 
safety locking screw SELL the home owner on sight 


OIL BURNER FILTERS 
WIX CORPORATION * GASTONIA « N. C. 


In Canada: Wix Corporation Ltd., Toronto 
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Indoor 


ot Milwaukee 


Comfort Bureau was expected 


formation a 


Sponsoring groups at Rochester in 
the Oil Heat of 
Rochester. More than 65 pledges to 


cluded Institute 


accept the Silver Shield program were 
local 


formed to implement the plan 


turned in and a committee 

One innovation has been introduced 
by the Association. While a local In 
door Comfort Bureau is being organ 
ized to administer the program, the 
sponsoring group conducts refresher 
training classes on a one-night-a-week 
basis, explaining the use of NWAHACA 
Silver Shield 


standards, The course is open to all 


manuals to conform to 


dealers, whether Indoor Comfort Bu 


reau members or not 


Out names Robert Griffin 
Manager of Field Services 


APPOINTMENT of Robert J. Griffin, 
Albany, N. Y., as Manager of Field 
Services, Distri = a a 





bution Division, 
Oil-Heat Institute 
of America, Inc., 


New York, N. Y 


h as be en 


an- 
nounced. He will 
assume his _ post 


in early May, 
signifying the es 
tablishment of a new department in 
Ours Distribution Division. Later ad 
ditions to the staff are planned in the 
person of field representatives for the 
East Coast, Midwest and West Coast 

Grifhn 


perience in the heating oil industry 


has enjoyed extensive ex: 
For 11 years he handled the sale of 
fueloil at retail and 
wholesale for Esso Standard Oil Co. in 


several New York State areas. For the 


oilburners and 


past two years he has been connected 
with Eckert Fuels, Inc., Albany, N. Y 
in a managerial capacity, His activity 
in the industry also has extended to 
participation in Oil Industry Informa 


tion Committee affairs 


Massachusetts Dealers hear 

McCracken talk about Research 
MEETING on April 21 at the Hampton 
Court Hotel, Boston, the Massachu 
setts Oil Heating Assox 
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ingersoll 


Makes the Stainless Steel” 
that Makes Combustion 


Chambers Better 


“Ingersoll makes the steel 


ADVANTAGES OF STAINLESS 

STEEL COMBUSTION CHAMBERS 

e No breakage in shipment or 
handling 


e Lighter weight lowers freight 
costs 


| MGERSOLL STERL 
- — 


e Quicker heating—for greater 
efficiency 
| 
q ; 


| BORG WARNER 


e Cleaner heat—better temper- 
ature control 


Heat Resisting - Sheared to Size 

We custom shear this special steel to your 

blank sizes or multiples—to reduce scrap, 

to save you time, and to cut your costs. 
The better the steel, the better the combustion 
chamber for oil fired furnaces. For this purpose, 
nothing beats Ingersoll heat-resisting stainless. 

This special analysis steel is scientifically 
formulated to withstand high temperatures, and 
constant expansion and contraction under heat- 
ing and cooling. 

With exceptional forming characteristics, In- 
gersoll heat resisting stainless steel fabricates 
easily to permit freedom of design and produc- 
tion techniques. 

So—it pays to specify Ingersoll heat resisting 
stainless steel for your combustion chambers. 
Try it, and see. 


not the combustion chambers 


Ingersoll STEEL DIVISION 


Borg-Warner Corporation 
NEW CASTLE, INDIANA 











. . «+ Industry Groups 
heard Calvin D. McCracken, Jet-Heet, 


Inc., talk about research and its re 
lation to oilheating equipment devel 
opment 

Also at the same meeting Fred 
Brehm, chairman of the Nominating 
Committee, submitted a slate of ofh 


cers and directors for election 


Copies of B-58 Standard 
offered by Oil-Heat Institute 


PRINTED COPIES of B-58—Safety and 
performance Standard for the Installa 
tion of residential boiler and furnace 
Units for distillate Fuel”—can_ be 

Oil-Heat Institute of 


Sth Ave., New York 


cured from 
America, 500 
36. N Y 
They cost $1 each for one t 
copies, 85¢ each for 12 to 50 copies 
and 80¢ each for 51 copies or mor 
Cash remittance should be with orders 
Plans under study now are aimed 
at implementing the Standard and es 
tablishing machinery for its applica 
tion in the field at local, state and 
regional levels to upgrade oilheating 


installation quality 





Officers of Wisconsin Petroleum Association, left to right: Dave Gluck, International 

Oil Co., Milwaukee, secretary-treasurer; Ray Johns, Chieftain Oil Co., Chippewa 

Falls, president; James F. Fitzgerald, F-W Oil Co., Janesville, vice-president; Lavern 
Schaetzel, Schaetzel Oil, Inc., Germantown, vice-president. 


Fire Inspectors Course held 
at Springfield Trade School 
4 COURSE to train fire inspectors in 
ommercial-industrial oilburning sub 
jects has been established by the Oil 
America at the 
Springfield Trade School, Springfield, 
Mass 


The training program has 34 men 
1] 
lI 


Heat Institute of 


] 


nrolled; one class in the morning is 


attended by fire inspectors from larger 
communities and one in the evening 
is for volunteer personnel from smaller 
towns. 

It is anticipated that similar courses 
in time will be set up in other areas 
by local Ont Chapters 

The Institute sponsors at the Spring 
field school a training program for 
heat and power technicians, dating 
back to September 1955 





_ 
Only ONE 











. . highest CO.! 


Available to Burner Manufacturers Only— 


MODERN DIE & MACHINE CO. 


... there is ONLY ONE 
Original 


SHELL- 
Combustion Head 


Field-tested through tens of 
thousands of installations operating at 
peak efficiencies! 


The Shell Combustion Head 
does not Cost — it Pays! 


The boiler you install is no better 
than its burner. 


Boston 25, Mass. 
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To the man who asks: 
“What's in it for me?” 


You've probably read... or heard... about the Seal of Certifi- 
cation Program for unitary* air-conditioners. You probably know 
that it was developed by the Air-Conditioning and Refrigeration 
Institute in cooperation with the National Warm Air Heating and 
Air Conditioning Association. 

“All right,” you say. “So what’s in it for me?” 


Good question. And it has some good answers. For instance: 


YOU CAN NOW SPECIFY WITH ASSURANCE, because 


this program takes the guesswork out of a complete system. Of 


course, it’s still up to you to determine the total cooling capacity 


needed, but now you'll be working with units of assured capacity. 


YOUR SERVICE CALLS AND EXPENSES SHOULD BE 
REDUCED. You'll eliminate many headaches caused by units 
which do not perform satisfactorily under adverse conditions. This 
is because ARI-certified equipment, in addition to meeting ARI 
capacity-rating standards, is also subject to a number of rigid 
performance and safety tests. Among these are tests covering 
insulation efficiency, condensate disposal and performance under 
maximum Operating conditions. With these additional assurances 
of guaranteed performance, your customers will be happier. . . 


and so will you. 


YOUR SELLING JOB WILL BE EASIER. Too often, a custo- 
mer decided not to buy, because he was confused. He didn’t know 
what to believe among so many conflicting and ambiguous claims 
about performance. Now, you can present a factual, uncompli- 


cated selling story about units with the Seal of Certification. 


Customers can readily compare brands by the same standard of 


rating capacity...and then decide what other features... and 


price range... they want. 


That's what’s in it for you 


Any more questions? You'll find the complete 
Story of this program in the free ARI explanatory 
booklet (available also in quantity for your 
customers). For your copy (and a copy of the 
Directory of participating manufacturers and 


their models), write to 


Chief Engineer, Depr. I Air-Conditioning and 
Refrigeration Institute, 1346 Connecticut Ave 
N.W., Washington 6, D. ¢ 


**Unitary”” air-conditioner ill packaged at 
conditioners, whether single u or combined 
units (called “split” systems) up to 135,000 btu 


incapacity, but not including roor r-conditioners 


or heat pump 


Manufacturers participating in the program: 


Carrier Corporation e Florida Warren Corporat 


Fr 





. «+ « Industry Groups 


Nathan re-elected President 
at Out of Long Island Meeting 


RAY NATHAN, Nathan Oil Co., was re 
elected president of Oil-Heat Institute 
of Long Island, Hempstead, N. Y., at 
its annual election meeting April 8 
Also re-elected were Leonard Braun, 
Piping Rock Oil Corp., vice-president 
for Nassau County and Gordon Davis, 
L. I. Ice & Fuel Co., vice-president 
for Suffolk County and Douglas Blair 
Mid-County Petroleum, treasurer 








> 
Named at the same meeting wer 
these three additional officers recently Oil Heat Institute of Washington, Seattle, and its 250 members in Western and | 
authorized by constitutional amend Central Washington, sponsor this special exhibit at shows and fairs. It illustrates } 
masets: Secend vice president, Nassau the a ——, — ae 2 oY he modern r gor op t young 
ies alternate during the day with a brief message for oil heat. 
William Johnson, J & A Automatic 
Heating; Second vice president, Suf Florida Home Heating Group urconditioning and six during whicl 
folk, Harry Jeffords, East Island GL! sponsors a 10-week School heating calculations and applications 
Petroleum; Assistant treasurer, James were covered. Instructors were fur 
Wells, Wells Fuel UNDER THE AUSPICES of the Florida nished from the engineering staffs of 
The group’s annual installation Home Heating Institute, Miami, Fla., Heil-Quaker, Holly and Richmond | 
dinner-dance will take place on May t 10-week heating and airconditioning Mfg. Co. on the heating side, from 
16 at the Huntington Crescent Clul training course was conducted March Carrier Corp. on airconditioning 
Another organization activity was 10 to May 12. The school met each Teaching manuals consisted of pub 
the “Fashions in Living” Home Show, Tuesday might during the period at lications of the National Warm Ar 
April 18 to 26, at Roosevelt Raceway Coral Gables Elks Lodge Heating and Air Conditioning Asso 
at which OHILI had a display There were four sessions devoted t ciation and Carrier Corp 
K & 
eep heating costs low 
& 
with HEV-E-OIL : 
—_ 
é & 
commercial -industrial \ 
burners 
Hev-E-Oil burners furnish all the air necessary for com- 
bustion, assuring perfect fire control under all weather con- 
ditions. Low fire start that builds up gradually to the flame 
size required means smooth, safe operation. And once the y 
burner is set for greatest efficiency, it stays that way no 
matter what the weather 
A complete package! Fire tested! Automatic, electronic 
controls. Meets all codes. Easy to install. Models from } 


5 to 150 gph. 

For more information on Hev-E-Oil burners write Indus- 
trial Combustion, Inc., 4507 N. Oakland Ave., Milwaukee 
11, Wis., Dept. FO-559. 


INDUSTRIAL COMBUSTION 
INC. 


EXECUTIVE OFFICE: 4507 N. OAKLAND AVE., MILWAUKEE 11, WISCONSIN 
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ON THE BALL... 


It takes fast footwork to keep ahead of today’s fuel oil competition. 
That’s why more and more independents rely on HARTOL for “ace” 
service that wins. For over three decades HARTOL has been on the team 
with top independents . . . providing 17 convenient modern terminals, 
first class loading equipment, storage facilities for peak operation, and 
dependability under all conditions. Get the whole story from your 
HARTOL representative. 


@ Largest independent marketer of gasoline and fuel oil on the Eastern 
Seaboard. 


® No consumer accounts. HARTOL does not compete with its customers. 


HEATING OILS . GASOLINE «e KEROSENE 


; PETROLEUM CORPORATION 
HARTOL 630 FIFTH AVENUE * HM-759 * NEW YORK 20, NEW YORK 








: ‘ : q iy ARTS New sales Aids issued 
Superior Filtering for all Lee ig MANUFACTURERS ff by Coastal Oil Company 
Var ACTIVITIES | A NEW PORTFOLIO of sales aids for its 


Oil Burning Equipment! e 4 ; SNe fueloil dealers has just been issued by 


' . The Coastal Oil Co., Newark, N. J 
MICRO Driver Contest announced “Practical profit Builders for fuel 


by Scully Signal Company oil Dealers” contains methods and ma 


FUEL OIL FILTERS uA en eee ee oY terials for today’s selling needs, di 
NTI , Op oO ‘ oO elol , 

There’ K Fu seen . 

Scene aumastendaed ivery truck drivers, has been an vided into 


burner using No. | and : : - " i \ ylans: ve sav > + c Yac ¢ 
2 fuel oil. Your choice... i 1Ou 1 DY Scully signal Ci I » Even I yment plan ; fas com 


metal or glass bow! F yet n° sur re ) y 
“Millions Since 1932 : ntest, which will award more petition; mew customers; building a 


—J 


seven sections: Service 


1. Practically no flow 
resistance—true 0 

FF-430 UT depth filtration eee a I 
Simplified construc- Ul i ( ni cully products n 
tion for simplified : } } } am _ 
nonselect yb tead the driver entering completes 
required } ¢ : Or “J le 
Eliminates nozzle and ; 7 ment in ) WOTdS, OF ISS: 
line clogging for \ , : 
reste pee Meco \ illy products have helped my cus 
efficiency : . ] 
og TS ners, my company and me hk 
PK-150 U/L Chrome and Brushed ” 

Zinc. 


sales force; general promotio WS 
cash in prizes, involves the ’ ce; general promotion; new 
paper advertising 


The portfolio helps the fueloil deal 








er undertake a positive and vigorous 


program. 














: ‘irst prize is $200; second prize 
chemistone ; es , 
Controlled porosity element assures l third prize, >/); fourth prize, 
sparkling, crystal-clean fuel oil every 
minute. Traps water removes dust, 
rust and scole 


ther prizes of $10 and $5 


must be postmarked befor 


Keemn PRODUCTS June 15; prizes will be awarded July 


set of rules for the contest 
Division of ivailable from Scully Signal Co., 174 
KLEMM AUTOMOTIVE PRODUCTS COMPANY Green St., Melrose 76, Mass. Rules 
1722 North Damen Avenue © Chicago 47, Illinois , a eer , 
EXPORT: Guiterman Co., Inc., New York 4 ilso appear in the Scully ad on page 
CANADA: Elgee, Ltd., Toronto 





Service-Master costs so much less in the long run 
that it’s actually false economy to settle for any 
other make. Here's a truck body that has class... 
starting with the way it’s put together and ending 
with the way it stays together without constant 
upkeep through the life of several chassis. See 
one, go over it carefully, get all the facts, 
compare and you'll know why Service-Master is 
your very best service body buy! 


A standard Model SM-15 
(% ton) Service-Master is shown 


| POWERS at top left. Below is the same 
2 y) model with a Canopy Top. 
All bodies are available for 
CAyveCle = immediate delivery in all 
48 states. 


TWO MODELS...FOUR SIZES 


Y., %, 1, and 1% ton chassis 


Before you buy 
any service body 


SEND FOR THIS 


FREE ¢-act FOLDER 


it's loaded with 
va/uable information 


McCABE-POWERS BODY COMPANY 
5900 NO. BROADWAY e ST. LOUIS 15, MO. 
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H eee RIGHT FROM THE START... 
a. . Te coteic. MODELS For Gas... Oil... 
and Solid Fuels! 


“| don't fuss and fret with uncertain draft 
anymore since Walker brought out this low- 
priced draft inducer-regulator combination. 
Now, | install Walker inducers on all my jobs. 
That puts me way out ahead, because with 
good draft | know every job will be exactly 
right from the start.” 


a 


THE INSIDE STORY OF 
SHUR-FLO EFFICIENCY 


"Most Efficient Draft System Ever Made" 


Say Heating Contractors, Architects, Home Owners 


Draft problems are eliminated with a Walker Shur-Flo 
Control (Pats. Pending) in an oil, coal, or gas-fired installation 
because it’s the SUREST DRAFT SYSTEM ever devised. 

Here’s an economical draft inducer that’s a 
fool-proof answer to every draft problem from older heating 
installations to modern, low-roofed houses. You just 
install it and forget it. What could be better? 

Moreover, the Walker Shur-Flo with fan operated draft 
@ Hi Volume Self-Feathering Fan inducer moves ONLY flue gases; does not suck in outside air. 
@ Self-Cleaning Blades (No soot Building and home owners like the Shur-Flo because it runs 

build-up) quietly, costs less to operate, and requires little power. You'll 

Stainless Steel Shaft, Hub, and like the Shur-Flo because it installs quickly at any angle 

Blades vertically, horizontally, or at a pitch—and virtually 

Quiet, burn-out proof motor eliminates costly callbacks and corrections. 


Silicone oiled Bearings For full details, see your supplier or write direct 


ae a en WALKER MFG. AND SALES CORP. 


Extra rigid mountings. 1750 Penn Street St. Joseph, Missouri 





Visit us in Booth 246 at the Eastern Biennial Exposition of Oil Heat and Air Conditioning— 
Hotel Statier Hilton, Boston, June 2-3-4-5. 


There’s a Walker Draft Control Scientifically Designed to Meet Every Draft Problem Regardless 
of Fuel. 28,000,000 in Use Prove Efficiency. The Standard of Performance for the Industry. 


ROYAL PURPLE TYPE 34 JUNIOR LINE TYPE BB DOUBLE SWING VENTURI CAP 
for smaller central for larger special central heating commercial and for gas fired for heating 
hecting plants central heating budget control industrial control equipment and ventilating 


dloil 








4 x 




















. . . Manufacturers’ Activities 


Philly Delivery Equipment 

explained at Demonstration 

A DEMONSTRATION in March at Prince 

ton, N. J., was sponsored by Philly 

Delivery Equipment, Division of the 

Plastic Appliance Co., Philadelphia 
Two Nassau Oil Co., 


Princeton, demonstrated high pumping 


trucks of 


speed deliveries made to home fueloil 
customers—one truck had a centrif 
ugal pump and the other a positive 
displacement type. Both trucks were 
equipped with pressure gauges and 


tachometers. The proper combination 


You too can 
make 
more 
money! 


You can build your business into a real money-maker with a 
Sinclair heating oil franchise. Here are four good reasons why: 


You can offer premium quality products at regular prices. 
> Sinclair Heating Oil contains an exclusive anti-rust 
ingredient. Result: reduced service calls. 


> A strong advertising program — designed to be used at 


the local level - 


> A special sales training program 


ideas. 


y An assured product supply 
production and ample storage facilities. 


where it counts most! 


full of profitable new 


thanks to Sinclair’s huge 


There’s much more in the market for you with Sinclair Heat- 


ing Oil. For details, write: 


Sinclair Refining Company, 


600 Fifth Avenue, New York 20, N. Y. 


Sinclair 


HEATING OIL 


126 


SuperFlame 


of pump, hose and nozzle, the demon- 
stration indicatd, permit pumping 100 
gp. at 60 to 65 Ibs. pressure, with 
shut-off pressure in the 90-95 Ib. range. 
Nassau Oil Co. records were cited to 
show greatly increased delivery rates 
per truck per hour for last heating 
season after the initiation of high 
speed techniques. 

Philly Delivery Equipment Division 
has a color slide presentation available 
on request about high speed delivery 


techniques. 


L. O. Koven relocates Office 
to new Site at Dover. N. J. 


SINCE MARCH 6 L, O. Koven & Bro., 
Inc., formerly Jersey City, N. J., has 
had its office located in Dover, N, J 
The new address is Richboynton Road: 
telephone: Foxcraft 6-0400 


Robert G. Gregory retires 
from General Filters. Ine. 


ROBERT G. GREGORY, vice-president in 
charge of engineering, General Filters, 
Inc., Novi, Mich., has retired. A mem 
ber of the board of directors, Gregory 
joined the firm in 1937. following the 
death of one of the partners who or 
ganized the company in 1936 

A native of Detroit, he is a Syracuse 
University graduate and a veteran in 
Oil Heat Institute and industry af- 
fairs for more than a quarter of a 
century. 

He will be retained in an advisory 
capacity. Gregory expects to make his 
home in Florida. 


Robert G. Gregory 





TEMPOTHERM 365 
Clock-controlled day-nite, 
heating-cooling 

T-90 

Year ‘round heating-cooling. 
T-241 

Two-stage heating and cooling 
Automatic system changeover. 
T-231 

Two-stage heating and cooling. 


. T-99 


Cooling thermostat. 
Optional fan control. 





America’s 
Most Complete 
Family 

of 


Air Conditioning 
Thermostats! 


General Controls continues to set the pace 
in creating the kind of advanced design 
thermostats that afford maximum selectivity in 
air conditioning thermostats. Not only do 
General Controls thermostats please the 
homeowner with their beauty and simplicity of 
line, they also signify quality—and prove it by 
delivering the top performance engineered into 
systems and related equipment. 

Consult your nearby General Controls branch 
office for complete details on the many 


air conditioning thermostats available. 





5 basic styles 
harmonize with 

any architectural 

or decorating theme. 


America's Fi 
Glendale, Cali 


ALL WITH MODERN 
MERCURY 
SWITCH 
DEPENDABILITY... 


118 FUNCTION VARIATIONS 
TO CONTROL ANY SYSTEM 
* COOL, HEAT, FAN, AUTO, OFF, 
RESET SWITCHING FUNCTIONS 


SINGLE OR TWO-STAGE HEATING WITH 
SINGLE OR TWO-STAGE COOLING 


HEAT AND COLD ANTICIPATION 
DAY AND NIGHT CLOCK PROGRAMMING 


SINGLE DIAL OR TWO DIAL TEMPERATURE 
SELECTION 


MANUAL OR AUTOMATIC CHANGEOVER 


or every heating and cooling requirement: gas, oil, coal or electric; 


evaporative, chilled water and heat pump systems 


RAL CONTROLS 


nest Controls for Home, Industry, and the Military 
fornia + Skokie, Illinois * Guelph, Ontario, Canada 


Six Plants —42 factory branch offices serving the United States and Canada 





For BEST Truck PuMP 
PERFORMANCE! 


MARLOW: 


bed ©) 3 Bet orf c 


MODEL 2MiIG self-priming centrifugal self-priming centrifugal truck pump oper- 
truck pump operates at ates at a capacity range from 50 to 100 
a capacity range from 30 to 70 G.P.M. G.P.M. Input speed is 530 to 900 R.P.M. 

Input speed is 400 to 700 R.P.M. 


Before selecting the right pump for your home delivery 
tank truck, first check these exclusive Marlow features :— 


.--No metal-to-metal contact of internal pump parts eliminates 
wear and greatly increases pump life. Marlow has a complete range 


.-»Mechanical shaft seal is self-lubricating and self-adjusting. of self-priming pumps for 
Proved in thousands of petroleum pumping applications, it 


pane 8 we handling petroleum products 
eliminates leaks and dripping. , ; . 
. ; ; in bulk plants, retail delivery 
-..efficient operation throughout entire performance range. ne 
; oe . trucks and transports. Write 

..-Patented diffuser self-priming system permits the pump to 
reprime itself automatically. Welding shot will not cause 


damage to pump parts. tion and the name of your 


today for complete informa- 


..-Greater capacities at low cost, weight and size than obtained nearest Marlow dealer. 
with other types of pumps. 


MARLOW PUMPS°® 


DIVISION OF BELL & GOSSETT CO. 


Marton Grove, illinois « Midland Park, New Jersey * Longview, Texas 
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PF-2002 Filter 
PF-200 Element 


Reduce 
your 


inventory 
problems... 


THESE 4 PUROLATOR REFILLS 
SERVICE 98% OF ALL 
OIL BURNER FILTER INSTALLATIONS 


With the addition of three new sizes, the 
famous PurOlator line of Micronic® filter 
refills (including gaskets) will now fit 98% 
of all oil burner installations. 


— per 
~ - 


In addition to supplying most requests from 
a minimum stock of four sizes, you can give 
your customers the five outstanding benefits 
of PurOlator Micronic filtration —no matter 
what filter is installed on their job. 


. Water and acid resistant element. 


. Uniform density filtering to .0005”. 





. No channeling or ‘‘soft'’ spots 











. Will not shrink, distort, stretch, flake 
or deteriorate. 




















. A guaranieed filtering capacity of over 





100 gallons per hour U.L. approved 

















PUROLATOR REFILL FEATURES 


fom any ¢ ‘ UL APPROVED 100 GF 


p~-MAIL COUPON FOR FREE CROSS-REFERENCE CHART-— 
This handy guide shows you, instantly, the filter 
refills which may be used, interchangeably, in all 
leading filter units. 


Purolator Products Co., Inc. 
Rahway, New Jersey 


Please send me copies of your Oi! Burner Filter 


| 

| 

: 

Element Cross-Reference Chart 

PURO OR | 
UR LATOR | 

| 

| 

| 


Nome 
PRODUCTS, INC. 
“FIRST IN THE FIELD OF FILTERING” 


Address 
Stote 


Rahway, New lersey and Toronto, Ontario, Canada 





Manufacturers’ Activities 


Penn Controls completes Move A new district office at Birmingham, Webster’s 50th Year 
Of Five of its district Offices Ala is managed by William P 78) 


(Begins on page 
FIVE of Penn Control Compar 


; branched out in the oilheating busi 
trict offices have been moved to nev he Atlanta district office now is lo 


' ness with ignition transformers, now 
locations ited in Doraville, Ga., and Joseph ogewtan i 
7 produced at the firm's subsidiary, Ken- 
Well, Inc., Frankfort. In the 1930's, 


control valves for oilheating systems 


The eastern regional warehouses ‘homel has been named district man 
and New York district office have been ger, Harold King, formerly district 
consolidated at Ridgefield. } manager at Atlanta, now manages the 
Warehouse manager is Raymond 4 » district office just moved to 


Burke, under the direction of rg mbard, Ill 


as well as the fueloil pumps were 
added. This division was soon to be 
; come the company’s largest—produc 
Sander, district manager and . Milwaukee district office has ing for worldwide use supply pumps, 
Garrett, sales engineer. Philadelphi moved to larger quarters at 4738 W 


ind Newton, Mass. district ofh ind sbon Ave. Harold Gray is district 


] 


transfer pumps, regulating valves, 
“Delaytrol” delayed opening valves, 
staff remain at their present as well as fuel units and ignition 
transformers 

Webster diversified into the elec 
tronic components field, making full 


use of its existing engineers and add 

f a ing more. In addition to producing a 
“LO vA PRECISION ASSURES wide variety of phonographic tone 
arms (pickups) and cartridges, the 


company brought out its Ekotape taps 
RELIABLE PERFORMANCE recorder in 1946. Later developments 
— brought out special tape recorders and 


CONDENSATE PUMPS ‘s 4 . mechanisms including special language 


; teaching equipment and stereophonic 
Or air conditioning, refrigerat 


tape recorders. They are also now pro 
units. Effectively and dependably a : : I 


tion. Compact, simplified automatic liquid leve SP ducing a nationally famous stereo 
trol. Pumps heads to heights of ft. Height, base t ceramk cartridge for the booming 
top 10 inches F stereo record business 
“Webster Electric” is hardly syn 
nymous with hydraulics. yet more 


NOZZLES than 1,500 tons of raw metal enters 
= Rape , ae e - gf kh ddingto n Webster's Racine plant each year for 


burner serv » 
rod no rdraulic pumps ; 
piece porous bronze nozzle filter . High & Low Pressure production of hydraulic pumps and 


standingly reliable permits the flow Nozzles valves. In 1958 alone, five new prod 
to pass with the least restrict yel ( : ucts were introduced to the field by 
gives more effective filt vombustion Heads 
mesh strainers. Re 
ranges from an | 
and larger flows if desired Condensate Disposal 
Units adjustable; an “HF” series of hydrau 
Pressure Regulating 
Valves 


the hydraulic division. They were 
Filters—Strainers two “pilot operated” relief valves, one 


factory adjusted, the other manually 


lic pumps designed for heavy earth 
moving and construction equipment 

. a series of eight low volume, high pres 
Nozzle Adaptors sure pumps designed for special hy 


' Air Cones—Stabilizers draulic needs; a series of directional 
FUEL OIL FILTER . control valves for industrial and agri 
Rust and corrosion proof diecast alu Servicemens Kits 
minum body. Felt cartridge p 
sump. Greater filtering surfa 


Is interchangeable with other make Munroe is looking toward several 
Our engineering department 


is at your service. Inquiries 


ea invited on your problems 


cultural equipment where more than 


Inspection Mirrors one hydraulic function is required 





additional new units this year. Web 
ster now ranks among the top ten 
manufacturers of hydraulic compo- 


oY ‘ 
hale Mi ~) , Vo nents . a diversification of Webster 
igton > D>: OzZles - chat that started in 1949 
Ces of The ea of Webster spells more 
Ss diversification. Early this year the 
EDDINGTON METAL SPECIALTY COMPANY, EDDINGTON, PENNSYLVANIA (Please turn to page 134) 
May 
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DELCO MAKES THEM LIGHTER, SHORTER 


Delco's oil burner motor is easier to 
install and totally enclosed for 
cleaner operation 


burner manufacturers save on material, shipping and 
costs when they use Deleo’s oil burner motor in 

duct. Here’s why. This motor is lighter, yet remains 
NEMA 56 Frame size. Even with this weight reduction, 
strong and rugged, and has superior eles tri il 


characteristics. 


tor is shorter, too, and requires less installation 
y it possible to build a more compact oil burner 
the totally enclosed design, which includes end 


th no vent openings, results in a cleaner operating 


xtras and more are yours when you choose Delco 
motors for your product. Quality built for years 
free service, Delco will please your customers, 
istomer satisfaction means repeat business! 
mplete story on how you can save with Delco oil 
rs, contact your nearby Deleo Products Sales 
to Deleo Products, Davton, Ohio 


SUPERIOR ELECTRICAL 
PERFORMANCE 


torques and efficiency give vou 


Increased 


more power for your money 


STREAMLINE DESICN 
Deleo’s sleek exterior design 
will complement any modern 


oil burner installation 


STURDY CONSTRECTION 

Main frame ix of heavy» -cage 
steel; end frames are one-piece 
aluminum die castings formed 
with structural ribs that give 
them amazing strength for their 


light weight 


LLTRA-OULTET OPERATION 

Precision rotor and bearing 
ilignment, and dynamic bal 
ince of rotating parts contribute 


to a long, quiet motor life 


Thivision of Genera 


ONTROLS 











FOR YOUR NEEDS 


e Tripping lever for locking 
or releasing arm 
e 180° swing permits deliveries from 
either side; 5 locking positions 


e Adjustable arm extends from 
14% to 23 in.—fits any size reel 














e Button on top of handle 
controls motor 


e Removable pulleys make hose replacement 
easy, without removing nozzle 





Fully adjustable hose guide cuts delivery time, lengthens hose life 


More deliveries per hour! Less wear and tear on hose! 
Guided unwinding and level rewinding! You get all these 

on new or old trucks—with the Philadelphia Valve 
hose guide! Ball-bearing rollers can be removed to per- 
mit replacement of hose and the symmetrical rollers can 
be inverted to double the life of the flange. Arm swings 
out of the way when traveling, locks in any one of five 
positions when in use. Adjustable arm length permits its 
use on any size reel, guides hose around corners of 
truck. Unit weighs only 14!2 Ib., withstands a 500-Ib. pull. 

Rugged construction means long life that virtually 
assures freedom from replacement costs. Control wires 
are fully enclosed to prevent cutting by hose. Write to 
us or your distributor for full details. 


PHILADELPHIA VALVE COMPANY 


DISTRIBUTORS 
NORTHEASTERN PETROLEUM SERVICE & SUPPLY, INC., 37 BROOKLEY ROAD, JAMAICA PLAIN 30, MASS. e OIL MARKETING EQUIPMENT 
COMPANY, 325 FREMONT STREET, SAN FRANCISCO 5, CALIF. e HOWARD SUPPLY COMPANY, 5125 SANTA FE AVENUE, LOS ANGELES 11, CALIF. 
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j , ay 7 
Atlantic and Distributor... 





: Te is alwayop 


Through a special Distributor Advisory Committee, \tlantic’s exclusive triple-refining process provides 
\tlantic and Atlantic Heating Oil Distributors work a premium quality heating oil. 
together as a team to establish, clarify and strengthen 


; 
] 
— 


Atlantic’s continuing 
program of advanced research assures that retail 
marketing policies and objectives. customers will always receive top value in clean, 
: : . modern heat. Customers have come to appreciate the 
Frank discussion of industry problems, free ex- , “s at a 1 Atl pa "He ioe ’ the 
. . =< quality that Is inherent in Atlantic ating Oil. 
change of marketing ideas, effective two-way com : . 


munications, person-to-person coaching system, and For complete information about the advantages of 


mutual confidence. These are some of the reasons why an Atlantic Distributorship, please write or call The 
such a close relationship exists between Atlantic Heat- \tlantic Refining Company, 260 South Broad Street, 


ing Oil Distributors and top management at Atlantic. Philadelphia 1, Pennsylvania. 


TERMINALS AT: 


Providence, R. |}. Syracuse, N. Y Akron, Ohio | Mechanicsburg, Pa. Baltimore, Md Albany, Ga 
New Haven, Conn Wayland, N. Y. | Allentown, Pa | Northumberland, Pa Salisbury, Md | Atlanta, Ga 
Albany, N. Y. Newark, N. J. | Altoona, Pa Philadelphia, Pa Richmond, Vo Griffin, Go 

Binghamton, N. Y ' Trenton, N. J. , Exton, Pa. ' Pittsburgh, Pa Charlotte, N.C 

Buffalo, N. Y , Gloucester, N. J. Greensburg, Pa Reading, Pa. Greensboro, N. C 
Eimira, N. Y. Bridgeton, N. J. Johnastown, Pa. Williamsport, Pa | Wilmington, N.C 
Rochester, N. Y. Boston, Mass Kingston, Pa Wilmington, Del Spartanburg, S$. C 


THE ATLANTIC REFINING COMPANY . Producer, Refiner and Marketer of Quality Petroleum Prox 


Macon, Ga 
Savannah, Ga 
Jacksonville, Fla 


since 1870 
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company acquired Telecom, Inc., Kan 
sas City, Mo., makers of dial system 
intercoms. 

Terms of this latest negotiation in 
cluded, in addition to Telecom, the ac 
quisition of the products of Ferrara, 
Inc., formerly of Oak Park, Michigan 

These products consist of liquid 
level controls, timers, pilot relays and 
electric automation controls ob 
viously opening the doors to more di 
Webster. Munroe 
plans to start expanding in these di 


versification for 


rections in the very near future 

The above pretty much discloses 
Webster's diversification and product 
plans of today. Though space doesn’t 
allow a discussion of other Webster 
diversification ventures during the fifty 
year period, the following list does 
show that the company was ever on 
the alert for expansion and making 
use of its facilities. Webster produced 
these products in the past and found 
them either successful for a short pe 
riod or downright unprofitable from 
the start: 

Laminated valves for automobiles 
trouble lamps for cars; Christmas tre: 


stands; jigs, fixtures and dies; standard 
production machine tools; battery clips 
tor early car radios; radio parts such 
as variable condensers and _ binding 


posts; coils; “A” battery eliminators; 


gasoline engine clutches: rectifiers: 


power transformers. 
Here’s how Webster's product pic- 
ture looks today in table form: 


ELECTRONIC COMMUNICATIONS 
DIvIsION 
Teletalk Intercom 
Telecom Intercom 
Teletalk Consoles 
Teletalk Consolettes 
Teletalk Com-ettes 
Telepage Paging System 
Industrial amplifiers & speakers 


ELECTRONIC COMPONENTS 
DivIsION 

Phono Cartridges 
Phono Pick-ups 
Ekotape (350) Stereo tape recorders 
Ekotape (360-362) Stereo tape decks 
Ekotape (310-320) Monaural tape recorders 
Hi-Fi Amplifiers and Preamplifiers 
Industrial components 


HyDRAULIC Division 
Hydraulic Pumps 

Directional Control Valves 
Relief Valves 

Flow Control Valves 

Hydraulic Motors 





HEATING DIvISsION 


Fuel Pumps 

Ignition transformers 
Oil transfer units 
Control valves 


Present officers of Webster are 

David J. Munroe, President and Chief 
Executive Officer 

Arthur C. Kleckner, Chairman of the 
Board 

Preston G. Crewe, Vice Chairman of the 
Board 

Howard C. Stacey, Vice President & Gen 
eral Sales Manager 


Paul A. Karll, Vice President 


Purchases 


John C. McAlvay, Vice President and 
Chief Engineer 

Russell J. Anderson, Vice President and 
Factory Manager 

Joseph O. Mithus, Secretary-Treasurer 

Oliver F. Hansche, Assistant Secretary 


Director of 


Members of the board 


John C. Harkness, Max H. Weinberg 
Donald M. Peebles, Dr. Frank Driggs 


Division Sales Heads are 

Charles W. Stacey, Sales Manager, Elec 
tronic Components 

Kenneth P. Jensen, Sales Manager, Elec 
tronic Communications 

John Jorgensen, Sales Manager, Hydraulics 

William S. Wenszell, Sales Manager, Oi 
Heat 

Wright E. Dent, Advertising Manager, all 


divisions 


| | DEAL VOURGELF ® PAIR OF “NATURALS” 


ONE SELLS THE OTHER! Prospects for fuel oil filters and 
furnace humidifiers are frequently one and the same. 
Combine these two profitable lines and one gets business 
for the other! 


FAST, PROFITABLE INSTALLATIONS! 


No complicated 


assembling or fitting — and no service. “call-backs’’. Gen- 


eral Humidifiers and Filters are trouble-free .. . 


leader in its field. 


each a 


SURE, YEARLY REPLACEMENTS! Easy, added profits from 
yearly replacements of General Filters Replacement Car- 
tridges (fit all leading filter makes!) and ‘Porous Weave” 


Evaporating Plates. 


Your Jobber Knows and Trusts Geancra€d 


He Stocks Both . . . How About You? 


134 


et 800’ q 
HUMIDIFIER 


@ No fost oF 
tricky Por 
leveling- ”“ 

@ “Porous Weave 
plates resist 
clogging: 

@ Operates * 
by water 
pressure. 


olely 


General Fuel Oil Filters and General ‘800’ Furnace Humidifiers go “hand-in- 
hand” in sales—and profits. General Filter users are prime prospects for humidi- 
fiers—and vice versa. When you service one, recommend the other. Doubling up 
your sales effort saves time, service trips and money — makes handling 


GENERAL doubly profitable! 


GENERAL FILTERS, INC. 


43800 Grand River Avenue - 
IN CANADA: Canadian General Filters, Ltd., 39 Crockford Bivd., Scarborough, Ontario 


Novi, Michigan 


Member of The Humidifier Associotion 


May 
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Be Strang and Prosperous — Build Your 
Business on Your Own Good Name, Not 


on a Name Controlled by Another. 





“Does the Most 


for the Independent Fuel Oil Dealer’’ 


eloil 





history on these tanks dates back 12 
years. We 


that time that the industry needed for them than that record 


Rebuilt Tanks 


(Begins on page 70) 


is where the majority of them go. Our 


can claim nothing more 
We have 
however, that a 


something that would overcome this reason to believe, 


difhculty. To ask a customer to spend minimum life expectancy of 20 years 


$90 every five to seven years for a new tanks is not an unreasonable 
tank is suicide and gives him the best 

excuse in the world for seeking — ' — 
Rebuilding Cost—$15 

from the gas company. Our loc: 
company considers the leaking o1 he cost of rebuilding the tank 


This is a flat rat 


per tank with no quantity restrictions 


the best salesman they have. They itself is $15 charge 


have told me so. I will not go 
as to say that our rebuilt tank has been placed upon us. We sell the rebuilt 
wholly responsible for our success in t $55 completely installed pro 
combating gas, but I am sure that 1 ided s a normal installation. Ox 
has been our greatest weapon casionally we find a tank with the 
losses to gas here in the past five d in the concrete fl 
have been practically nil bulkhead is too small t 
“We install seven rebuilts for ev hrough without som, 
new tank that we sell. You migh ind the charge 1s more 
wonder why we push the rebuilts s ire tl cception, however, rather than 
much. The record speaks for itsel the ru cost on the avi 
In 12 years, we have installed over ) 
of them. Only four have leaked 


every one of them was a head leak tanks ‘e have so many of them in 
it is unusual for someone 


on the bottom and as we all know, that not t sl out them. We work in 


We have never had a rebuilt tank leak 





FREE 60 DAY TRIAL 
Proves Budget Meters 
Eliminate C.0.D. Accounts 





Eliminate 

Small Gallonage Deliveries 
Credit Problems 

Reduce 


Fuel Oil Delivery Costs 
Accounts Receivable 


@ Seven models. 


a very tight radius with about 2,700 


of our customers right in the town 
More often than not, we can point out 
to the customer that one of his neigh 
bors has had one for several years and 
thus will erase any doubt that the cus- 
tomer might have as to its value. 

“We have installed several of these 
tanks in new homes. All the fire chiefs 
of our surounding towns have accepted 
this process with tremendous enthus1 
asm. We have done on the job dem 
onstrations for every fire chief who has 
isked us to and their praise of the 
process has been given unstintingly 

‘TL hope that I have given you all the 
information that you asked for. It 
there is anything about the situation 
that needs clarification, I hope that you 
will write to me. Further than that, 
I would gladly extend an invitation t 
any of your readers to come and see 
the process at first hand if they are ever 
in this vicinity 

“Any fueloil dealer with access to 
a welding shop can do the same thing 
we are doing. It is, to me at least, a 
painless way out of a problem.” 


LOW COST HOT WATER... for 
Laundries | Apartment Houses / Motels 


a, 
hot water 
supply boilers 


.. with 
capacities to heat from 107 


to 1,000 gallons of water at a 


temperature rise of 100 degrees 


Increase gallonage by permitting 
you to solicit accounts which would 
be unprofitable or unwise to handle 
without the Budget Meter. 


per hour 


struction 


Low cost, coin operated burner attach- 
ment... . allows customers to pay-as- 
they-use. Can be installed by your own 
service personnel... easily and inex- 
pensively. 





PS ne 
So ae 
BUDGET METER Co 
pARch BOAO - WE ASS 0 


Tr, # 


operate 





BUDGET METER COMPANY 
Arch Road « Westfield, Mass. 


... fully insulated 
BUDGET METER COMPANY Arch Road @ Westfield, Mass. 


Send me complete information and prices on your 
Budget Meter. 


Send me 6 Meters on 60 Day Free Trial Basis ¢ 


FULL Sisco 
are ——— 


a 


ce)0)-) a! ADDRESS__ 


| 
| 
| 
| 
| 
| 


burner and all controls 


@ Baked enamel steel jacket 


See your wholesaler or 


@ Heavy boiler plate con- 
. all surfaces in 

water are hot dip galvanized 
@ Package units, ready to 


complete with 


Constructed in accordance 
with ASME standards for 


hot water boilers 


write direct for literature 


PENN 


BOILER AND BURNER MFG. CORP. 


Sales Office: 95 Empire St., Newark, N.J 
Phone Bigelow 3-0200 


Factory: Lancaster, Pa 





THERE'S A KLEEN AIR MODEL 
TO FILL YOUR NEEDS FOR... 


INDUSTRIAL +» COMMERCIAL + RESIDENTIAL 
POWER CLEANING 


ONE-MAN OPERATION Start the motor, open the canopy, pull out the hose, it’s 
as simple as that! Kleen Air guarantees the FASTEST SET-UP TIME of any cleaner 

2 to 3 more jobs per day. Kleen Air is the only cleaner with the Blower Outlet on 
the rear of the truck, allowing you to work from either side, and eliminating backing 
into driveways. A 25 foot hose section is already attached to the Blower Outlet — with 
additional hose ready at your fingertips. 


ALL-WEATHER OPERATION The Kleen Air Motor, Blower, and Hoses are totally 
enclosed — eliminating wear from weather. Kleen Air Power Cleaning may be used in a 
driving rain, sleet, or snow storm. There’s no rescheduling of disappointed customers 
with your Kleen Air ALL-WEATHER Power Cleaner ! 


YOUR “DOOR OPENER” TO NEW ACCOUNTS AND REPLACEMENT SALES 
The benefits of Kleen Air Power Cleaning are many: 1. Keeps your present customers. 
2. Creates new customers and replacement sales. 3. Creates productive labor for your idle 
men during “‘off-season’’. 4. Rounds out your service program. Your Kleen Air Power Cleaner 
is attractive and compact, and it is constantly advertising for you on the job, and on the 
street. The appearance of the Kleen Air unit will reflect credit on your company’s reputation. 


BE PREPARED, WRITE 
FOR DETAILS NOW! 


A 


KLEEN AIR POWER CLEAN- 
ING IS AS SIMPLE AS 
A-B-C! 


PULL OUT THE HOSE 
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n't do it 
(Starts on page 61) 
very 

Griffin: The oil, the equipment, t! 
service and interest ig fueloil 
Vining: You won't get inter 

the oil, though 

Gray: Well, it certainly 1s 


well in the companies that are 


it They 


wk 


ing in Ontario are m 
larger companies 

Griffin: I didn’t know 
tried We are 
When I saw 
thers were trying it, I was a 
lot of 


might raise the price on mé 


it h 


n 


just feeling our W 
that and realized som his town of 
installat 
more,—there is a risk. The customers he w 
Maylhy 
the price will go up on me in the n 

I don’t know 

Gray: They change the pric ly 
Griffin: We don’t We finance: t n loesn t 


balan it [ Lent 


never 


hve years 


6% with a_ reducing 


ourse, We can get taken, in five y : vhicn at 


ne 


Gray: Oh, yes, but the chance is 


very slight ul wn person 


ent sale 


Griffin: On the other hand, we h ec 
mly used it up to date where wi take car 


meeting competition on 5 


as 


have lost the account anyway, fine. Nobody w 


we are taking more risk 
Gray: One fe 
nice philosophy. In this town 
people there is one other 
company and a lot of lit 
But he 


mpany, and they watch him, 


s if one of their men go and 
unts away from this big oil 
things get a little tense. On 


id been he other hand, 


70), OOO 


ants to, 
even 
is keepi 
in the market by growing en 
n his own equipment sales. And 
have 
10x and Timken 
strong lines 


oil man who 


of itself, 


lieve in. It keeps the market condition 


business he gets, he isn’t taking it away 
llow in Kitchener had from the other guy. 


One other thing I ran into up 
there; it has been done very little here 
They are doing quite a job on renting 
two 


And 


rental houses 


watches this other big equipment. I found companies 


of 


where some 


renting oilburners. course, 


those are 


individual just puts it in and that’s 


it—or the landlord puts it in 
They are renting it on the basis of 
h 


installations a 


e is doing something a conversion burner, $6 a month. That 


year in includes the service. And they are not 
He can make all 
all of the 
that way 
Si 


all new ones. If they have got a sec 


ions to get ond-hand burner they can put up in 
and 
he feels 


conomic 


good shape, rebuilt, they put that in 
The 


that basis, one in Hamilton and one 


notice it two companies I studied on 


ng a serene ¢ 
in Ottawa, have never taken one out 
Once the thing gets in, if the house 
is sold, the next person wants it 
Griffin: They keep on re-renting. 
Gray: They re-rent it. Now, some 


either 
both of 


a cheap line, 


is putting times the landlord charges $10. In 


al 


10% 


interest 1' ther words, the landlord puts in a 


letting the oil 


int 
$6 oilburner and raises his rent $10 
So that’s not too bad an idea. And, of 


urse, 


and 


which is what I be 


as long as the thing is there 


1 


rries about how much you have tied up the oil account. And 





G/A ANNOUNCES 
THE FLOOR FURNACE 
WITH A FILTER! 


NOW ... SELL YOUR CUSTOMERS CLEAN, 
FILTERED WARM AIR... 


G/A's exclusive 
filter and twin tur- 
bine blowers (the 
largest in use) cir- 


culate twice as 
much pure warm 
the 


cuSs- 


air through 


home. Your 





tomers will want 
dust-free, econom 


-alr 


the 


ical warm 


heating 


+ tput 
G/A way! 85,000 Btu outpu 


assembled and 
pre-wired 


Q\udomalic » 
= as 7 


GENERAL AUTOMATIC 
PRODUCTS CORPORATION 


2300 Sinclair Lane Baltimore 13, Maryland 
ORieans 5-7500 


Get the complete 


story... 


CALL, WRITE OR 
WIRE NOW! 





IGNITION TERMINALS 


— sell them this EASY way! 


New Crown Display is a 
complete assortment with 
new Easy-to-use Crimping 
Tool included... 


a 





(GmiTion 
TERMINALS 
Compact display of modern 

design holds all popular 

types, each type individu- 

ally packaged in polyethyl- 

ene and clearly marked. 

Display is a visible inven- 

tory, easy to dispense and 

replenish. The wire rack is 

supplied without charge 

with initial order for the 

complete display. 


The Display includes All 
of these Popular Crown 
Terminals in Addition to 
one Crimping Tool: 


HEX BASE STUD 

RING TERMINAL 

HOLLOW THREADED STUD 

ANGLE CAGE 

SPRING TERMINAL 

STUD FERRULE 

CAGE 

EYELET 

SPLIT RING 

SOLDERLESS SPRING 

SOLDERLESS RING 

SOLDERLESS ANGLE 
SPRING 


Call or write Crown or contact 
our local representative for 
complete information and cata 
log on Crown Ignition Terminals 


OWV ENGINEERING 


CORPORATION 
Keyport SO 


. KEyport 
New Jersey & 2 7-3086 


Manufacturers of a Complete Line of Oil Burner Electrodes 
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FASTEST CHAMBER 


FROM CARTON TO FIRING 


So fast . . . so easy to install because there's fewer pieces. One package 


Combustion 


———— 
Chamber 


gives you everything you need including pre-cast self-leveling base or 
hearth. Designed with maximum combustion area . . .  — for 
more complete fuel combustion—Immediate delivery . . . sizes “( \_ = = 
6/10 to 12 gallons per hour. Write for latest bulletin. 


product of Brant \/ilson Te a or 











Xx 
ASBESTOS and /NSUE NV 


141 West Jackson Boulevard + Chicago 4, Illinois 
SOLD ONLY THROUGH BETTER JOBBERS EVERYWHERE! 


TMEV RMOLOK || works 4 wonDERS 


Can lock up 99% of all your thermostats! 


MR. DEALER: 
24 e Reduce nuisance 
calls 
3. e Make up to 40°% 
ed extra dollars 


























ASK YOUR LOCAL JOBBER 


Thermolok Mfg. Co., Inc. 


1099 TULIP AVE., FRANKLIN SQUARE, L. I., N. Y. 











RSA SSS Oe 


WISE fy WHOLESALERS = The Baffle With The Swirling Action 


¥ cleaning up... 


— — 
rs Sad with the Right * 
BRUSHES and SCRAPERS 


Stock Up Now! 


» rs Tr AIA: 
SENS Sor SES a: ey FAR SAYS rex SSS DEBTS Re At 


Wes 


Ix 


You'll like it, and so will your customers. Imparts 
a swirling action to ascending gases, thereby as- 
sures much better heat transfer. Quick, easy and 

profitable to install. Made of heavy cast iron 
zo eee an é 9 lasts indefinitely. Won't break during clean-ups 
~~ Adequate J . : . ae a 
eects > \ WORCESTER BRUSH AND Sizes to ~ Aiscay gn of boiler and furnace 
t/ / rices and information sent promptly. 

2x On Hand! SCRAPER CO. abated 


enasnnsaromcestan mfoyrra HOME HEATING AND COOLING 
BRUSH CO. DISTRIBUTORS, INC. 


: ae 38 AUSTIN ST. WORCESTER 1, MASS. 225 RIVER DRIVE, PASSAIC, N. J. 


"CONSTANTEMFP' Tubeless Steel 
WALTHAM Boiler-Burner Unit 


‘A Quality Boiler With More Selling Features’ 


REVERSE FLOW design offers exclusive HEAT TRAP feature 
EXCLUSIVE built-in by-pass modulates water supply to system, eliminating expansion 
and contraction noise. 
EXCLUSIVE interior design does away with the necessity for special air expelling devices 
DOMESTIC HOT WATER SUPPLY wnequalled in internal tanklesses. The complete lack 
of boiler water stratification insures a continuous supply of hot water at the top for ar 
indefinite period. 
Pulsation and noise problems non-existent 
Fired with Waltham ‘Jet Head’ (improved shell head) Burner” Assuring highest efficien¢ 

EXCLUSIVE DISTRIBUTORSHIPS AVAILABLE 

CONTACT US NOW 


WALTHAM OIL BURNER co., INC. 1214 Bennington St., East Boston 28, Mass. 
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PRINTED FORMS 


For Immediate Shipment 


heck items you are interested In. 
ttach to your letterhead, mall 
for FREE SAMPLES: 


»o 





Fuel Oil Order [] Petroleum 


Price Cards 
Phone Call 
Inspection 


Information 


Ooo 


Interoffice 


Correspondence Service Order 


| 
WJ 


Heating & Burner 


| Service Dept. 
Material 


Record 
Delivery 
Record 


Survey Sheets 


Service Record 
Cards 


] Servicemen's 
Daily Report 


O OO 


Driver's Route 
Cards 


Degree Day 
Cards 


Metered One-Time Carbon 
Delivery Tickets 
(Truck—Buik Plant—Gas Pump! 


ee ee ee Ee 
a 
= 


| 
Company 


; Street 


DEGREE DAY SYSTEMS 


39-30F 58 ST., WOODSIDE 77, N. Y. 


The Complete Line of 


HOME 
HEATING 
EQUIPMENT 


WARM AIR FURNACES 


Gas and Ojil-Fired High Boys, Low Boys, 
Counterflow and Suspended. Full range 
of capacities 


BOILERS 


Cast Iron and Steel. Gas and Oil-Fired. 
Shipped completely packaged and wired. 
All popular sizes. 


AIR CONDITIONERS 
Complete air conditioning systems plus 
condensing units, coils, and evaporator 
blower units for and 


residential com- 


mercial use 


See us at the New England OHI Show or 
wire or write TODAY for the complete data 


Lincoin Air Control Products, Inc 
Swarthmore, Pa 


conreor PRODUCTS, inc. 








NEW LOW COST 
HIGH POWER 
VACUUM 
New hidden, patented* filter 
—3 times more power 


The new Premier Model P-950 Vacuum, 
with the new hidden, non-clog filter, is 
the only true low cost furnace cleaner. 
The hidden filter gives you more usable 
capacity than other vacuums twice the 
size. You can clean 4-5 home furnaces 
without emptying. Yet it is so small it 
fits easily on the floor of your car. Over 
2000 in use. Other models range from 
16-48 qt 
in 1 
shoulder vac. 

2814357 


usable capacity, including 3 


units: wet or dry, blower or 


*patent number 


Model P-950 


Dept. 50I, 
In Canada 


Attention 


Please 


For FREE 
illustrated 
information 
fill in and mail 
request form 
today é 


rush 


NAMI 
COMPANY 
ADDRESS 


CITY 


755 Woodlawn 
35 Gerrard St 


Gordon L 


THE PREMIER COMPANY 


Paul 16, Minn 
Toronto 2 


Ave., St 
West 
Bowman, V. P. & Sales Mgr 


me FREE details on 


STATE 


Premier Heating, 
Air Conditioning and Industrial Vacuums. Thank you 


May 
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. ... Pacific Northwest 


also he gets decent service because the 
service is included in the $6 a month 
rent. So he gets preventive mainte 
nance on it; he gets a man around to 
check it up periodically and see that 
it works fine. 

Hayward: Does that take care of 
emergency service? 

Gray: Every service 

Hayward: Parts? 
They 


have a nice tax deal, They expense the 


Gray: Sure. They own it 
bulk of it, you see—it works out very 
nicely. They are just examples of a 
little imagination we have got to keep 
pumping into the business as we go 
down the road. 

Vining: I understand that the size 
of the tanks would be a problem 
Yes, Your 
thought you brought up of supplying 
tanks, 


been done to any extent 


Gray: would 


they 
in heating oil, that has not 
It has been 
done through the Midwest on farm 
But in 


accounts, as you know resi 


dential heating accounts it has not 


been done, but there are a lot of pe 
ple talking about it—to hold down 
some of the cost differential between 
oil and other fuels 

Flournoy: That's been done in the 
East. hasn't it, Bob, the builders and 
projects and the like in Pennsylvania 
and back through there? 

Gray: It’s entirely posible, but I'm 
not familiar with it 

Flournoy: Furnishing tanks to the 
builders? 

Gray: Oh, do you mean just give it 
to them? Almost anything can happen 
along that line 

Grenier: I have stayed away from 
that end of it—strictly tanks for the 


home owner 
Subsidizing Jobs 


Gray: We have some pretty good 
East take a 


straight subsidy on oilheating installa 


ompanies in the that 


tions for builder accounts. I have 


talked about that when I have been 
subsidy of as 


fueloil ac 


vut here at other times; 


much as $75 to create 
count 
Vining: You will hear more about 
that from the West Coast before long 
Gray: I don’t know what the level 
is, but I 


S$ 5 


am not worried about the 


if you don’t go overboard and 





40 VALUE-PLUS MODELS FROM % 


Bodies you can depend on—best built in the industry—with 
many “plus” features at no extra cost. Compare Morysville’s 
wide selection feature by feature with any others, You're 


sure to find “More for your Money in Morysville’’. 


TH SERIES - 5 MODELS, 5 SIZES 


IMMEDIATE DELIVERY 
WIDE RANGE OF OPTIONAL EQUIPMENT 


National Distribution 





Inquire today for the name of your nearest distributor 


6 TO 2 TONS 


HU SERIES 
5 MODELS, 
5 SIZES 


HD SERIES - 5 MODELS, 5 SIZES 


Va Xey4141°), 1, ae 


Write for FREE Literature 





SINGLE OR DOUBLE TIER RADIATION 
SOLVES ALL HEATING REQUIREMENTS 


Hoff PANEL LINE 


HIGH OUTPUT . . . HANDSOMELY STYLED 
BASEBOARD RADIATION 


FREE-STANDING 
OR RECESSED 


Rust-resistant electro galva- 

nized steel. Full collar non-ferrous 

heating element. Snap-on accessories. 
Panels in 3, 4, 5, 6, 8 ft. lengths. 





SINGLE TIER 
For normal applications when heating require- 


ments are at a minimum and sufficient wali 
space is available. 





DOUBLE TIER PARALLEL 
For cold climates where heating requirements 


are high. Also for bathrooms, kitchens and play- 
rooms with limited wall space. 





DOUBLE TIER SERIES 
Equally effective as parallel, with additional ad- 


vantage of returning to boiler or main without 

looping back under floor . . . essential where 

returning under cement slab floor is not prac- 

ticable. Particularly suited for converting from 

old hot water or steam systems to baseboard. 
Hoff MANUFACTURING CO. 

BETHANY, CONN MEMBER I-B-R 


WRITE FOR LITERATURE AND INSTALLATION DATA 


FUEL TANK LEAKS 


with 


DPDDHE PATCH 
ye 


© Powerful Magnet! 


WITHSTANDS TANK 
SEALS LEAKS FAST - EASY - INSTANTLY PRESSURES AND 
VIBRATIONS 


Powerful magnetic action patch perme 
nently and securely holds oi! resistant 
diaphragm seal securely to tank — stops 


REQUIRES NO TOOLS TO INSTALL 


tHe TANKIT co. we. 


REUSABLE 


leaks instantly 


560 Belmont Ave. 
Nework 8, New Jersey 





Model DO 
5. to 14. GPH 


Model J-3 
75 to 1.75 GPH 


BRANFORD offers a 
complete line of SHELL HEAD 
models from .75 to 20. GPH 


Before you buy your next oil burner, 


write us for complete information on 


BRANFORD BURNERS. 


_ , 4 





- ! a 


Branford Tank & Heating Products, Inc. 


286 Howe Avenue Shelton, Conn. 











PROVEN! 


Jd 1. Drain valve 





dg 2. Vacuum Breaker 


EXPANSION TANK 
— VALVE 


rv 

5 oe Oe - JOBBER INQUIRIES 

i a —— 5 SOLICITED 
REMCO, INC. 


MONUMENTAL AVENUE and B&O R.R. 
LANSDOWNE - BALTIMORE 27, MARYLAND 


gf 3. Shut-Off Vaive 














REAP INCREASED SALES 
YOUR OWN EXCLUSIVE 
from oimect MAIL PROGRAM 
successful campaign developed for one of Chicago's 


leading oil distributors now available on exclusive territorial 
basis, outside of Cook County, Illinois. Complete art in car- 






toon style, ready for your printer, Campaign features Oil 
Burner Service Dependable Delivery — Quality | gy - 
Heating Equipment and 4 other selling points t is de- 
KEK-CLEANED BOILERS — B 








signed for 2-color printing on self-mailer 3% x 9 blotter with 
monthly calendar. Complete for only $200.00 less-than- 
average cost for just one piece of campaign. 


LAST LONGER 
GIVE EVEN HEAT 
WITH LESS FUEL 


STEAM <g> AVOID 
FASTER AIR LOCK 


KENITE 


take a million of them 


Send Company signature and phone number for free 


JOHN B. MORRISSEY CO., Advertising, ; 
30 North La Salle street, 
Chicago-2, Ill. 


sample. 
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NEW PERSE Y 


You might g driver pride in equipment Vining: Oh, yes—without any ques 


broke! A driver drives one truck with us tion 

Vining: The industry not individ I don’t know how it is with some of Griffin: Without any question, very 
uals. the larger companies. But we have definitely 

Gray: | am talking about individ found we don’t even have to have a Flournoy: In other words, if they 
uals. prize of some kind as we used to do, have an oil heat seal on their equip 

Vining: We are talking about in or some sort of an incentive. Our driv ment, we have instilled into them pride 
dustry—right in our industry pr ers keep our trucks up and things in the equipment. I think it has helped 
gram. clean. They do a lot of their cleaning generally all along the line. Generally 

Gray: Here is a subject: “Dirt in the mornings, ordinarily, unless they more people pick it up—more and 
trucks on the street.” Every time | get in real late. I think that’s pride in more people pick it up as they go on 
walk up to my ofhce, from the station eping your equipment up, which is Here we have this organization. We 


I usually see about one scummy-look 
ing oil truck on Fifth Avenue. It 
usually a residual truck and is try 


always been a bear 


cat on that. We kee] ours painted up 


Grenier: I have 


re doing all we 


can advertising 
against this other sort of fuel, so they 


keep their equipment up 


to get oil into a building some p! brand spanking, and they are kept Gray: Do you have a feeling that 
And it drives me nuts! I am alw: washed all of the time if a dealer is putting $400 or $500 a 
threatening to carry a camera and take Gray: My feeling is that around year into this cooperative show, he is 
pictures of it, The only troubk that re tl run pretty clean. I have seen going to try and get his money's worth 
they are friends of mine and it would ur Operations some way? 

mbarrass them if I put their p‘ctur D u think your cooperative ad Flournoy: Yes, that is part of it 
in the magazine. But how is tt pos vertisil impaign has put a litth absolutely, I have heard those remarks 
ble to convince the general public that more spirit into the market as a whole made by dealers whose equipment 
ulheating 1s mice and clean if you ar ind caused the fellows to try to make looks a lot better now than it used t 
soing to have scummy trucks rennin ilheating look clean, in that sense? I am sure that plays a part in it. It is 
iround the street? In other words, do you think it has very important 

Flournoy: We only handle furn. upgraded the general operating char Gray: One item here might be of 
nl, Bob, so we have a little better icteristics of the market all down the interest. There have been meetings of 
hance. We try to instill into the line? the American Society for Testing Ma 





eveco aDJUST-ODRAFT 


DRAFT CONTROL 















RAJAH TERMINALS | 


FOR Oil BURNER SPARK PLUG 
IGNITION CONNECTIONS 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 







Fully adjustable for precise accurate setting 
and instant response to draft variations 
ADJUST-O-DRAFT is quality constructed. A 
cast aluminum ring with built in stops, con 
cealed solid brass bearings, and other 
features, insure lasting dependability and 
maximum efficiency INSTALL 
ADJUST-O-DRAFT. 


when you 





Available in sizes from 


5 thru 12 inches Cece Ne. CT 211 


Cede Ne. $-$03 -' 





MANUFACTURING CO 


45-16—162nd St.. 


THE RAJAH CO., 35 Verona Ave., Newark, N. d. 








Flushing, v.t.. N.Y 
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Sparktrodes‘ 


oo ys 7 
R 









= 
_ 









mn “WS 
By far the most complete line 
of Ignition Electrode Assem- 
blies, insulators, fittings, bus 
bars and cable. For fastest 
service on exactly the ignition 
parts that you want, always 
order from a “Dielectric” Jobber. 
There’s one near you!  p.80.: 









Has popular appeal for your customers 
because it reads in gallons. 

For you, here’s a quality gauge, con- 
veniently packaged, easy to install in 


fae 
ope 
one 


(i 





tight places. Costs less to ship, takes 
only 14 the storage space required by 
most gauges. Underwriters’ approved 


1 '1@) 0] Ul Ou A © Oe | lon 


Contact your distributor or write to 


APPLIED MECHANICS COMPANY 


Secs cveesy. n0stoN. mass. 125 VIRGINIA AVE., JERSEY CITY 5, N.J. 








, NTROLLED 
Hydrovalve’s ore N sion 


TERMINALS 


FOR OIL BURNERS! 


INDUSTRIES, INC. 


FURDIAC Ql Fes cay 


—— ignitors .. . because Hydrovalve's 
Controlled Tension Terminals snap on 


Nou I The Time Zor easily. . . for strong, positive connections. 


Never too tight or too loose. 


This 44 page booklet contains a 4 -peepahpepennerwteypmsel mneene _ 
series of articles by J. R. Lewis on Are made of nickle-plated spring tempere ross 
| @ Hove a unique double spring grip which prevents 


tioni t—the ° 
the airconditioning marke I loose connections for greater conductivity 












re HOT on 
WATERY 
v wiget PULLY 


A 
A. s.# GUARANTEED 
by Write 
: for literature 


and details of dealer 
franchise. 
METROPAC 





FORCED WARM AIR 
PLUS 
DOMESTIC HOT WATER 











tunit i | $ 1 
opportunities in cooling « =< Protite | eo © Save time! Wire ferrules are designed for 
they apply to the Oilheating In 1] { muna easier crimping and positive grip to resist pull 


dealer. exerted during installation or removal 


Order Your Copies Today Hydrovalve’s Terminals are packed 50 to o jer. 








ONLY 1319 Utica Ave 
fueloil & Oil heat $1.00 a... s Hydrovalve Co. Brooklyn 3, N Y 
2 West 45th St. A COPY! Fosteit 0 off heat Reemnenlyth - BUckminster 4-1330 
New York 36, N. Y. YOUR OIL BURNER SUPPLY JOBBER CARRIES A COMPLETE LINE OF 











; | 
Hydrovalve’s ENGINEERED FOR REPLACEMENT PARTS AND roo.s! 9 ye 
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rege ee a ne: ey eee . . « « Pacific Northwest 

f 3 Ss - ee \ terials working toward possible stabil 
I don’t ile it file i! ity specifications for heating oil. We 
, D ee 2 had a whole symposium on it in Bos 
' - ton—TI think nine papers and they 
were all on that subject 

1 Keep Tools Just now Ted Kauffman has been 
l and Equipment appointed as the head of a committee 
tical in the ASTM, to me at in on 
i Can Find ’em! specifications, particularly the stabil 
i ity aspect . which means that the 





Job- 


CUSTOM QUALITY AT 
MASS PRODUCTION PRICES! 


Get the full story of READ 
ING's extra rugged construc- 
tion and economy at your 
truck dealer or write direct 
for illustrated brochure and 
name of local distributor 


ac ee eee ee ee ee ee ee ee 













Planned: TALITY BODIES 


wacic STOWAWAY 


Don't lose time and money playing 
hide-and-seek with tools and parts 
stow everything neatly, com- 
pactly, easy to reach in READING’s 
Magic Stowaway compartments 
Removable shelves and removable, 
adjustable shelf dividers let you 
change compartment arrange 
ments to meet your daily needs! 











* Job-Planned for Oil Burner Installation and Service 


ee ee 


‘. —READING BODY WORKS, INC., 420 Gregg Avenue, Reading, Pa._ =<” 


Add a “HANDYMAN” 
to your furnace 
cleaning crew for 
bigger profits! 


i 


Check all these 
“HANDYMAN” 
exclusive features: 


© SPACE-SAVING MODERN DESIGN 
© ONE MAN OPERATION 

© SELF CLEANING FILTER BAGS 

© FAST ALL WEATHER OPERATION 
© LOW MAINTENANCE 

75 Cu. Ft. SOOT HOPPER 

© CONVENIENT HOSE STORAGE 

© 2 EASY-TO-REACH TOOL BOXES 


f Phone, Wire or 
Write Today 


| INdependence 3-5127 
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The NEW, MODERN SPACE-SAVING 


SE AVOYMAN 


POWERVAC FURNACE CLEANER 


Get your share of the profitable furnace cleaning business 
with a minimum investment that insures big returns 
The General “HANDYMAN” Furnace Cleaner is built 
with more power (up to 40 H.P.) and greater capacity 


than any other cleaner available today. Now .. All resi 
dential, commercial, institutional and industrial heating 
system cleaning jobs can be done with ease at a maxi- 
mum pront 

Investigate all the features and advantages of the Gen- 
eral “HANDYMAN" Powervac Furnace Cleaner before 
you buy furnace cleaning equipment for your shop. Send 
for our Profit Portfolio with complete information and 
prices on the “HANDYMAN" and other General Fur 
nace Cleaners. Do it now and start profits rolling 
your way from more cleaning jobs, more repair jobs and 
more replacement part sales for a profitable 1959 


Wm. W. Meyer & Sons 


8260 Elmwood Ave., Skokie, Illinois 






f 















stuff stays put, after you put it in the 
tank. 


out here? Do you discuss it at all? 


Is it a subject of any interest 
Vining: We don't have any stability 
problem on West Coast oils 
You sec, 
straight runs. 
Gray: Out here? 
Vining: Oh, yes, they are all straight 


Elmslie: these are all 


runs, now. 

Gray: Oh, brother! 

Vining: They cut out all of the cata 
lytic additions. 

Elmslie: There is a problem of in 
stability in the tanks. The oil some 
times goes through. 


The 


problem here has been water picked 


Grenier: The water, tov nly 
up in transport from sunny California 
to Harbor Island. 
Gray: It rusts out the tank? 
Grenier: Well, n 
don't leave it long enoug! 
in Harbor Island 
Gray: To settle out? 
Grenier: To settle out. They run it 


Oftentimes they 
in the tank 


through there too fast for it to have 
time to settle. So Richfield put in 35 
They 


on. the 


great, big, huge filters investi 


gated all of the ones market 


and they finally came up with a pur 


chase that cost them about a quarter 
of a million dollars, installed on their 


But 


finger back at us in the field and say 


point the 


property. now they 
“If you have water complaints, boys, 
it is in your own supply 


tanks.” 


now, because we know wi 


in your own 
So we watch ours constantly, 
can't blame 
them any longer, like we used to d 

Gray: That is not too hard to live 
with, that water—and you know what 
to do with it 

Well, I think that is all I have got 
to ask you about, unless you fellows 
have something you particularly want 
to bring up. I think you are probably 
tired. Okay? 

Griffin: The meeting is adjourned! 
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HAYWARD 


Rotary Atomizing Burners 
¥%, to 12 Gph 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 
¥%, to 10 Gph 
Boiler-Burner Units 
200 to 2000 Sq. Ft. EDR Steam 
Write for franchise information: 


HAYWARD OIL BURNER CORP. 
19 Spring Street, Taunton, Mass. 


Branc ce: 
86 Kirkland St., Cambridge, Mass. 











ENGINEERS (2) 


FOR PROJECT-DESIGN of WARM AIR FURNACES 


For expanding Engineering Department with increased respon- 
sibilities and organization stature 
(1) Engineer experienced in design and follow-through of 
projects from start to finish, who seeks the additional challenge 
of adminstrative responsibility. 
(2) Imaginative design engineer with ability to create sound 
designs that can be executed into volume-selling 
products. 
Each position affords an unusual Opportunity. Compensation 
is better than average. Insurance and retirement program is 
exceptional. Graduate Mechanical Engineer or equivalent ex- 
perience is required. 
If interested, write immediately, enclosing resumé, to 
ENGINEERING DEPARTMENT 
THE C. A. OLSEN MANUFACTURING CO. 
ELYRIA, OHIO 


new 
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FIRE BOX 
fueloil & oilheat 


WANT ADS 


Advertisements are payable in advance 75c a line; 
minimum charge of $4.50 for 6 lines or less. 





No Advertising Agency Commissions. No discounts. 


NOTICE — Those writing to Box Numbers, address: c/o 
FUELOIL & OfL HEAT, 2 West 45th St., New York 36. 


K"' FACTOR CALCULATOR, Handy, compact slide-rule. Eliminates cumber 
some charts. Speedy. Accurate. Single setting gives both K-factor and degree 
day of usable oil. Only $5.50. Degree Day Systems, Dept. FO, 3930 58th 
Street, Woodside 77, New York 
MAXIMUM-MINIMUM thermometer. Get the daily high and low temperature 
for your area. This information necessary to secure mean temperature for 
degree day system operation. Price $7.95. Degree Day Systems, Dept. FO, 
Woodside 77, New York. 

PETROLEUM PRICE CARDS. Don't stop to figure—just read. Eliminate costly 
errors. Card shows amounts from 1 to 999 gallons, and bridged from 1000 
to 9000 gallons, Will pay you to send for our circular. Degree Day Systems 
Dept. FO, Woodside 77, New York. 

ALL WEATHER METER TICKETS imprinted with your name, address and 
telephone. 1000 sets (3 part) only $18.00. Allow 10 days in busy heating 
season. Advise make and model of truck meter, Degree Day Systems, Dept. FO, 
Woodside 77, New York 


PRINTED FORMS available for immediate shipment. 
materials form, burner service record cards, service order forms, inspection 
information form, survey sheet and others. Send for samples, no obligation. 
Write Dept. FO, Degree Day Systems, Woodside 77, N. Y. 


DECALS—Service, nameplate or truck lettering and trademark decals made to 
your order. Easy to apply, uniform, distinctive, economical for small or large 
needs. Write for catalog. Mathews Co., 827 S. Harvey, Oak Park, Ill 


Heating and oil burner 





“Results” he says 


66 This letter is an expression of appreciation for 
the results I recently obtained from an advertise- 
ment run in your classified section. I obtained 
an excellent position with the ... Fuel Company 
of .. . after running an ad only one month... 
Thanks again for your cooperation in handling 
my ad. I might add that I received a very 
gracious reception from the girls in your classified 
office when I called from time to time during 
the month my ad ran in your publication. It was 
a distinct pleasure to do business with your 
organization. 99 


—B. H. M., Trumbull, Conn. 














TRUCK SIGNS—DECAL TRANSFERS—-SERVICE—SALES: No charge for 
sketch; designed to your specifications. Plastic colors give greater brilliance 
and durability. Low priced. Easy to apply. Write for samples. Allied Decals, 
Inc., 8398 Hough Avenue, Cleveland 3, Ohio. 
TURN YOUR SURPLUS INVENTORY of stoker, 
into cash. Mail list and price to Box 885 
BURNER MANUFACTURERS: Outseanding new method for 
Domestic, Commercial, ‘Gun Type.’ High-Low Operation. Also for gas and 
horizontal rotaries. Radical departure from present methods. Oil prices, govern 
ment policy, make imperative full b.t.u. benefits be extracted from fuel. Five 
U. S. Patents granted, allowed or pending. Easily adapted to present burner 
models. Certain applications useful for refrig. and air cond. Requirements: Ask 
ing $25,000. initial, advance royalty. Please do not reply unless able and will 
ing to meet this condition, Full information returned as early as possible. Box 
1458 

CASH FOR SURPLUS INVENTORY! Dead inventory takes up valuable storage 
space and costs you money. If you wish to clear out your surplus inventory 
of gas or oil burner controls and equipment at close-out prices, contact us Now 
Send list of parts and best prices to Box 1462 

SALES EXECUTIVE and /or Salesman 


oil burner or gas controls 


burning oil. 


available in the Washington, Baltimore 
Delaware area. Can handle field men; sell to jobbers and work with them 
and also ta retailers. Has good record—knows all forms of heating and firing 
Will make you a very happy employer, if you get him for a field man, zone 
manager, or salesman. Excellent references. Box No. 146° 


WANTED—to buy Retail Fuel Oil Business in Bucks County, Pa 


Replies 


held in strict confidence. Write Box 1470 

WANTED—Distributors to handle Checkmate Ruse Inhibitor for fuel oil 
and gasoline storage tanks. Contains Sodium Nitrite and is packed in air 
tight, moisture-proof polyethylene foil pouches. Easy to use, effective, inexpen 
sive. Heating Economy Co., 20 Rosewood Str Mattapan 2¢ Mass 

SERVICE MANAGER WANTED. Must be qualified to handle entire service 
department for heavy and light oil, for large independent company in southern 
Connecticut. Give full resume. Write c/o Box 147 

FOR SALI 50 H.P. well known steam generator, very reasonable V. Tene 


dine & Sons, Inc., North Haven, Conn 


RELAY & CONTROL REBUILDING TRAINING 
Cowan Co., manufacturers & distributors of the 

announces a series of training sessions on oil burner control rebuilding 
Enabling those who take the course to locate defects and repair controls to 
factory specifications. The Bert Cowan Company is prepared to furnish testing 
rebuilding and refinishing equipment as well as the parts 
The training seminars will take 


SEMINARS. The Bert 


industry's most complete line 


ich rebuilding 
hour days in New 


used in st 
plage in units of two & 


York and subsequent days may be arranged during the seminar. Students may 
bring relays with them and get actual experience and take back their rep aired 
ontrols. Registration fee will be $50.00 in advance Bert Cowan Co 21 
Bedford Avenue, Bellmore, N. Y. Phone SUnset 11-3544 


Use “GRESCENT PARTS” Service 


Serving St. Louis Trade Area 
“FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 




















conraors. (GreSCent Parts and) 
Minneapolis- Honeywell Equipment Co., inc. oe 
White- Rodgers o25-ant 4 bee om Installations Matertals 
Detroit © Portex St. Louis 10, Mo. & Accessories 
Penn BRANCH 
1140 St. Louis Ave. ening Comtelies 
Moercoid @ General East St. Louis, Il. 
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TONGUE & GROOVE 
JOINTS 


_LITE-CAST 


COMBUSTION CHAMBERS Innit 


ollie auc ia-Wi Re) cm aia = - 
DOUBLE SEAL 


MONOGRAM has... FLOOR & WALLS 


285 Standard Designs and » 
sizes of LITE-CAST Insulating | PRE-CAST FLOOR 









THE 
PROFITABLE 


ASME 
STAMPED 






CONSTRUCTED 








3 Refractory Combustion Cham- & 
bers for ALL Boilers and AIR SPACE bated 
é Furnaces. BENEATH FLOOR Factory wired and assembled 


75 TO 12 GALLONS PER HOUR 


MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35th STREET, PHILADELPHIA 4, PA 


o 

@ Serviced in a matter of minutes 
@ Gucranteed 5 yeors 
* 


Write for complete literature 
end prices 


NEW YORKER STEEL BOILER CO., INC. Coimar, Penna. i 





us Pat. 














A i Mass. Trades Shops School 146 Rajah Company, The 14 
Air Conditioning & t iM ie , Mastercraft Industries, Inc 418 Reading Body Works, Inc 144 
Refrigeration Institute 121] fostona P ot Cort Phe © McCabe-Powers Body Company 124 Remco, Inc 14 
American-Standard Plumbing & McDonnell & Miller. Inc. Back Cover Rockwell Manufacturing Co. 1 l 
Heating Div 104 ’ Metropac Industries, Inc 143 Roper Hydraulics, Inc 
Anthony Company, W. S LA a a Phe Metropolitan Petroleum Corp - 
Applied Mechanics Company ; Froducts Cort 2S Meyer & Sons. Inc., William W. 144 S 
Ardmore Products Division my $5 Minneapolis-Honeywell Scovill Manufacturing Company 
Adantic Refining Company ste ; + Regulator Company 14, 45 Scully Signal Company x 
Auto-Flo Corporation ( cicsigag * Modern Die & Machine Cx 120) Shell Oil Company 9 
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B ) Cos In , Inside Back ¢ over Sinclair Refining Company 
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Brodie Company, Ralph N Hoff Mfg. Cx The 41 National Cash Register Company 79 Texas Company, The 
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SERVICE | : 


TRAINING iL mu 
O-SO-TITE 
Pipe-Joint Compound 








DAY RESIDENT Training 





sinning 


EVENING RESIDENT Tr 
SIDENT Courses 


COLO 


Ss Used for over 25 years by oil 


= ——sm) heating dealers. You'll never 
have a call-back for joint leaks, when you use 
OSOTITE! Money-back guarantee. 


W. S. ANTHONY CO. A 


109 BROAD ST., N.Y. 4, N.Y. ! 
BO 9-4843 


HOME-STUDY RE 
HOME-STUDY Courses 
Write for FREE information 
and Sample Lesson 
No cost or obligation 


ADES SHOPS SCHOOL 


Boston 10, Mass. 











‘7 MASS. TR 


161-163 High St., Dept. F, 
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leadership has been maintained for over 30 years by . 
1. Working closely with the Industry to meet its progressing 


2. Cone ek through the development, i ‘on d 
ds and techniques. rae + 


The result: Nozzles unsurpassed in performance, accuracy Aaa a 


Next time, Nozzles and hy Servi 
a try See w "yo ame es Stn endo 


Extremely dese! tolerances. and 

muicre-Anishes Se er 

ducing accurate, uniform nozzles. 

Special precision machines de- 
signed and manvufactured by 

Monarch permit 





produc- 
tion to tolerances of 1/10,000 of 
an inch... and certain critical 





dimensions within even closer 
limits. 


DEALERS: Buy from your Monarch Jobber. Write for Catalog “0” 


MANUFACTURING WORKS, 
2503 E. ONTARIO ST., PHILADELPHIA 34, PA. 


Canadian Agent Except B.C 


ES Gallagher Sales Ltd, Toronto 12, Canada 


Exclusive Agents in all of Europe 


Australia and New Zealand 


on Oil is your guar- 
ntee of pr sorte. uniform 


“Whonarch AiR MIXING EQUIPMENT 


COMBUSTION HEADS: 


G-81-C Head is as easy to install 
as an ordinary Air Cone and Stabi 
lizer. Produces high CO, with no 
“adjustments” to get out of order 
For 378 or 4” |. D. Air Tubes 


CONVENTIONAL: 


Bladed Cone Rings and four blade 
Stabilizers for ordinary Air Tube re 
placement from 312” to 8” |. D. Also 
special ‘‘Anti-Pulsation” equipment 


Also available: Flame Mirrors,” 24" and 
48 Nozzle Boxes, Nozzle Wrenches, etc 





—but he shouldn't oughta hafta! 


Not if the right steps are taken to wipe out the reason 
to scram! 


How many boilers, tanks and heaters in your commu- 
nity still need dependable, up-to-date safeguards against 
“scram” conditions? We're not just talking about the 
jobs that are going in, but also the existing set-ups in 

Laundries Stores Schools 

Dry Cleaners Office buildings Churches 
Manufacturing Public buildings Motels 
Bottling plants Garages Apartments 
Bakeries Filling stations Greenhouses 


In the McDonnell line you have the most thoroughly 
proven basic safety controls for practically every con- 
dition you can run into in any boiler room . . . and they 
are backed up by clear-cut service recommendations that 
give you the what, why and how of every job. 

Particularly helpful in showing what is needed, and 
why it is needed, are two new booklets on safety controls: 
one on “Basic Safety Controls for Steam Boilers”; the 
other on “Basic Safety Controls for Hot Water Space 
Heating Boilers.” 

And beyond this is a brand new compilation of “En- 
gineering Reference Sheets” explaining interesting special 
cases. 

Write for any of these booklets that you do not have and 
put them to work. If there is any doubt about any job that 
comes up, do not hesitate te ask us to work with you. 


MCDONNELL & MILLER, Inc. 
3500 N. Spaulding Ave., Chicago 18, Ill. 


Doing One VE) Meng Mall 


MDONNELL 











No. 47-2 Quick-Hook-Up 
Feeder Cut-off Combino- 
tion for automatically 
fired steam boilers up to 
5000 ft.; maximum steom 
pressure, 25 Ibs. Other 
types for lorger boilers 
and higher pressure; also 
for hot water space heat- 
ing boilers. 


No. 150 Pump Control, 
low Waoter Cut-off and 
low Water Alorm for 
boilers of any size with 
pressures up to 150 Ibs. 
moximum. 92 series for 
pressures up to 250 Ibs. 


No. 67 Low Water Fuel 
Cut-off for automatically 
fired steam boilers Moxi- 
mum pressure, 20 Ibs. 
Other types for hot woter 
space heating boilers. 


230 and 240 Series 
A.S.M.E. pressure relief 
valves for hot water space 
heating boilers; for hot 
water tanks and heoters. 
Tested ond Btu-rated by 
National Board of Boiler 
and Pressure Vessel In- 
spectors. Also tempera- 
ture relief valves and P-T 
relief valves. 














